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HE NATIONAL MAGAZINE OF INSURANCE 


How to protect a champagne future 
on a beer income 


Know a man who thinks he can not yet afford the amount or 
kind of insurance he needs—and wants? Cheer him up! 
We've a tried and tested answer to his problem. 


Occidental’s 5 year Convertible and Renewable Term... 


Convertible to anniversary nearest age 65, to any one of a 
wide variety of ‘“permanent’’ plans—when he can afford it. 








Renewable up to age 64 if he prefers. 


Either—without further evidence of insurability. 
It’s his choice, when he wants to make it. 


And in the meantime if he qualifies—total disability 
benefits after only a 4-month waiting period—to increase 
his peace of mind. 


He can also add Income Protection, Family Plan, 


Mortgage Protection, Additional Term, and Family Income On 
by rider—and later carry them over in the oa 
policy to which he converts. of} 
All in all—a sound and practical plan for men whose bs 
incomes don’t yet match their ambitions. C] 
, sur 

rol 


O C C I D E N TAL LI FE Insurance Company of California ahs 


; not 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: Los Angeles/W. B. Stannard, Vice President 


We pay Lifetime Renewals...they last as long as you do! 














The meaning of the KEY 


One of the notable assets of Life underwrit- 
ing is the public prestige enjoyed by Life 
insurance Field-Men. The American College 
of Life Underwriters and the C.L.U. program 
have contributed substantially to this result. 


We at Metropolitan are proud of our 
C.L.U.’s and join our friends in the Life in- 
surance industry in urging Field-Men to en- 
roll in one of the C.L.U. courses in their 
respective communities. These courses have 
not only added to the stature of all associated 
with’ Life insurance, but have helped to 


°Metropolitan Life 
INSURANCE COMPANY 


A MUTUAL COMPANY 


1 MADISON AVENUE, NEW YORK 10, N.Y. 


broaden the ability of Field-Men to render 
top-notch professional service. 


While you can be a good Field-Man with- 
out being a C.L.U., you can be a much better 
one if you are. In today’s competitive mar- 
ket, it is good business to have the best pos- 
sible professional education. 

One way to get this is to become a C.L.U. 
yourself. It will do much to give you the 
added knowledge, skill and confidence which 
today’s public rightly expects and appreci- 
ates in career Life insurance Field-Men. 











LIFE INSURANCE STOCKS ' 


AMONG THE MOST attractive 
investments in today’s market, in our 
opinion, are twelve life insurance com- 
pany stocks which are discussed in our 


latest report. It’s free. Just write or 





phone: 


LIFE STOCK DEPT. 


WM. H. TEGTMEYER & CO. 
Investment Securities 
39 SOUTH LASALLE STREET 
CHICAGO 3, ILLINOIS 


TELEPHONE TELETYPE 
FInancial 6-7400 CG 625 























WALTER C. GOREY COMPANY 


Russ Building San Francisco 4 
Teletype SF 1011—1012 
YUkon 6-2332 
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. 41 42 43 4 4 4 47 48 49 SO Si 52 54 58 

End of 1955 1956 1957 1958 1959 
January ........ 134.7 158.5 147.4 144.0 1915 
February ....... 137.1 161.7 142.7 142.3 1863 
OS ee en 137.4 168.1 142.5 142.6 1845 
eer 142.1 149.6 148.2 142.3 188.7 
roe 148.0 148.7 156.9 146.2 1834 
SO Tae 172.4 153.4 154.5 147.8 180.3 
FRO aren 181.2 160.2 162.3 159.2 198.0 
eee 171.8 150.5 153.5 160.9 198.4 
September ..... 166.2 136.2 149.7 163.0 
Oeteee | anc sis 162.4 142.6 134.7 170.7 
November ...... 166.6 140.5 138.9 187.8 
December ...... 163.1 140.9 134.2 191.0 


The Life Stock Index contains the stocks of 30 life insurance com- 


panies, and the base period 1941-1943 is equal to 10. 


insurance stocks 
Over-the-counter Market 
Furnished through the courtesy of The First Boston Corporation 


1959 nes Bid Price 
Hi ng 8/31/59 
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NS eee ror ee 125% 718% % 
—— poo d BIS Sicdig cou ccks sehen soveesadee tie uy me : 
Serli usiness Men's Assurance ...................eeeeeeee 
Specialists California-Western States iife (6) ...2.22222220000 2 10. ©6114 
Commonwealth Life (Louisville) ..................... 295 20 % 
Connecticut General Life ..........cccccccccccececce 393 312 373 
CALIFORNIA WESTERN STATES Continental Assurance (A) ......................-.. 176 135 148 
Ne ca ge awn ok ie capedecte 85!/, 67%, 7H) 
LIFE a Employees Life (1) ..................... 53) 69 
a a an cl ln li mam cae 30%, 22 th 2 
yo Ang SERGE hs ere ae are 7 Bil, 
OO Sea ee 1660 1450 1470 
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a a os winds avuk nv gee 26i/, 2034 M 
— _— oes any of Virginia (C) ............ 60 32 53 
: I tn ae i wine Benes cig Coan’ 
Report available upon request Massachusetts Indemnity & Life.................... 5. 43 
ri sinc y cecleks cobapbabacntdswane 77 60 
me ag ¢ — & “te (eh jh tes ; ; (0) Saebalwee es taiewo . 3 
merican Lite ICOGO) (U) ... 1. ee eccceves 
ALL LIFE STOCKS UI I ID oi < oicc nice se cin. sSeliddic sidadeccved 74 sai be 
poe pa a LS Pe Woe tied R + s 
an EE idk fa Aad Rasa ele ong We ae 
BOUGHT SOLD QUOTED Soathuestam NS oi bat do avmb dk ex rakna marae Sarwan 159 136 146 
ne eS os Shona singe scbesesecbehe oly, 80 7) 
geminata tera eam 1 
Wire System ET SU HI a. bhdak dowocnwlc cee cctecateschncbhak vor 46 3% 43 
A) Adjusted for 25% stock dividend. 
Mis coring tents B} Aue for 3) Sock nd 
; : u s 
Baltimore and New York City o} Agta for 5% stock dividend, 
s ‘or stock dividen 
Troster Singer & Co. =) A justed d for iA stock. fend a 9 Ones 
: d for 2 so an stock dividen 
New York City Adjusted for 100% stock =A 
Adjusted for 2 for | split 
( Adjusted for 2 for | split ‘and 10% stock, dividend. 
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i® Securities of the United States 


Government and its Agencies 


W— State, Municipal, Revenue and Housing 
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Securities Markets 
to suit every need 
of Institutional 
Investors 


The 


FIRST BOSTON 
CORPORATION 


15 Broap St. »* NEW YORK 5S © Dicsy 4-1515 
Boston PITTSBURGH CHICAGO PHILADELPHIA 


San FRANCISCO CLEVELAND 


Underwriter og istritutor Dealer 
Investment Securities 





One of Fanny Brice’s cleverest acts 
was to call The Man from Equitable 


Fanny Brice’s wit swept her through comedy suc- are buying this Living Insurance than ever before 
cesses on stage, screen, and radio. Her wisdom led And more people are hearing about it, too—oj 
her, among other things, to call The Man from DOUGLAS EDWARDS WITH THE NEWS, over the enti 
Equitable. Like many other famous entertainers CBS-TV network. No wonder so many underwtit 
she wanted not only continuous protection, but — ers enjoy being The Man from Equitable! ©195 
guaranteed funds that could be used for emergen- The Equitable Life Assurance Society of the Unitet 
cies, retirement, and so forth. Today more people States. Home Office : 393 Seventh Ave., N.Y. 1, N.! 


Living Insurance from EQUITABLE 
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Any way you figure it! e es 
YOUR experience Exclusive of revivals, be sage — additions and reinsurance AL 
° le er 
points YOUR way to PROFITS! In millions (000,000 omitted) ARI 
Am 
Experienced Agents & General Agents TOTAL INSURANCE * Co 
rs 
Se ee ae , ’ —I5 ac 
OUR SPECIAL PROFIT SHARING February «ce... 0. 5,064 5,154 +24 Sou 
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benefits: aS: 5.264 6,097 416% J Mc 
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issi ea 5,614 of 
IDAHO KANSAS Commissions and bonus Secsiaions SEL OSES ET 5,326 DIS 
ee e Vested Renewals December 2.05. c.ccee 7,169 + 
OREGON -participati aha = peut sr nae 66,877 Atle 
sour paxora || © Non jv. “ad ” ’ “ie 
TEXAS 
weuminnniie : TOTAL ORDINARY INSURANCE j Earl 
e Paying 4% Compound ee eee Ae ee $3,543 $3,574 +1%, 
bit occa I ses Di ide d Feb 3,566 3,731 +5% Bp 
nterest on ividen CDIUSlY wn cee eeeeeees ' ' ° 
In 29th yeor Kissendieiinn Re eee od 3,984 4,529 +14% 0 un 
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in Force 
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2 OpTOMmeer S. 0.6.0.5 88 3,957 IOV 
agony Weshecdaias viet, Stagtiss Myeieet. Se a 4,298 sty 
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eeeeveeeveeseoeev eevee eeeee ee @ Mer 
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- a‘. ° Eee ee ee 584 575 —2% ea 
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. ie EE Raye: 569 541 —5%, | MA 
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eeeeeeeeneeeeeseeeeeeeee ett 
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200 millions of insurance in force. Pril sees see eeee ees 1,002 739 Soe # MO! 
May coc cere receecccs 961 686 —2? ° Ce { 
PE ices 4: wowennee' 741 978 +32% | Ney 
"EE ee 545 603 +! 4 Bank 
PEE RRS GH 2 ic 822 887 +38% Bank 
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P ° eae 599 Pac 
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company developments 


ALABAMA Admitted 
Kennesaw Life & Accident Ins. Co. ................. Atlanta, Ga. 
ARKANSAS Admitted 


American Physicians Insurance Co. ......... 
Commercial Standard Life Ins. Co. 
First United Life Insurance Company 
Gulf Union Life Insurance Company 
Pacific Fidelity Life Insurance Company 
Southern Heritage Life Insurance Co. 

Tidelands Life Insurance Company 
Western Security Life Insurance Co. 


gia ova grt Los Angeles, Cal. 


......-Oklahoma City, Okla. 


Licensed 
McNutt Funeral Insurance Company .............. Conway, Ark. 
COLORADO Licensed 
Bankers Reserve Life Insurance Co. ................ Denver, Col. 
Admitted 
Great Southern Life Insurance Co. .............. Houston, Texas 
CONNECTICUT Admitted 


Capitol Life Insurance Company .................. Denver, Colo. 
DISTRICT OF COLUMBIA Admitted 
Chesapeake Life Insurance Company .............. Baltimore, Md. 


GEORGIA Licensed 


Atlantic and Pacific Life Ins. Co. of America .... Atlanta, Ga. 
Georgia International Life Insurance Company ...... Atlanta, Ga. 
Examined 
Early American Insurance Company ................ Atlanta, Ga. 
Retired 
Royal Life Insurance Company of America .......... Atlanta, Ga. 

HAWAII Admitted 

Daren RIOO AOMORI 505-5 5 ov cic aoc kas Hrs .Des Moines, lowa 

IDAHO Examined 

Continental Life and Accident Company .......... Boise, Idaho 

ILLINOIS Licensed 

Central Nation Life Insurance Co. .............. Jacksonville, Ill. 
Admitted 

Employers’ Life Insurance Co. of America .......... Boston, Mass. 

IOWA Admitted 

Insurance City Life Company .................. Hartford, Conn. 

KANSAS Admitted 

National Guardian Life Ins. Co. ...............4-. Madison, Wisc. 

KENTUCKY Licensed 

Old South Life Insurance Company ......... Baked Louisville, Ky. 
Admitted 


Fidelity Union Life Insurance Company ............ Dallas, Texas 
Merit Life Insurance Company .................- Evansville, Ind. 
National Life Assurance Co. of Canada ............ Toronto, Can. 
North American Reinsurance Corporation ........ New York, N. Y. 


West Virginia Life Insurance Company ......... Huntington, W. Va. 
LOUISIANA Admitted 
Seaboard Life Insurance Co. of America ............ Miami, Fla. 
MAINE Admitted 
Northeastern Life Ins. Co. of New York ...... Mount Vernon, N. Y. 


MARYLAND Admitted 
American Income Life Insurance Co. 
Jefferson National Life Insurance Co. ........ Indianapolis, Ind. 
National Life Assurance Co. of Canada ............ Toronto, Can. 
Nation Life Insurance Company ..............---- Phoenix, Ariz. 
Seaboard Life Insurance Co. of America ............ Miami, Fla. 
Examined 
American Life Insurance Company ................ Baltimore, Md. 
Home Mutual Life Insurance Company ............ Baltimore, Md. 
Southern Life Insurance Company ..............:. Baltimore, Md. 
Union Liberty Life Insurance Co. ................ Baltimore, Md. 


Le Ba Indianapolis, Ind. 


MASSACHUSETTS Examined 
Massachusetts Indemnity & Life Ins. Co. ............ Boston, Mass. 
MISSOURI Licensed 


Missouri Fidelity Life Insurance Co. ........ Cape Girardeau, Mo. 
ecurity Home Life Insurance Company ........ Springfield, Mo. 


MONTANA Admitted 
Central National Life Insurance Co. ............-. Omaha, Neb. 
NEVADA Admitted 
Bankers Life Insurance Co: of America .............. Dallas, Tex. 


Bankers National Life Insurance Co. ............ Montclair, N. J. 
Century Life Insurance Company ...............- Fort Worth, Tex. 


Independence Life & Accident Company .......... Louisville, Ky. 
Pacemaker Life Insurance Company ..............-- Phoenix, Ariz. 
Pacific Southwest Life Insurance Co. .............4.. Mesa, Ariz. 
Producers Life Insurance Company ...........-....:- Mesa, Ariz. 


Standard Insurance Company of Portland 

Standard Security Life Ins. Co. of N. Y. 

NEW HAMPSHIRE Admitted 

Fidelity Interstate Life Insurance Co. ............ Philadelphia, Pa. 
Examined 

Christian Mutual Life Insurance Co. ...........06. Concord, N. H. 


roman y ene Portland, Ore. 
Pe Beare New York, N. Y. 


For October, 1959 


.. .Baton Rouge, La. 
APSE AD Sie edo Fort Worth, Tex. 


Gary, Ind. 
vi Se Seles ee Baton Rouge, La. 


ieee & ers Charlotte, N. c. 


NEW MEXICO Licensed 
Western American Life Insurance Co. ........ Albuquerque, N. M. 
NEW YORK Examined 


Church Life Insurance Corporation .............. New York, N. Y. 
Metropolitan Life Insurance Company ............ New York, N. Y. 
World Fraternal Benefit Society ................ Brooklyn, N. Y. 


OHIO Licensed 

Prudent American Life Assurance Co. ............ Cleveland, Ohio 
Admitted 

Unified Reserve Life Insurance Co. ............ Indianapolis, Ind. 

United Liberty Life Insurance Co. ................... Dallas, Texas 

Western World Life Insurance Co. ................ Phoenix, Ariz. 
Examined 

U. S. Mutual Benefit Association ................ Cincinnati, Ohio 

PENNSYLVANIA Licensed 


Allegheny National Life Ins. Co. 2.0.0.2... 0.0... ee ee eee Erie, Pa. 
Parliament Life Insurance Company ............ Philadelphia, Pa. 
William Penn Life Insurance Co. ................ Philadelphia, Pa. 
Admitted 
Chesapeake Life Insurance Company .............. Baltimore, Md. 
Consumers Credit Life Insurance Co. ............ Wilmington, Del. 
Union Trust Life Insurance Company .............. Duluth, Minn. 
Examined 
Provident Home Industrial Mutual Life Ins. Co. ..Philadelphia, Pa. 
SOUTH CAROLINA Admitted 
Union Trust Life Insurance Company 
Examined 
Empire Life Insurance Company ...............- Greenwood, S. C. 
Ocean City Life Insurance Company .......... Myrtle Beach, S. C. 
TEXAS Admitted 
Colonial Life & Accident Insurance Co. .......... Columbia, S. C. 
Peoples-Home Life Insurance Co. ................ Frankfort, Ind. 
Philadelphia-United Life Ins. Co. ........ .Philadelphia, Pa. 
Pierce Insurance Company ................ “North Hollywood, Cal. 
Stuyvesant Life Insurance Company .............. Allentown, Pa. 
Reinsured 
United Guaranty Life Insurance Co. 
Universal Guaranty Life Ins. Co. 


einai giaiein atoecae Duluth, Minn. 


Dea es iat. wee teh Dallas, Texas 
eo Sites Shreveport, La. 


UTAH Admitted 
Monarch Life Insurance Company ............ Springfield, Mass. 
VIRGINIA Admitted 
Life Insurance Company of the South ............ Charlotte, N. C. 
WASHINGTON Admitted 


Bankers ‘National Life Insurance Co. ............ Montclair, N. J. 
Columbian National Life Insurance Co. ............ Boston, Mass. 


Firstpacific Life Insurance Company ...............+6- Reno, Nev. 
Globe Life and Accident Ins. Co. ........ Oklahoma City, Okla. 
NE UIE TRIN INS rc. ages. oie. e'e. 6-0 b's.0'6 wee ae Boulder, Colo. 


Presbyterian Ministers’ Fund .................- Philadelphia, Pa. 
Treasure State Life Insurance Co. ...............45- Butte, Mont. 
Wabash Life Insurance Company .............. Indianapolis, Ind. 


WISCONSIN Admitted 
American Bankers Life Assurance Co. .............. Miami, Fla. 
Wyoming Admitted 
Guaranty Mutual Life Company .................. Omaha, Nebr. 


New Hemisphere Life Insurance Co. ........ Salt Lake City, Utah 
Pacific Western Insurance Company .......... Salt Lake City, Utah 
gS eA eee Denver, Colo. 


Treasure State Life Insurance Co. .. .. .. ... . .Butte, Mont. 
NEWFOUNDLAND Admitted 

Cuna Mutual Insurance Society ..............+055 Madison, Wis. 
Prudential Insurance Co. of America ............-. Newark, N. J. 





sales hy states 


NortH Dakota LED the country in percentage increase 
in ordinary life insurance sales in July. Arizona and 
Rhode Island were tied for second place, according to 
the Life Insurance Agency Management Association 
which has analyzed July sales by states. Countrywide, 
ordinary business increased 4% in July, compared with 
July 1958, while North Dakota sales gained 34%. 
Arizona and Rhode Island, July sales were up 21%. 

For the first seven months of the year, with national 
ordinary sales up 7% from the year before, Arizona led 
with an increase of 28%, with Mississippi in second 
place, up 21% from the corresponding period of last 
year. 



























In order to relieve our field force of the time- 
consuming and costly chore of calculating and pre- 
paring certain types of proposals,the home office is 
taking over the job for a nominal charge. 

Under this plan the home office will prepare indi- 
vidually tabulated Split-Dollar and Premium Fi- 
nanced proposals based on predetermined column 
heads, at any applicable age, for any multiple of 
$1,000 face amount. 

Eight different types of proposals are available on 
O.L., Life to 65 and 10-Pay Life. 






Monthly budget premium nevatienit plan 
available. Makes premium payments automatic. 



















Lower Female Premium Rates 
on Most Plans 


Cash values and dividends are the same as for 
policies issued to men, even though the premiums 
are less. 



















of a” 
such 




































































































not sc 
Gradation of Premiums Buy-Sell, Split $and Program- | ." 
by size of policy — Quantity Discount Factors ming Sales Films A leader in the field of leaps 
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PLAN AGE ITEM POLICY POLICY POLICY 
MALE 35 nateeits, «$204.69 $195.36 $193.49 dpe 
Net payts. ; ; ° ons twent 
ie gad oni le Insured Insurability uuu 
20 yr. This rider provides for the purchase of addi- § **<™ 
net payts. — case — tional insurance without further evidence of in- tinuec 
20 yr. mw, ~21.35 — 25.08 surability at policy anniversaries nearest in- 

vatnae = sured’s ages 25, 28, 31, 34, 37, 40. coo. 
Ps1000 24.57 23.64 23.45 and s 
by lez 
Dividend Term Option Re 
Pension and Profit-Sharing Plans sig é healt 
Using dividend deposits to purchase one-year ; 
: ony - : term insurance, this provision is designed pri- stow 
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Yearly Renewable Term Plan (guaranteed issue amount of cash value | 
available in most cases) offers an entirely new a health 
concept, representing a far-reaching forward step Dividends referred to in this advertisement are witho 
in the entire field of Pension and Profit-Sharing based on our current scale. They are neither guar- hundr 
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eee The professional development 
of a large and widespread industry 
such as American life insurance is 
not something that flowers overnight. 
In the last thirty-one years, how- 
ever, C.L.U. has made strides by 
leaps and bounds, and a continua- 
tion of enormous growth is to be 
expected. During this period the 
development of a sound college-level 
professional movement in an enor- 
mous industry operated throughout 
the nation has taken place. Thus far, 
nearly twenty-eight thousand can- 
didates have been registered to take 
the C.L.U. examinations, but accord- 
ing to the rate at which progress 
is taking place in this field, these 
figures will probably seem small 
twenty-five years hence. The au- 
thor of the article on page 18, in 
attempting to answer the question 
Where Are We Going? in regard 
to the progress of C.L.U. in the next 
twenty-five years, discusses fully 
some of the factors and ideas which 
seem to him to be vital to the con- 
tinued progress of this movement. 


eee Since World War II, accident 
and sickness insurance has grown 
by leaps and bounds. Today, about 
75% of the population of the United 
States is covered by some form of 
health insurance. In spite of this 
growth, however, there remain over 
fifty million Americans without any 
health insurance, seventy-five million 
without surgical coverage, and one 
hundred and ten million lacking in- 
surance for medical expenses outside 
the hospital. Obviously the public 
has need of insurance, and for the 
most part there is money available 
to pay for it. The author of the 
article on page 20 feels that it is a 
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Challenge to Management to realize 
the needs of the public today. The 
market is there, and the insurance 
companies can protect that market 
only by occupying it. It will take 
vision, imagination and courage to 
take advantage of the opportunities 
which lie ahead. 


eee Tn many cases the insured who 
formerly purchased his policy from 
a debit agent is now covered under 
a group contract negotiated with his 
employer and perhaps his union. 
This group business is particularly 
vulnerable to the sales efforts of the 
general insurance agent who has 
friendly contact with top manage- 
ment through the placement of 
property and casualty lines. To aid 
him he will have the assistance of 
the life company’s general agents or 
company representatives. A large 
part of his function will be merely 
to bring together the two parties to 
the negotiations. Thus he has and 
probably will increase his control 
over the placement of coverage on 
persons who traditionally have been 
The Debit Agent’s Market. See 
page 25 for the second article on 
the new life insurance salesman. 


eee The cost of sickness is increas- 
ing yearly for a number of reasons. 
Inflation has had its effects, as well 
as the increased quality of medical 
care which has been made available 
to the public, and there have been 
many other minor contributing fac- 
tors. Most individuals nowadays 
are unable to pay the cost of being 
sick out of their own incomes, so 
that there is a definite need for pro- 
tection with some form of medical 
care insurance; without it, a long, 


serious illness could bring financial 
ruin. The article on page 28 deals 
with the many reasons Why Major 
Medical Expense Insurance is neces- 
sary today, and discusses some ideas 
which may be helpful in selling it. 


eee Record keeping in any business 
is a necessary function serving a spe- 
cific need. Ordinarily the keeping 
of records ranges from the holding 
of information within the human 
memory to the use of mechanical 
equipment to store a great deal of 
data efficiently in the form of terse, 
space-saving symbols. Today, rec- 
ord keeping has been for the most 
part, completely mechanized. Tre- 
mendous strides in the development 
of equipment have been made— 
among them, punch cards, account- 
ing machines, and microfilm. The 
problem in the life insurance com- 
pany is a vital one because of the 
necessarily vast accumulation of 
records. Errors in the system exact 
a large penalty so that effort is 
constantly being made to avoid them. 
Some specific suggestions with re- 
gard to life insurance Record Keep- 
ing are given on page 58. 


eee Pata processing has been a 
vital function of business from its 
very inception. Every office, whether 
large or small, must use some form 
of data processing in order to oper- 
ate with efficiency. Modern data 
processing is an advanced form of 
work simplification where many 
operations previously performed by 
hand are quickly and economically 
processed by machine. It must be 
remembered, however, that the most 
advanced computer system can be 
only as efficient as the people who 
are directing it. The importance of 
knowing how to adapt specific 
kinds of work to the proper equip- 
ment cannot be over-emphasized. 
Original data must, of course, be 
absolutely correct before a computer 
can be expected to produce accurate 
results. In order to perform even 
the most straightforward task a 
computer must be “told” what to 
do. A discussion of The Function 
of Automation, the various problems 
to be dealt with in the installation of 
computers and their adaptation for 
efficient out-put can be found in the 
article on page 61. 
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TREASURY MARKETABLE 
DEBT 


THE CHANGING maturity complex- 
ion of the Treasury marketable debt 
during the post-war period was the 
subject of an article in the August 
16 issue of The Cleveland Trust 
Company Business Bulletin. On 
June 30, 1959, the total debt was 
close to $285,000,000,000, of which 
$107,000,000,000 comprised savings 
bonds and other non-marketable se- 
curities and $178,000,000,000 repre- 
sented marketable bills, notes, cer- 
tificates, and bonds. The maturity 
distribution of the latter amount 
was : Over 20 years, 4.5% ; 10 to 20 
years, 12.1%; 5 to 10 years, 9.6% ; 
1 to 5 years, 32.8%; and within 1 
year, 41.0%. The current total of 
73.8% maturing within 5 years com- 
pares with 67.1% on June 30, 1952 
and the present level is the highest 
for any fiscal year-end during this 
post-war period. 


EXAMINATION GRADES 


THE LIFE OFFICE Management As- 
sociation Institute has distributed 
the results of 20,148 examinations 
written by 11,370 students in 475 
participating companies and organ- 
izations. It was the Institute’s third 
consecutive record-breaking year. 
Papers were written in 1,275 ex- 
amination centers throughout the 
world. 

A total of 1,981 students earned 
the Introductory (Course I) Cer- 
tificate, and 164 qualified for the 
Associateship Diploma. Sixty-six 
became Fellows of the Institute. 
Since the Institute was established 
in 1932, 16,130 persons have com- 
pleted Course I, 2,675 have become 
Associates, and 968 are now Fel- 
lows. 

James H. Kohlerman, educational 
director of the L.O.M.A., pointed 
out that the L.O.M.A. Institute 
program is recognized to be stand- 
ard for life insurance education of 
office employees. 

“Employees often wish that they 
could spend some time in each de- 
partment of the company,” Mr. 
Kohlerman pointed out. “In this 
age of specialization, however, such 
job rotation is frequently impossible. 
In our opinion, the L.O.M.A. In- 
stitute offers employees the only 
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equivalent alternative means of ac- 
quiring the information that they 
want and need. Its courses give 
students a broad understanding of 
the functions of the various depart- 
ments of a life insurance company, 
as well as an opportuity to secure 
specialized knowledge in specific 
areas.” 


L.ILA.A. POLICY 


CLARENCE J. Myers, president of the 
Life Insurance Association of Amer- 
ica and chairman and president of 
New York Life, has appointed a 
committee to re-examine the existing 
rules and procedures of the L.I.A.A. 
to see whether they can be modified 
to deal more effectively with situa- 
tions in which it is impossible to 
reach an agreed position. Mr. My- 
ers cited the Federal income tax bill, 
the variable annuity, gradation of 
premium rates by policy size, and 
the use of terminal dividends as mat- 
ters where agreement on L.I.A.A. 
positions was not reached. 

He said that when an organization 
like the L.I.A.A. cannot reach an 
agreed position on an important 
issue, “it is usually necessary for the 
association and its representatives, 
including its trained staff, to step 
aside and let its individual compa- 
nies pursue their own actions accord- 
ing to their own positions. This is 
hardly a satisfactory conclusion,” he 
said. 

“The association’s effectiveness is 
similarly impaired when it may take 
only a limited position on an impor- 
tant issue, as was so in the case of 
the company federal income tax leg- 
islation. Member companies tend 
either to regard association staff ac- 
tion as inadequate, or resent it as 
interfering with their own position 
and activities.” 

The chairman of the new com- 
mittee is Edmund Fitzgerald, chair- 
man of the board of Northwestern 
Mutual. 


CREDIT INSURANCE 


A pustic hearing will be held by 
J. Edwin Larson, state treasurer 
and insurance commissioner of Flor- 
ida, on October 19 in connection 
with the promulgation of rules and 
regulations for the sale of credit life 
and credit disability insurance in 
Florida. 





DENTAL INSURANCE PLAN 








EFFrective Aucust 1, a comprehen- 
sive dental insurance plan underwrit- 
ten by the Continental Casualty 
Company was put into effect on the 
1,200 employes and their families of 
the Dentist’s Supply Company of 
New York which has its principal 
plant in York, Pa. The plan is con- 
sidered highly experimental and will 
be offered only to the employes of 
this firm for a three-year period dur- 
ing which the experience gathered 
will enable the company to rate other 
plans to be offered at that time. 























ACTUARIAL SCHOOL 






THE OCCIDENTAL Life of California 
is installing a full-time school of 
actuarial science at its Los Angeles 
home office to cope with the sus- 
tained shortage of trained actuaries. 
Geoffrey Crofts, FSA, former asso- 
ciate professor of Actuarial Science 
at the University of Manitoba and 
most recently associate professor of 
Actuarial Science at Occidental 
College in Los Angeles, has joined 
the company full-time to direct the 
new program which will soon be 
underway. 





















VETERANS' PENSION BILL 






THE Nationa AssociaTION of Life 
Underwriters has indicated its sup- 
port of a Congressional Bill H.R. 
6432 that would, according to the 
N.A.L.U., “provide liberalized pen- 
sions for those veterans and survi- 
vors of veterans who are most in 
need and most deserving of govern- 
ment assistance” and “would also ac- 
complish this objective at a substan- 
tial savings to the taxpayers.” 



















ENLARGED BLUE CROSS 
PROPOSED 







JOHN R. NANNIX, executive vice- 
president of Blue Cross of Northeast 
Ohio, suggested at the American 
Hospital Association annual meet- 
ing that a super “Blue Cross” plan 
be formed for coverage of minor 
and major dental, medical, and hos- 
pital bills for people of all ages. He 
said that if this were not done we 
shall have a governmental health 
system in the United States. 













Best’s Life News 
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Write for your 
complimentary 
copy of Reserve Life’s 
information bulletin 
“The Sales Zoomer.” It’s 
“loaded” with practical sales 
ideas covering such field tech- 
niques as: “Answering objections to 
sell”... “How to motivate a prospect 

to close”... “Prospecting made easy” and 
many other “down to earth” answers to your sales problems. 


RESERVE LIFE INSURANCE COMPANY 


Licensed in 44 States and District of Columbia 
HoME OFFice: DaLias 2, TEXAS 





Mr. JoHN L. Marakas, Vice President, 
Reserve Life Insurance Company, 
Dallas 2, Texas. | 
Please send me complete information about your [] “Extra 
Money Makers” Plan. [] A copy of your “SALES ZG0MER.” i 
How I can qualify to become a General Agent or [] Broker 
with the Reserve Life Insurance Company in my area. 
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COAST to COAST 


WESTERN AND SOUTHERN LIFE... is ringing « 


new kind of personal protection to millions of policyholders and prospects 
throughout the nation. With the Company’s unique ‘‘Guide to Security’’, 
representatives of Western and Southern are equipped to provide a com- 


plete insurance programming service for every personal and business need. 


Best’s Life News 
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20-Year Net Payments 


HE ANNUAL TABLES of comparable net continuing 
dee are shown on the following pages. The lowest 
rate for a policy of $10,000 issued to men at age 35 is 
used, both for history and present scales. The basis of 
the figures is similar to that used in past years. That is 
to say, they are figured on a 20 year basis, which for 
actual history means a policy issued in 1939. For the 
present scale figures it represents the current dividend 
scale projected 20 years into the future. Only the yearly 
averages—twenty years premiums less twenty years 
dividends divided by 20—are shown. Of course, in all 
cases cash values are available in addition. 


Some Companies Omitted 


Some companies have been omitted from the tables 
hereafter due to the fact that an actual history for a 
period of 20 years is not available or because no opera- 
tions are carried on in the United States. 

As the cash values are not the same for all companies, 
but because they do tend to fall into classes, we have 
simplified the tables by leaving out the surrendered costs 
—that is, the payments less the cash value. In order to 
compensate for this, we have grouped the companies in 
classifications of approximately similar cash values. For 
United States companies, these values usually run to 
within $1.00, and the spread in our tables is caused by 
the fact that there are Canadian companies listed, and 
the mortality tables used in Canada produce slightly 
higher values on these bases. 


Ranked by Histories 


The rankings are by the actual history costs. Also, 
the groupings by cash values available are those for the 
actual histories. In many cases—where the valuations 
are lower than Full Level 3%—the present scale issues 
of today are on higher reserve bases. Numerous com- 
panies, of course, have reduced their interest assumption 
from 3%4% to 3% (some to as low as 2% }, or otherwise 
strengthened the reserve figures. 

In the case of the 20 Pay Life policies, there are only 
two natural groups, because of the fact that Illinois 
Standard M.P.T. valuation is the same on this policy in 
the 20th year as the Full Level valuation. This con- 
solidates the three groups of companies that appear in 
the Ordinary Life table. A further consolidation be- 
comes automatic in the case of the 20 Year Endowment, 
because here we are dealing with policies that have 
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matured, and regardless of the reserve basis used, all 
of the policyholders receive $10,000 at maturity. Within 
the interval, of course, there were variations in the cash 
values allowed by the different companies, but upon 
maturity, which is the basis of the figures used for our 
table, all are the same. These companies have therefore 
been arranged in one group. 


Median Averages 


We have calculated the median averages—the aver- 
age for the middle company—for each of these groups, 
on the history basis. Inasmuch as the groups have been 
separated on the basis of the ‘‘actual history” cash values, 
there is no point in maintaining this separation for the 
present scale average figures where the cash values are 
different. Therefore, we have not computed median 
averages for these groups, but only for the total. 

The median cost on present scale for all of the com- 
panies shown on Ordinary Life is $186.00 yearly, on the 
20 Payment Life $301.36 yearly, and on the 20 Year 
Endowment $423.15 yearly. Comparisons for the past 
few years are of interest—the costs on present scales in 
1947 were, for Ordinary Life, 20 Payment Life and 20 
Year Endowment: $20.92, $31.90 and $44.46, respec- 
tively; in 1948, $21.61, $33.53 and $45.02; in. 1949, 
$21.53, $33.71 and $45.05; in 1950, $21.15, $33.14 and 
$44.76; in 1951, $21.05, $33.03 and $44.63; in 1952, 
$20.61, $33.01 and $44.52; in 1953, $20.27, $32.77 and 
$44.31; in 1954, $20.15, $32.39 and $43.80; in 1955, 
$19.24, $31.92 and $43.52; in 1956, $19.22, $31.66 and 
$43.57 ; in 1957, $19.01, $31.27 and $43.06; and in 1958 
the average rate per $1,000 on a $10,000 basis, $18.64, 
$30.60 and $42.74. 


Actual History 


On the actual history basis, the Ordinary Life group 
with cash value of $327 or higher, shows an average 
cost in 1943, $20.55; in 1944, $20.67; in 1945, $20.55; 
in 1946, $20.58; in 1947, $20.66; in 1948, $20.72; in 
1949, $20.80; in 1950, $20.87; in 1951, $20.89; in 1952, 
$21.07; in 1953, $21.14; in 1954, $21.26; in 1955, 
$20.50; in 1956, $20.98; in 1957, $21.04; in 1958, 
$20.59; and in 1959, $20.33. Other comparisons may 
be obtained by consulting the tables hereafter and the 
showing in the July, 1943 Best’s InsurANCE NEws. 

(Continued on the next page) 
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20-YEAR NET PAYMENTS—Continued 


Prior to 1942 the net cost tables were presented in 
great detail but this form was too complex and this 
complexity tended to defeat their purpose. Furthermore, 
we felt that there was too much emphasis on present 
scale net costs and also on surrendered policies. It is not 
the purpose of life insurance to be surrendered for its 
cash value, but rather to be held to maturity or at least 
to advanced ages for retirement benefits. The net set-up 
we believe accomplishes these purposes. It also ac- 
complishes a comparison of the “actual results” with the 
companies’ present dividend scale, which seems to lend 
increased value to both of these figures. 


Depend on the Future 


There are numerous technical considerations that 
should be taken into consideration when looking at any 
tables of life insurance costs. Probably the most im- 
portant one is the fact that there is no known basis for 
a true comparison of costs from the point of view of 
the prospective policyholder. Life policy costs depend 
on the future, and no one can prophesy the future. 
While the history costs for issues of twenty years ago 
are exact, we know that the next twenty years will not 
be like the last twenty years. The present scale figures 
are also exact in their true sense, but we know that the 
average dividend scale is in force for only a few years, 
and that many times before twenty years have passed, 
these dividend scales will have been revised up or down 
or both. The second most important point to our mind 
is the fact that policy cost in itself is not a main criterion 
of value. Considerable differences in cost can be made 
by company practices and options allowed to policy- 
holders. Preferred risk policies, not being offered to 
all, should probably have a lower cost. Endowments 
at 85, and to a lesser extent Paid-Up policies at 85, 
carry very slightly higher rates and higher costs, bal- 
ancing the earlier maturity. Generally there are differ- 
ences both ways, and it is not possible to say until 
afterwards as to whether a particular policyholder was 
better off or not. High on this list of differences is the 
service of the life underwriter, which in individual cases 
can far transcend any difference in cost. The financial 
condition of the company is of paramount importance 
and cannot be judged by any policy cost figures. Often 
it will be found that some companies could reasonably 
increase dividends and probably do; others have had 
difficulty in maintaining the ones they have paid, and 
are more likely to reduce. There is also a slight advan- 
tage to the high premium participating company due to 
the effects of compound interest which are not covered 
in such calculations as we show. There are also numer- 
ous other minor considerations, which we have ex- 
plained in the past years. 


Chief Interest 


Summing them up it may be said that these tables 
are interesting chiefly to show what has happened in the 
past, and what is happening now, in the one item of 
policy cost for the types and age shown. They do not 
have any more importance than this. 
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“History” Cash Values $3,180 Up 


Company 


Continental 
Great-West 


General American 
John Hancock 


Occidental 


" Metropolitan gna Seale 
rown (Canada) 


Assurance E 
(Canada) .. 


(Calif.) 


Northwestern Mutual .. 
Dominion (Canada) .... 


National of 
Prudential 


Jefferson Standard 


Vermont ... 


es 


Manufacturers (Canada) 


Equitable (N. Y 


Connecticut Mutual .... 
Midland Mutual (Ohio). 


Acacia Mutual 
Provident Mutual 


Confederation (Canada). 


Bankers (lowa) 


Nationwide 


Continental Amer. (Del.) 
Northwestern National . 


New England Life 


Ohio State 
Aetna Life 


Penn Mutual 


New York Life ......... 


Sun Life (Canada) 


Massachusetts Mutual .. 


Pacific Mutual 
Phoenix Mutual 
Mutual Of N. Y. 


Mutual — Ch.) 


Canada Life 


Connecticut General ... 


Equitable (Iowa) 
Mutual Trust 
Union Mutual 


eeeeee 


State Mutual ye): 


Guardian (N. Y 


Security Mutual ON 2 


Fidelity Mutual 


Berkshire 
Manhattan 


Average 


Life 


ORDINARY LIFE 


Actual 
History 
a$180.80 

185.10 
185.71 
186.08 
a186.30 
al87.67 
189.13 
189.99 
191.45 
92.86 


186.36 
a181.75 
187.80 
180.63 
189.73 
184.82 
182.01 
178.45 
185.70 
ad188.63 
187.94 
190.40 
186.35 
c211.47 


“History” Cash Values $3,100-$3,110 


Comp 


” Standard (Ore.) 
California-Western 
Bankers (Nebr.) 
Pan-American 


Pilot Life 


any 


were eee 
eee eeee 
eee eee nee 


Home Life (N. aie 


Ohio National 


Average 


Actual 
History 
$184. 00 
189.17 
198.30 
199.10 
201.62 
= 


193.40 


“History” Cash Values $3,020-$3,060 


Comp 


‘Columbus Mutual 
Central (Iowa) 


pany 


American United ....... 


Guarantee 
Minnesota 


Average 


Mutual 
Mutual 
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Best’s Life New#For O 








$10,000 Continuing Policies, Men Age 35, Dividends Deducted—20 Year Averages, 
Actual History (Issues of 1939) and Present (1959) Scale 
rs 
sale 
eH 20 PAYMENT LIFE 20 YEAR ENDOWMENT 
39.17 “History” Cash Values $6,090 Up All Cash Values $10,000 
31.45 
oy . Actual 1959 Actual 1959 
3 06 No. Company History Scale No. Company History Scale 
6.57 1 Jefferson Standard ..... $284.89 $285.20 1 Confederation (Can.) .. $409.80 $403.10 
35 61 2 Northwestern Mutual .. 292.38 291.91 2 Jefferson Standard ..... 414.99 416.60 
76 66 3 Connecticut Mutual .... 293.40 284.20 3 Crown, (Can.) ..:.. oan 422.60 435.38 
07 38 4 National of Vermont ... 293.58 286.36 4 Metropolitan ........... b422.93 ac463.45 
78 40 5 Provident Mutual ...... 298.61 292.09 5 Manufacturers (Can.) .. 423.41 403.15 
74 38 6 Equitable (N. Y.) ..... a299.34 a291.36 6 Equitable (N. Y.) ...... b424.63 a406.11 
33.91 7 Northwestern National . 299.57 316.89 7 New England Life ..... b427.64 a412.38 
75 6() 8 Continental Amer. (Del.) a299.88 a315.65 8 Acacia Mutual ......... 429.79 N.B. 
95.81 9 New England Life ..... a300.05 a293.06 ge). I NO ee ae 431.47 427.49 
NB 10 Continental Assurance . 300.12 303.43 10 Pan-American ......... 432.00 426.70 
83.36 11 Metropoiitan ....:..... a301.03 ac338.91 11 Northwestern Mutual .. 433.02 393.25 
78,60 12 Massachusetts Mutual . 304.26 285.14 12 Connecticut Mutual .. 433.60 394.50 
76.11 13 Acacia Mutual ......... 305.18 N.B. 13 Continental Amer. (Del. ) b434.68 a439.45 
78.13 14 Bankers (Iowa) ....... 305.47 286.77 14 Continental Assur. ..... 435.50 400.43 
92°00 15 Guardian (N. Y.) ...... 2306.56 2307.83 15 Provident Mutual ...... 436.11 404.83 
93.51 16 Aetna Bile :.. 65.04... 306.58 289.84 <6. Sow tae: (Can.) ......- 436.17 401.15 
84.14 17 John Hancock ......... a306.93 a296.98 17 National of Vermont ... 436.49 400.58 
87°10 18 eee Bewtual o.oo... co 307.22 291.70 18 Massachusetts Mutual . 436.78 404.70 
84.27 19 Sun Life (Canada) ..... 307.51 288.84 19 New York Life ........ b437.21 a443.90 
84.83 20 Mutual Trust .......... 308.50 291.67 20 John Hancock ......... a438.05 a415.35 
87.13 Zl WERUIORWIGE 2.6 ccc ec cece 309.20 292.83 21 Mutual Of New York .. b438.14 a419.59 
76.04 22 Connecticut General ... 309.84 303.50 22 Bankers (Iowa) ........ 438.55 398.99 
74.58 23 New York Life ........ a310.22 a322.58 23 Great-West (Can.) ..... 439.30 416.56 
88.65 24 Equitable (Iowa) ...... 310.42 299.07 24 American United ...... 439.93 439.07 
86 36 2) Ventral (lowa) ........ 312.20 292.59 GD: - CBMBUE TE oo ois cise nics s 440.13 434.77 
81.75 26 Sc Se ae 312.70 297.17 26 Guardian (N. Y.) ...... 2440.23 2428.16 
87°80 General American ..... a312.70 a315.80 pg) SN ee 440.50 437.70 
80.63 28 Mutual Benefit (N. J.).. 313.34 300.95 28 Dominion (Can.) ...... 440.63 422.62 
89-73 29 Mutual Of New York .. a313.51 a299.69 AONE oo conse ecins 443.17 411.24 
84.82 WO EMIO CML. oo neececsce 313.60 314.20 Xe ie oe 443.30 N.A. 
82.01 31 State Mutual (Mass.) .. 314.35 ° 302.28 31 Nationwide Life ....... 443.40 431.62 
7845 $e Union-Mutual ......... 314.60 305.56 5 i eS re 444.18 410.80 
85,70 33 Fidelity Mutual ........ 317.65 321.14 33 General American ..... b445.20 a435.80 
88.63 Be oS eae 326.28 308.40 34. Central (lowa) ........ 445.78 402.19 
187.94 35 Midland Mutual fom- 326.64 £311.36 35 Mutual Benefit ........ 446.19 414.31 
90.40 36 Home Life (N. Y.) . £328.71 309.30 Seg OS ee c446.49 ac409.31 
186.35 37 Manhattan Life ........ 333.50 335.32 37. Equitable (Iowa) ...... 446.84 421.05 
11.47 38 Security Mutual ....... 336.00 301.76 38. Pacific Mutual ......... 446.97 413.13 
gs 39 Columbus Mutual ...... 447.70 440.70 
pT Bee Fe ee ~ $307.51 40 Standard (Ore.) ....... 447.21 415.51 
41 Connecticut General ... 448.25 434.57 
. ee ——  eiauated iP ak rie 
“Ey; ” nion Mutual ......... F i 
History” Cash Values $5,580 to $5,870 44 Phoenix Mutual ....... 450.82 423.81 
45 Fidelity Mutual ........ 451.12 435.33 
Actual 1959 46 California-Western ..:. 456.73 456.03 
1959 No. Company History Scale 47 Bankers (Nebr.) ....... 458.30 a435.98 
Scale 1 Confederation (Can.) .. $274. 30 $288.10 48 Berkshire Life ......... 458.68 423.86 
187.97 2 Crown (Can.) ......... 283.50 303.91 49 Ohio National ......... 459.90 425.50 
182.25 3 Manufacturers (Can.) .. 284.62 285.01 50 Northwestern National . 460.11 c434.21 
104.45 } 4 Great-West (Can.) ..... 286.14 294.88 51 Home Life (N. Y.) .... 462.01 430.80 
194:80 5 Dominion (Can.) ...... 291.04 02.34 52 Midland Mutual ....... 463.18 452.29 
17204 | 6 Pilot Life ............. 291.71 286.61 53 Minnesota Mutual ..... 467.67 c441.82 
191.40 7 Pan-American ......... 292.90 310.70 54 Security Mutual ....... 468.65 417.42 
193.40 8 Ohio National ......... 293.10 303.50 55 Manhattan Life ........ 469.40 c463.83 
: 9 Guarantee Mutual ..... 295.52 334.44 
10 Columbus Mutual ...... 298.00 321.30 Average ............. $440.63 $423.15 
Bl "AE Ss coos ooo 304.45 319.17 
12 Phoenix Mutual ....... 304.75 305.98 
x Prudential --..-++0,-+++ 2c306.25 ace99.82 a Under certain conditions, terminal or maturity dividends are 
4 Fore sore) Pita ade a = payable in addition if declared in year of termination. 
é American United ...... Pm 43 318.90 b Includes maturity dividend. 
7 Bankers (Nebr.) ....... 316.20 2334.36 * ‘ Sree 
eet 18 Minnesota Mutual ..... £325.31 c316.06 sii -map ahs ome CR onan Ee 
5186.00 —_—_—_—— d Life paid-up at age 85. 
169.29 AVGCARO soi ces ces $296.26 é Tile eeben ws tan 06 
1192.29 f Endowment at age 85. 
>204.72 g Includes —— dividend automatically paid at end of pre- 
N.A. Not available. mium paying pers 
N.B. The company does not project dividends. h Endowment at age 90. 
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S. S. HUEBNER 
President Emeritus 
American College of 
Life Underwriters 


HE SUBJECT OF this discourse 
B get an prophecy, generally re- 
garded as dangerous. Yet, having 
lived with the C.L.U. movement 
throughout its thought-development 
phase from 1913 to 1927, and its 
operational phases from 1927 to the 
present, | regard my assignment an 
easy one. | feel confident about the 
future result—an enormous growth 
—unless we are so incredibly stupid 
as to turn our private enterprise sys- 
tem upside down into a non-enter- 
prise common-leveling — socialistic 
program. As I have stated: “If 
practiced as it should be, life under- 
writing meets all the requirements 
of the professional concept.”” I know 
that 25 years—yes, even 50 years— 
is a short time in the professional 
development of so large and far-flung 
an industry as American life insur- 
ance. Yet I have always been mo- 
tivated by two thoughts, namely, that 
we must have patience when strug- 
gling for the attainment of the pro- 
fessional concept in a nation made 
up of 49 states, and that the Ameri- 
can people are capable of becoming 
intelligently indoctrinated into sound 
beliefs and desires through the edu- 
cational system of the nation—both 
secondary and collegiate—if it is 
planned as it should be for the public 
welfare. 

C.L.U. results attained during the 
past 31 years—the initial and ex- 
ploratory, and the selling and fight- 
ing spade-work years of the Ameri- 
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can College of Life Underwriters 
since its incorporation—seem most 
satisfactory to those in close touch 
with the motivation of the program. 
Over 7,600 have completed the en- 
tire series of examinations, and over 
7,300 have received their C.L.U. 
designation. Over 10,300 additional 
candidates have received credit for 
from one to four of the five examina- 
tions. 

Thus far nearly 28,000 candidates 
have been registered to take C.L.U. 
examinations. Many more thousands 
have undertaken C.L.U. studies 
without sitting for the examinations, 
and our records indicate that fully 
55,000 life insurance men and 
women have used the C.L.U. studies 
to improve their service to the pub- 
lic. Last June, 5,400 candidates sat 
for nearly 6,700 examinations at 
169 examination centers distributed 
throughout the country. More than 
600 candidates finished all of their 
examinations this year, and 2,350 
new candidates took examinations 
for the first time. Last year nearly 
7,700 were enrolled in 339 study 
groups located in 192 cities, and 
judging from former years over half 
of the enrollees are in study groups 
identified, wholly or in conjunction 
with C.L.U. chapters or other life 
insurance organizations, with uni- 
versities and colleges. 

The foregoing figures seem for- 
midable, remembering that 31 years 
is a short period in the development 
of a sound collegiate-level profes- 
sional movement in a gigantic indus- 
try operated throughout a_ large 
nation. But these figures will seem 
small 25 years hence. The spade- 





work has been completed. The 
ground has been enriched education- 
ally for a much greater crop of 
C.L.U.s. It would not surprise me 
if 25 years from now the C.L.U. 
movement will be so generally rec- 
ognized as the matter-of-course 
realistic procedure to observe in life 
underwriting circles everywhere, 
that nearly everyone will say—even 
former opponents since memories are 
short—‘‘It has always been that 
way.” 


Vital Factors 


What are some of the factors and 
ideas which the American College 
of Life Underwriters and the Ameri- 
can Society of Chartered Life Un- 
derwriters should regard as vital in 
answering the question: “Now 
where are we going?” Personally, 
I recognize the following as vitally 
important to the future progress of 
the C.L.U. movement, although time 
limits permit littke more than an 
enumeration : 

(1) Strict maintenance of the 
present collegiate status and the ex- 
isting educational standards of the 
American College. This involves 
many existing beliefs and practices 
such as the maintenance of the in- 
dependence of the College, the avoid- 
ance of honorary designations or 
“waivers” of the C.L.U. designation, 
the development of the most perfect 
system possible for the grading of 
the examinations, the thorough per- 
iodic revaluation of the study mate- 
rials used, the avoidance of shortcut 
package assignments of study ma- 

(Continued on page 42) 
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Four Million Copies Distributed 










550 newspapers reprinted these booklets—35 million readers 


These four bocklets are the focal points of Connecticut 
Mutual Life’s Human Relations Program. Illustrated 
with cartoons, they are our contribution to helping 
people understand themselves and get along with one 
another. 

Literally thousands of individuals, organizations and 
publications, in this country and around the world, 
have distributed or reprinted these booklets for peo- 
ple they knew would be interested. Mental and public 
health officials, clergymen, physicians, educators, edi- 
tors, executives and personnel men—the list of those 
interested is endless. 


“The Worry-Go-Round” is subtitled “How to under- 
stand everyday tensions” and deals with the common 
anxiety problems of businessmen. 


“Needlepoints” entertainingly illustrates problems of 
emotional tension in the routine life of a wife and 
mother. 


"Growing Pains” helps parents and all who deal with 
children and teen-agers understand how to deal with 
special problems that arise in the lives of the coming 
generation. 


“Satisfaction Guaranteed”, newest of the series, tries 
to help people understand themselves better so they'll 
be happier in their work. 


If you haven't seen these valuable, entertaining 
booklets, we shall be delighted to send them to you. 
Write to our Human Relations Program. 


Connecticut Mutual Life 
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W. SHEFFIELD OWEN 
Vice President for Business 
Development 
Life Insurance Company of Georgia 


S LONG AS men who compete for 

business are willing to come to- 
gether to share their experiences— 
to sit down and tackle the problems 
—to work together in the public in- 
terest, there is hope for the future. 
For me to regale you with statistics 
about health insurance or health 
care—would be bringing ‘coals to 
Newcastle.’ But in order to get any- 
where it is necessary to start from 
where we are—so let’s take a quick 
look at where we stand in this busi- 
ness. 


Phenomenal Growth 


Since World War II, Accident 
and Sickness Insurance has had a 
phenomenal growth,—a good 5000% 
gain in twelve years. We have 123 
million people covered with some 
form of health insurance. This is 
roughly 75% of the present popula- 
tion of the United States, if we ex- 
clude those in the military forces 
and those on relief. 

As a matter of fact, we have about 
10 million more people covered 
under some form of Health Insur- 
ance than are covered under life 
insurance plans. But, before we 
lapse into complacency, let us look 
for a moment at the ‘unfinished busi- 
ness.’ 

In spite of a spectacular growth 
in the last 10 years over 50 million 
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Americans are without any health 
insurance—75 million without sur- 
gical coverage, 110 million without 
insurance for medical expenses out- 
side the hospital. 60% of all our 
farm people have no health insurance 
at all. Only about half of the people 
aged 65 and over have any medical 
protection. These are usually cover- 
ages for only the basic costs. What 
about protection for big bills—pro- 
tection like Major Medical! Over 
90% of the people in this country 
would be financially floored if they 
had to meet a really big medical 
expense ! 


And then there’s the goose that 
lays the golden eggs—the billions of 
dollars of unprotected earned in- 
come—exposed to the ravages of dis- 
ability. With over 60 million people 
working in this country, only 63% 
of them have some form of income 
protection. That means that for over 
22 million people income stops when 
they stop working. And for most of 
these income earners who do have 
some coverage, it is a thin spread, 
—a type of coverage that provides a 
tin shield of brief salary continuance 
arrangements, limited group cover- 
ages, short-range help. There is a 
tremendous gap of unfilled, long- 
range coverage .. . an area that can 
be filled by underwriters who con- 
vince men that their most important 
asset is standing in their shoes— 
their earning power ! 

But it’s not only the uninsured 
A&S market—there’s also the mar- 
ket of incomplete coverage for those 
who already have some A&S pro- 


tection. For the A&S policyholder 
who has a plan providing a Daily 
Hospital benefit of $8 or $10 or $12 
or $15 or even $20 finds his cover- 
age shrinking every day as hospital 
costs mount. For example, in the 
Chicago area last year, over 9,000 
patients paid an average of almost 
$32 a day! Wonder drugs are won- 
derful—but they’re wonderfully ex- 
pensive too! 

We are all aware of these things, 
and that is a health symptom. 
Others are aware of them too. Here 
is what a representative of organized 
labor said at a meeting of hospital 
administrators last month in Vir- 
ginia. “Let us look at some of the 
weaknesses of today’s voluntary 
health insurance. While the number 
of persons covered is large, the ex- 
tent to which current programs meet 
total health needs is far less impres- 
sive. This year it can be expected 
that health insurance will cover 
about 30% of private expenditures 
for health care. Blue Cross and 
some commercial insurance pro- 
grams can cover, essentially, the 
in-hospital expenses, but such cover- 
age accounts for about one-fifth of 
total private health expenditures. 
For out-patient hospital care, and 
for the services of physicians and 
other health personnel, coverage is 
considerably less adequate than it is 
for in-hospital services.” The real 
challenge to' management lies, not in 
what may be said by me or anyone 
else, but in tthe facts themselves. 

The panel will now concern itself 
with trying to provide some answers 
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holder § to certain basic problems. One of 



















Daily @ the first things which we must do is 
or $12 § to agree that there are problems. 
cover- One of the dangers we face is that 
ospital § there are some people in our business 
in the § who have such great fear of govern- 
9,000 § ment encroachment that they are 
almost § brought to a denial of the existence 
e won-§ Of a problem. Such an attitude sty- 
lly ex-J mies voluntary effort to solve the 

problems that do exist, and tends 
things, ft make inevitable their ultimate so- 
nptom. lution by involuntary methods. 
. Here 
ganized Constant Improvement 
10spital ; , 
n Vir- Fortunately, the enlightened lead- 
of the § tship which has created this Asso- 
luntary lation is not handicapped by such 
aumber | 2 lack of comprehension. The prob- 
the ex- | ms have been carefully defined and 
as meet § Solated and intelligently appraised. 
impres- “The social and economic aims of 
xpected all persons concerned with medical 
cover $e and its financing are unques- 
iditures § tonably the same; the constant im- 
sg and § Provement and increased availability 
e pro of medical care for the American 
lly, the people. The providers of medical 
h cover-gcate, public health officers, organ- 
fifth of Zed labor, insurers, government of- 
ditures. |'c!als—all are vitally interested in 
re, and the fulfillment of this end.” 
ans andy !f you recognized the last two 
erage ispStutences as a quotation from the 
han it isprecent monograph by J. F. Follman, 
Phe realgJt., entitled “Voluntary Health In- 
s, not ing Stance and Medical Care” which 
- anyone has been published by HIAA, you 
slves, Te to be congratulated. It should 
rn itself he required reading by all who are 
clinch vitally concerned with the matters 


For October, 1959 


ife News 





we have come here to discuss. It 
delineates clearly both the problems 
and the progress of the last five 
years, and presents a real ‘challenge 
to management.’ 

Let’s look at the problem of health 
care for the aged. There are cur- 
rently 14.1 million in the age 65 
and over bracket, and it is estimated 
that there will be 20 million in this 
group by 1975. 

“We should take the support which 
organized labor and other groups 
are giving to the Forand Bill as a 
cue to what a sizable segment of the 
population thinks about us and what 
we are doing—or what we are fail- 
ing to do. 

Many people honestly believe that 
this Bill, if enacted into law, will 
not only solve the problem of health 
care for the aged, but will stave off 
a complete system of compulsory 
health insurance. 


Actual Needs 


We must remember the propo- 
nents of the bill are thinking in terms 
of some 40 million people, including 
dependents of the aged. The facts 
are, they don’t have much informa- 
tion about the actual needs of this 
group—the senior citizens, nor do 
we. Several studies have recently 
been, or are being, made—including 
one by the Social Security Agency, 
one by the Health Information 
Foundation, and one by the Ameri- 
can Hospital Association. 

As soon as these studies have 
been completed, or digested, we will 








be in a better position to tackle the 
solution to the problem. Actually, 
we are making great strides in solv- 
ing this problem now in writing in- 
dividual coverage which is renewa- 
ble for life, and in the extension of 
health insurance to retired employees 
of many companies having commer- 
cial group coverage. 


Tell the People 


Many employers are becoming re- 
ceptive to the suggestion that this 
be done. It is our job to persuade 
all of them to do it. 

And it is our job to tell the Amer- 
ican people what we are doing to 
help on this important social prob- 
lem. It’s not good that so many 
people believe we are doing nothing 
—and, even worse, unwilling. We 
must show them that we are already 
active, concerned—and capable! 

As you know, organized labor has 
some reservations about whether the 
job can be done adequately on a vol- 
untary basis. Hear the words of a 
prominent spokesman for this group: 

“Our backing of the Forand Bill 
indicates support for selective gov- 
ernmental action to broaden risk shar- 
ing for a group—the retired—whose 
coverage has been notably deficient 
under existing voluntary programs. 

“But labor unions, because we are 
heavily committed to voluntary pro- 
grams in collective bargaining, are 
doing everything possible to make 
them work. Personally, I think vol- 
untary insurance can be made to 

(Continued on the next page) 
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That depends on you! It de- 
pends on how much money 
you want to make — and 
whether you can instill in 
others your spirit of accom- ff 
plishment and “know how.” 
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So, ask yourself: 


Can I show others how to 
} prospect—to get leads 
from their own efforts, 
ability and imagination 
and not depend on the 
home office or their 
supervisor? 


Can I inspire others to tell — 
a convincing story—and 
do better with a proven | 
competitive merchandis- 
ing plan, featuring dis- 
memberment—life-time 
income—top value in- 
come settlement option 
— and the premium 
payment plans of the 

i future, Check-O-Matic 

and Aut-O-Check? 


Can I inspire others to 
enjoy competition—and 
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more important, to 
compete with them- 
selves? i 


Can I instill in others the 
desire to earn — more 
money by making the 
most of their abilities? 
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If you can give affirmative 
answers to those questions, 
then there’s no limit to “How 
Much Is A Lot” when you 
have an Ohio State Life Con- 
tract which offers: 
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Highest lifetime service fee | 
in the business to ade- 

quately compensate the 
career underwriter — fully 
vested renewals for 9 years 
—top first year commis- 
sion on par and non-par [| 
policies — agency office 
allowance —non-contribu- 
tory pension plan—operat- 
ing capital for new agents. 
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Management Challenge—Continued 


work pretty well, at least for most 
working people and their families. 

“Tf it extends its coverage to the 
full range of medical services that 
people want and are willing to pre- 
pay, if it concerns itself with pro- 
viding these services efficiently and 
effectively and with assuring their 
quality, if it is extended to cover 
those segments of the population that 
are hard to insure—if voluntary in- 
surance does those things—it will 
succeed. If it fails it will be because 
it lacks ability to satisfy the public 
and not because of the opposition or 
action of organized labor or any 
other group.” 

Another problem which confronts 
us is that of loss ratios. Like the 
proverbial two-edged sword, this is 
a delicate subject. On the one hand 
we are, as business men, quite prop- 
erly concerned over increasing claim 
ratios. We must operate on a sound 
business basis, in order to meet our 
contractual obligations, and, we 
hope, earn a reasonable margin of 
profit in the process. On the other 
hand, as custodians of public funds, 
we must have an awareness of the 
trustee-ship which is ours. 

Both of these concepts will in- 
fluence our thinking as we consider 
the problem. Let us not forget that 
we are in the business of paying 
claims, and let us work harder to 
reduce operating expenses than we 
work to lower claim ratios. 

When we fail to return to the 
policyholder more than 40 or 50 
cents of his premium dollar in insur- 
ance benefits, we are putting live 
ammunition into the hands of the 
enemy who would rather see the 
government do it anyway. He for- 
gets the tax on the loaf of bread to 
meet the deficit in social insurance 
benefits. 

In the combination company we 
have wrestled with this problem 
long and hard. A few years ago 
down in our shop our claim ratios 
were very low, so we added, at no 
extra premium, a provision to our 
weekly premium disability income 
policies which doubled the amount 
payable if the insured was hospital- 
ized. 

We had 1,100,000 of these policies 
in force, and we decided to make the 
hospital benefit retroactive—to all of 
them at no cost. We survived the 


deluge of claims for hospitalization 
which ensued, and got an entirely 
new slant on claim ratios. 

It is hardly necessary for me to 
comment on the over-utilization of 
in-hospital facilities under many pre- 
payment programs. Considerable 
evidence that it exists is readily 
available. It is probably one of the 
reasons why Blue Cross is having 
financial problems in certain areas, 
though it is by no means the only 
reason. 


We Need Help 


One thing I have learned in my 
meetings with physicians at their 
medical societies—they don’t want 
to be told “We want to help you 
solve your problems.” 

They like it better when we say 
“We need your help.” The usual, 
and the natural, response is “Fine, 
and we need yours.” Both state- 
ments are eminently correct. 

There is need for considerable 
work yet to be done in the adoption 
and use of uniform claim forms. 
Much has already been accomplished 
in this area, especially in group hos- 
pitalization claim forms. 

So far as I know, little has been 
done to relieve the pressure upon 
physicians who are sometimes called 
upon to complete claim forms for 
an out-patient in half a dozen differ- 
ent companies, each of which called 
for different data, and none of which 
had very much resemblance to the 
others. 

I would like to read a few excerpts 
from a letter received by the Health 
Insurance Council office in New 
York from a practicing physician, 
who has recently been appointed by 
his State Medical Society as Chair- 
man of a committee to look into this 
problem. 


Unnecessary Information 


“It is our earnest desire to be of 
assistance to our patients in collect- 
ing their insurance, but we cannot 
tolerate the attitude that it is our 
duty to furnish the unnecessary and 
unrelated information which a great 
majority of the insurance companies 
request on every form. I might say 
that we have little difficulty with the 





major insurance companies, but 
many insurance companies sell in- 
surance to anyone without medical 
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examination and then ask questions 
on the first claim form, which would 
be equivalent to a full insurance 
examination and expect to pay noth- 
ing for the service rendered. While 
it is true many of us have had to 
ald special secretaries for insurance 
only, we are not as interested in the 
cost phase of the problem as we are 
in the nuisance phase of the prob- 
lem. After working hard all day 
and half of the night, the night be- 
fore, it is certainly aggravating to be 
sitting down to dinner with guests 
and have someone call on the phone 
or ring the door bell to state that his 
insurance agent says that the claim 
form is filled out wrong and would 
you please fill out another one. Most 
of these people expect you to stop 
then and there and fill it out and 
hand it back to them. 


Poor Public Relations 


‘My insurance secretary, the other 
day, timed himself at thirty-nine 
minutes working as rapidly as pos- 
sible to fill out the forms on one 
patient. Then the patient became 
quite upset when he was charged 
fifty cents per blank, secretarial fee. 
So you see that while the insurance 
company takes the attitude that the 
patient must present this informa- 
tion at no cost to the company, and 
thereby puts itself above complaints 
from the patient, they are requiring 
something of the patient which he 
cannot give and when doctors charge 
for the service they are creating poor 
public relations for themselves. It 
is my opinion that this is more a 
problem for the insurance companies 
and that any difficulty that arises 
should be between the policyholder 
and the insurance company, since 
this is completely separated from the 
practice of medicine per se.” 

Now, frankly, when I first read 
that letter I decided that the man 
who wrote it must have taken the 
new courses at Yale—TI believe they 
call it Psycho-Ceramics—‘a course 
for crack-pots.’ 

But after giving it further thought 
I decided that, first, the doctor has 
a point, and second, even if he was 
entirely wrong, his viewpoint is that 
of a considerable segment of the 
medical profession, and that view- 
point is certainly communicated to 


the insured patient, with the net 
(Continued on the next page) 
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about quoting group insurance 
costs? With CAC you can now 
give cost estimates on the spot! 





Whether your prospect employs 30 people or 300, you can hand 
him factual estimates on your very first visit with CAC. There’s no 
coming back for costly “presentations” or “proposals”. There’s no 
red tape. You save his time and your time. 

And even more important, with CAC you don’t offer him a “‘pack- 
aged” plan, that may or may not fit his business. You offer him a 
plan tailor-made for his specific business, even if he has as few as 
ten people on the payroll. 


But, the Continental Assurance Company has never dealt in 
“mystery” or “ceremony”. You sell the best insurance coverage 
possible, at the lowest cost possible, with as few complications as 
possible. This formula has been financially successful for both the 
company and its agents. It’s one reason why CONTINENTAL re- 
cently passed the 5! billion dollar mark in life insurance in force— 
with over 550 million in assets. 

Revolutionary new Group Cost 


Estimator speeds, simplifies 
group sales! 


Now any producer can quote group 
cost estimates on-the-spot .. . as 


only the experts were able to do 
previously! 


Continental Assurance 
COMPANY : 








310 South Michigan Avenue « Chicago 4, Illinois » One of the Continental National Group 





Management Challenge—Continued 


result that both the purveyors of 
medical care and of the instrument 
that finances it are damned by the 
public, and this happens to us at 
the very moment when we are in 
the process of preparing to perform 
our contractual obligation. 

We are doing many fine things 
to promote better relations with the 
public, with physicians and hospital 
administrators through our trade as- 
sociations, and individually. 

But, as we all know, when the 
chips are’ down, it is in the area of 
performance that we are judged. I 
have no doubt that we will solve 
this problem speedily and effectively. 


Possible Storm 


There is some talk going around 
regarding the danger of a reces- 
sion. If it causes those of us in 
management to gird our loins—to 
improve the efficiency of our opera- 
tion and get ourselves and our com- 
panies organized to weather a pos- 
sible storm, it is probably a good 
thing. I really believe, however, that 
we worry too much about what 
might happen. We had better con- 
cern ourselves with the job of mak- 
ing things happen. 

It is true that there is more un- 
employment in the country than 
there has been in a long time. But 
there is also more employment. The 
raw materials of our business are 
people and money, and there are 
more of both than ever before in 
the history of our country. 

The public needs what we have to 
sell. They have the money to pay for 
it. Our field forces need continuous 


training. I am glad we have such 
fine training courses as are offered 
by LUTC and DITC. We all rec- 
ognize the need for our men to be- 
come well informed and to develop 
skills in selling. But more than any- 
thing else they need motivation— 
leadership—which we have the abil- 
ity to give them. 

It is the job of management to 
provide the kind of leadership which 
will bring out the best in others— 
which will cause men to measure up 
to their potential capacity. A leader 
has been described as a man who 
knows where he is going, knows and 
has the courage and the enthusiasm 
to cause other men to want to go 
with him. I think I detect signs of 
leadership by the glint of determina- 
tion in your eyes, and I have, there- 
fore, no doubt of the direction in 
which your organization will move. 

The government came uncomfort- 
ably close to taking over the health 
insurance business before World 
War II. Then, in the late forties, 
the Wagner, Murray, Dingell Bill 
aroused our companies from their 
lethargies. We are not ‘home free’ 
yet, by any means. 

That there is tremendous market 
for our product there can be little 
doubt. The only way to protect that 
market is to occupy it. To do this 
we must find ways to extend the 
benefits of prepaid medical care to 
a substantial portion of the 25% of 
the population not now insured, and 
in expanding the services of the 75% 
who are currently—but ail too fre- 
quently, inadequately insured. 

The men who control the destiny 
of the companies represented here 
today must look at the problems we 
face, not in terms of profit above all 


else, but in terms of meeting the 
needs of the public. These needs will 
be met—the only question is when 
—and by whom. If we have the 
vision, and the social consciousness 
which are required to view the prob- 
lems objectively—if we have the im- 
agination and the courage to take 
advantage of the opportunities that 
lie ahead—the job which we have 
laid out for ourselves will be done. 
We will meet the challenge—and 
‘the music of the drums we hear will 
be such that we will march fast— 
and far!’ 





KEOGH RETIREMENT BILLS 


ENDORSING THE general principles 
behind the House-approved Keogh 
individual retirement bill, the Amer- 
ican Life Convention and the Life 
Insurance Association of America 
have suggested seven amendments 
to the Senate Finance Committee. 
Chief among these recommended 
amendments are one to include con- 
tracts issued by non-domestic life 
insurance companies and another to 
end doubt as to the inclusion of cer- 
tain group annuities and group per- 
manent coverage. 


C.L.U. FEE PLAN 


THE BOARD OF trustees of the Amer- 
ican College of Life Underwriters 
has announced a new “advance ex- 
amination fee payment plan” for 
persons planning to take C.L.U. and 
Management examinations. One 
part of the new plan is the payment 
of a $10 advance examination fee by 
November 15, 1959 for each exam- 
ination next June. 



















sales to unusual heights. 


more sales tomorrow! 


Inquire about this unusual rider, for more sales today— 


Ride The Rising Tide 


And public acceptance of Atlantic’s new GUARANTEED 
PURCHASE OPTION is a rising tide, lifting brokerage 


Atlantic Life 


INSURANCE COMPANY 
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THE DEBIT 


AGENT’S MARKET 


THOMAS M. BRUCE, JR. 


President, Puritan 
Life Insurance Company 


AST MONTH’S ARTICLE on this 
| Prt stated that it appeared the 
general lines insurance agent in the 
next decade would account for a very 
large percentage of the life insurance 
sales in this country; that serious 
inroads would be made into the mar- 
ket of the career life agent, particu- 
larly in the $5,000 to $20,000 earn- 
ing classes ; that the sales and service 
to buyers above the $25,000 earning 
class would substantially remain in 
the hands of the professional estate 
planner, and that the market in the 
$5,000 and under earning class 
would continue to be serviced by the 
industrial agent. Between these two 
groups, the general lines man seems 
to be the one who will sell most of 
the life insurance sold to a very large 
portion of the country’s wage earn- 
ers. In addition, it appears a good 
part of the industrial agent’s market 
is being invaded by the general lines 
insurance agent. 


Market Changes 


Let us analyze the processes of 
market changes that have already 
started which apparently are reduc- 
ing the sales potential of the debit 
agent—specifically the debit agent 
who collects on a weekly and/or 
monthly debit and is also sometimes 
called a combination agent because 
he sells ordinary life insurance too, 
and who sells primarily to the lower 
income group earning $5,000 and un- 
der. For the last half century this 
has been the captive market of the 
industrial agent, and rightfully so. 
We all know the reasons for this, the 
two most important being: First, 
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this group could not afford sizeable 
amounts of coverage or substantial 
premium outlays, necessitating a per- 
sonal collection system of minimum 
weekly or monthly payments; Sec- 
ondly, it was not profitable for the 
ordinary career agent to prospect in 
this low income group. This does 
not mean, however, that this group 
will remain a captive of the indus- 
trial agent or company. 


Three Factors 


Let us just state three important 
factors adversely affecting the sales 
potential of the industrial agent sell- 
ing to this lower income group: (1) 
The constant expanding _ benefit 
formulas of the Social Security pro- 
gram; (2) The increasing benefit 
formulas of the non-profit hospital- 
surgical-medical plans sold in the 
various states and (3) The rapid 
growth of company, union and trade 
association sponsored group and pen- 
sion and profit-sharing plans. This 
last named factor appears to most 
seriously affect this market. Cur- 
rent statistics bear this out. 

The 1959 Fact Book published by 
the Institute of Life Insurance shows 
that in 1958 for the first time in over 
a half century, with the exception of 
the depression years of the early 
1930’s, the industrial life insurance 
in force in the United States failed 
to show a gain over the previous 
year. The in-force totals actually 
showed a decrease in 1958. This was 
in direct opposition to the trend 
shown by ordinary and group, both 
of which showed substantial gains of 
in-force business during the past 
year. 

Increased hourly wages and sal- 
aries may account for part of this 
downward trend of industrial in 


force, but it is significant to note the 
number of industrial policies sold in 
1958—approximately 700,000 less 
policies than were sold in 1957! 
Higher incomes would normally re- 
sult in the purchase of larger units 
and would tend to eliminate the need 
for weekly or monthly collection of 
premiums. Higher individual in- 
comes might offset either the de- 
crease in force or the lesser number 
of new policies sold in 1958, but both 
decreases cannot be rationalized very 
much by this thesis. 

A more logical answer appears to 
be found in the expanding benefits 
provided by group insurance, unions 
and pension and profit-sharing plans. 
Many of these plans provide the 
lower income worker with a more 
sizeable amount of coverage than he 
would normally purchase for himself 
in his out-of-pocket personal pro- 
gram. This tends to remove him 
from the list of eligible prospects of 
the industrial agent. This is particu- 
larly true when he becomes involved 
in a contributory plan where he is 
sharing in the cost out of a very 
tight personal budget. E 


Expanding Benefits 


The Institute of Life Insurance 
1959 Fact Book also reveals that the 
in-force totals of group life insurance 
showed a tremendous gain of 8% 
($10.8 billion) over 1957 and now 
accounts for 29% of the aggregate 
of all types of life insurance in force 
in the United States. The group in- 
surance total of over $144.6 billion is 
now equal to more than half of the 
amount of ordinary ($287.8 billion) 
in force in the United States. This 
source of information estimates that 
over one-half of the nation’s civilian 

(Continued on the next page) . 
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Through the employment of 
modern engineering, James Watt 
harnessed the power of the steam 
engine and revolutionized the 
transportation world. 


In the field of life underwriting 
Security Benefit has harnessed 
the age old problem of highly 
rated or rejected cases through 
the employment of “Individual- 
ized Medical Underwriting.” 


IMU is a flexible underwriting 
program designed to meet the 
ever-changing needs and de- 
mands of a discriminating public. 


Why not “Discover the Differ- 
ence” in your earnings by join- 
ing a company that is ahead of 
the times in service, Home Office 
cooperation, and liberal under- 
writing procedures? 


Licensed in most states, Security 
Benefit is a sound, established, 
highly rated company, offering 
its representatives up-to-date 
policies, efficient Home Office 
cooperation, plus tested sales 
aids. We feel we are the Com- 
pany with the DIFFERENCE— 
here’s just a few reasons why: 


e Top first year and renewal 
commissions for General 
Agents (Liberal vesting 
provisions) 


e Exclusive substandard facili- 
ties for you and your brokers 


e Lifetime Service Fee 


e Disability income when sick 
or disabled 


e Liberal retirement plan 


e Office allowances 


®CAREER OPPORTUNITY4 


If you’re like many alert life under- 
writers, you have been searching for 
the company which can help you make 
life insurance a career instead of a job 
without a definite future. At the pres- 
ent time we have many excellent op- 
portunities available for men whose 
experience and ability qualify them for 
personal producing general agent re- 
sponsibilities. If you feel that you can 
fulfill this challenging and rewarding 
opportunity, contact us today! 

MARC F. GOODRICH, CLU 


Assistant Vice President 
Dept. 42 


SECURITY BENEFIT LIFE 


INSURANCE COMPANY Topeka, Kansas 
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non-agricultural work force had 
group life insurance protection at 
year-end 1958, and that the average 
group certificate provided $3,740 of 
protection. Let us assume that most 
of this group insurance is on wage 
earners and that employer or man- 
agement personnel coverages will not 
materially affect the average. This 
$3,740 of protection then, in the eyes 
of the $5,000 and under wage earner, 
is a very large amount of protection. 
It may often preclude the selling of 
a $500 policy by the debit or com- 
bination life agent. 


Growing Stature 


These are statistics. How do these 
apply to the theme of these articles ? 
Specifically, these articles concern 
the growing stature of the general 
lines agent as a life insurance sales- 
man. If these factors actually do in- 
dicate a trend, and if group insur- 
ance benefits replace at least part of 
the coverages formerly provided by 
the industrial agent, what part will 
the general lines agent play and what 
part will the debit life agent play as 
producers of group policies? 

I am very reliably told that a large 
part of the group business sold this 
past decade comes from fire and 
casualty agents brokering direct to 
life companies and by specialists de- 
voted exclusively to group and pen- 
sion work. Most of the reasons for 
this were stated in the original arti- 
cle of this series, which dealt with 
the many advantages of the fire-cas- 
ualty agent over the life career agent 
as a producer of ordinary life sales, 
and are the same for group sales. 
His need for acquiring additional 
“pure income” for growth, and in 
some cases for survival, resulting 
from higher living and operating 
costs, collection problems, and re- 
ductions in commissions, leads him 
into all avenues of life insurance sell- 
ing. The large unit group sale be- 
comes more and more attractive to 
him. 

The industrial agent, unfortu- 
nately, appears to have a minimum 
opportunity or potential for becom- 
ing the producing agent of the group 
policies that are eating into his mar- 
ket. He normally does not have the 
personal contact with ownership or 
top management of the companies 


purchasing large group coverages. 
If he does have a contact, it is prob- 
ably at the supervisory level which 
is usually not high enough to con- 
trol the sale. The debit life agent for 
the ordinary company would have to 
prospect for this lead. The bulk of 
the “leads” for group business in 
companies with large group writings 
appears to come from their fire and 
casualty brokers. These are solicited 
direct from the broker by salaried 
(plus commission incentives) com- 
pany group men. Thus the debit 
agent to date, and more so in the 
future it appears, has no way of 
“breaking into” the market, nor can 
he recapture increased amounts of 
ordinary business being lost by more 
group sales in “his” market. 

Once the general lines agent has 
written a few group cases 6n his own 
captive accounts, he realizes the tre- 
mendous income-producing potential 
of his own files. He then starts to 
use group insurance as another 
means to get all the insurance cover- 
ages of a client, including fire, cas- 
ualty, key man, and business life 
coverages. The general lines agent 
may recognize group and retirement 
plans as one of the easiest and most 
lucrative sources of income. He 
finds himself dealing with sizeable 
premiums and steady monthly com- 
mission income—all this with a 
minimum of service and collection 
problems. 


The Help He Needs 


The installations and service are 
absorbed by the local general agents, 
branch offices of the writing com- 
panies, or direct company group 
representatives, and premium pay- 
ments will be made directly to the 
company. Unlike his fire and cas- 
ualty business, the failure to pay 
premiums within the grace period 
will result in the lapse of coverage. 
Both general agents, managers and 
companies will provide him with the 
help he needs. As a matter of fact, 
they do most of the work for him. 
He makes the appointment and in- 
troduces the company group expert 
to the client. From there on he has 
little to do. He does not even be- 
come involved with claim service, 
with the exception of an occasional 
letter or telephone call to the group 
claim department of the company he 
represents when there has been an 
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exceptional delay in the processing 
of a claim. 

Consider some of the various types 
of group life coverages offered and 
let us see if these coverages might 
possibly replace some of the usual 
ordinary life and/or debit life cover- 
ages. Group life gives the equivalent 
of level premium; group term with 
paid-up values purchased by em- 
ployee contributions gives a versatile 
type of paid-up ordinary ; group op- 
tional permanent, which gives the 
employee the option of taking per- 
manent insurance by paying the dif- 
ference in premium for the perman- 
ent, give whole and limited ordinary 
life equivalent; and now more re- 
cently with group dependency life 
there is something analogous to an 
ordinary family policy. Of course 
group pension, retirement and the 
like many times involve endowments 
and annuities. 


Similar Coverages 


Thus it is apparent now, and will 
be much more so in the future, that 
the debit agent’s customer in many 
cases buys at a discount via the 
group rate and/or the employer con- 
tribution for himself and for his fam- 
ily, insurance coverages which to 
him sound like, and in fact are simi- 
lar to those offered at less face 
amount and at higher premiums by 
the debit man. Even this man’s own 
employee organization—his union— 
exerts on his behalf a very important 
influence on the purchase and imple- 
mentation of his group insurance. 


A very serious effect which this 
can have is to discourage the debit 
life career agent in his creative sell- 
ing techniques. The objections to an 
ordinary sale by a group certificate 
holder can be formidable. Another 
constant hazard you and I have also 
witnessed is where a life career agent 
creates the desire for group cover- 
ages, but the policy is written by the 
general lines man who is servicing 
all other insurance needs of the pros- 
pect. It will become known to him 
through his normal personal contact 
with ownership and management, 
and he will control thereafter. 

The general lines man has many 
natural forces in the insurance realm 
working for his benefit. Group busi- 
hess is one of those lines which 
naturally “flows” to him. Group 


(Continued on page 46) 





3 GREAT 


Brokers can now fully satisfy their clients? 
needs for A & H protection through Great- 

West Life. OurnewA& H program includes 

non-cancellable and guaranteed continu- 

able contracts. 


Disability income plans, non-cancell- 
able and guaranteed continuable to 
age 65. Available to employed men, 
ages 18 to 65. 


Commercial disability income plans 
for accident only — or for accident 
and sickness. Available to both em- 
ployed men and women. 


Guaranteed continuable medical ex- 
pense. plans — lifetime hospital and 
surgical contracts; and a Major Medi- 
cal contract with benefits up to $7,500. 
Available to families and individuals. 


®@ New level premium scale ® Increased Maximum Benefits 


© Premium variation by issue age ® Autopay Monthly Premiums 


For full details, contact our nearest office 


Great-West Lire 


ASSURANCE COMPANY 


HEAD OFFICE ~ WINMIP EG, CANADA 


YOUR FUTURE IS OUR BUSINESS —TODAY 











Why Major Medical Expense Insurance? 


CHARLES E. RAY 
Vice President 
Associates Life Insurance Group 


T 1s A bit surprising to me that an 
Dindividuat who has been associated 
with accident and sickness insurance 
for thirty years and who has com- 
pletely accepted the principle that 
disability: insurance is primary in- 
surance and who has been one of 
the evangelists of this concept would 
ever arrive at the point of even 
questioning the axiom that disability 
insurance is primary insurance ; but 
the developments in the past few 
years, resulting in a jet propelled 
boost in the cost of medical care 
have caused me to step backwards 
and take another look. 


Why Cost Is Increasing? 


First, the inflationary spiral which 
has affected everything has had its 
effects. Secondly, the increased 
quality of medical care available has 
had its effects. These two things are 
the dominant factors in the increased 
cost of medical care although there 
are a few other minor contributing 
items, 

The cost of being sick today is an 
item which the average individual 
is no longer able to pay out of in- 
come—so the individual must pro- 
tect himself with some form of medi- 
cal care insurance because without 
it he faces substantial expense for a 
normal sickness and a serious illness 
can ruin him financially. 

A Federal survey revealed that in 
one year alone one million families 
had medical bills which equaled more 
than one-half their annual income. 
Over five hundred thousand of these 
had medical expenses that exceeded 
their annual income. 

Does an ordinary hospital-medi- 
cal-surgical expense policy do the 
job? The answer is “Yes” only if 
it is something simple and common 


28 


such as an appendectomy or tonsil- 
lectomy or perhaps the birth of a 
child. A serious illness will leave 
many, many items of expense and 
dollars worth of expenses to be as- 
sumed by the individual. 

Briefly looking back at the rising 
cost of medical care, we find that 
hospital charges have been those 
things which have jumped ahead of 
others. What the hospital would 
have charged $200 for in 1940 for 
the room and ancillary services, this 
same room and services will now 
cost the individual approximately 
$510. Ancillary services often ex- 
ceed the room charge. A surgical 
procedure for which a surgeon would 
have charged $200 in 1940 will be 
at least $300 now with perhaps an 
additional charge for a_ specialist 
who is a consultant for diagnostic 
purposes. Excluding the many new 
miracle drugs developed, the ordi- 
nary things which we have been 
using for years have increased sub- 
stantially in cost and the new mira- 
cle drugs put an additional burden 
on the individual for medical care. 
Another substantial item is the fees 


of a professional anesthetist. Most 
surgeons today insist upon a pro- 
fessional anesthetist and their fees 
are substantially more than those 
of a hospital staff. There has been 
a substantial increase in the cost of 
private duty nursing care. I don’t 
know what it is here in your city, 
but in Indianapolis it is currently 
$2 per hour. Other important items 
adding to the cost of being sick today 
include the purchase or rental of 
special equipment, ambulance serv- 
ices and the always dependable fam- 
ily physician. 

Our insurance industry, realizing 
a hospital-surgical policy even with 
the higher limits was fast becoming 
inadequate and leaving for the in- 
dividuals encountering serious sick- 
nesses an enormous gap between the 
dollars recovered and the dollars 
expended, in order to meet the situa- 
tion, catastrophe or major medical 
insurance was first experimented 
with on a group basis. Shortly there- 
after numerous companies started 
marketing an individual major medi- 
cal expense coverage and currently 


(Continued on page 30) 


MEDICAL EXPENSE EXAMPLE 


Type of Benefit Expenses 





His Group 


Blue Major Medical 
Cross- Plus 

Blue *Major His 
Shield Medical Group 





Blue 


Cross 








Hospital—39 Days at $22. .... $658.00 


Hospital Extras 1033.90 


Surgeon (3 Operations) 505.00 


Nurses 896.00 


Anesthetist 160.00 


Physicians 150.00 


Out-Patient 
Drugs and 


Hospital Services, 


Appliances 130.00 


$390.00 


200.00 


200.00 


$604.50 Total Figures 


Shown 


1033.90 $790.00 


2274.68 


$1998.40 
2274.68 


300.00 


$500. 
Ded. 


75/25 % 





TOTALS 





$790.00 


$1998.40 $2274.68 $3064.68 $4273.08 





PATIENT PAYS: 


$2742.90 


$1534.50 $1258.22 $468.22 ($738.18) 


PROFIT 
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“Booster Shot” for New and Existing Hospital Policies 


| 





ADDITIONAL HOSPITAL 


BENEFIT RIDER 
Non-Can to Age 65 by 


STATE MUTUAL OF AMERICA 


Extends the coverage provided by the basic State Mutual 
Family or Individual Hospital Policy and protects the 
policyholder against the high costs of prolonged disability. 


Substantially increases benefits for 


@ Hospital room and board 

© Hospital services and supplies 

‘@ Maternity benefits* 

@ Surgical and in-hospital physicians’ calls expenses 


Features 


@ May be added to existing State Mutual Family or 
Individual Hospital Policies 


@ Premium same for all ages 
@ One premium for family, regardless of size 
@ Non- medical 
@ Co-Insurance, 80% — 20% 
@ Issue ages — 18 to 60 birthdate 
"Available only on Family Hospital Policies 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 
WORCESTER 5, MASSACHUSETTS 


+ 


Mail this coupon today. 0 Please send me information on your new ‘Ss also need information on the basic Hos- 


Additional Hospital Benefit Rider pital plan to which this Rider can be attached 


Name 


Ci ee 











Street 





City 





STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


7 Worcester, Massachusetts . 





Medical Expense—from page 28 


almost every company in the acci- 
dent and sickness field writes some 
form of major medical expense 
coverage. 

The inadequacies of the basic hos- 
pital policy in a case of serious ill- 
ness and a view as to what major 
medical can do in lieu of a basic 
plan and what it can do when it is 
super-imposed on top of a basic 
plan probably can best be demon- 


Who 
Writes 
Just 
About 


Everything ? 
Vi 


Today is a good time 


to investigate the exclusive 


BROKERAGE OPPORTUNITY 


e GO Company 


REPUBLIC NATIONAL LIFE 


DALLAS, TEXAS 


NOW IN 40 STATES, DISTRICT OF COLUMBIA, HAWAII 


AND PUERTO RICO 


strated by the use of a specific ex- 
ample. 

The bills in the following case 
which we will use in this demonstra- 
tion are not picked out of thin air 
but were actually incurred by one of 
my closest friends in the year 1957. 
They will give us a rather interesting 
picture. 

As demonstrated by the foregoing 
example, the epitome of protection 
of course is major medical super- 
imposed upon a basic plan. All of 


ACCIDENT AND SICKNESS: 


GUARANTEED ISSUE 
INSURED INSURABILITY 


COMPLETE REINSURANCE 
SERVICES 


us know from past experience that 
there is a limit on each individual's 
budget as to the amount that can be 
spent for insurance of all forms in- 
cluding insurance for protection for 
disability and medical care expense, 
We run into sales resistance on the 
deductible idea. We likewise run 
into sales resistance on co-insurance, 
Most major medical policies have 
one or both of these features. 

Many people and a few agents 
seem to question the necessity of 
deductibles and co-insurance in med- 
ical expense insurance; but on the 
basis of long company experience, 
not particularly in major medical 
expense coverage but in writing cov- 
erage for expense reimbursement 
leading up to the development of 
major medical expense coverage, 
proves almost conclusively that it is 
wholly impractical to put up a blank 
check for medical expenses. It is 
true that the development of this 
coverage is still in its infancy but 
you may rest assured your industry 
is exploring every possibility of im- 
proving the coverage insofar as is 
reasonably possible and at the same 
time in keeping the rates at a level 
which will enable most people to 
purchase this type of coverage. 


Use of Deductibles 


The deductible principle is some- 
what new to medical care insurance 
and while it is common in automo- 
bile collision insurance and other 
forms of insurance covering material 
losses. I believe that the accident 
and sickness business is the first to 
institute the use of deductibles to 
reduce premium costs. I refer spe- 
cifically to the use of elimination 
periods in disability coverage. Elim- 
ination periods are more desirable 
and more important today than ever 
in the face of the demand by the 
public for long-term disability cov- 
erage. Long-term coverage with high 
benefits necessitate the use of longer 
elimination periods to reduce pre- 
mium costs. We in the field must 
thoroughly understand and accept 
the concept of deductible as it applies 
to medical care coverage and we 
must sell ourselves that this deduc- 
tible principle as applied to major 
medical is the only means by which 
we can provide our clients with last 
dollar and not first dollar coverage 
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for comprehensive high maximum 
benefit medical care insurance at a 
premium that most can afford to 
pay. We must school ourselves to 
the deductible principal and adopt 
the attitude that we do in selling 
long-term disability coverage and 
accept the concept that long-term 
disability coverage with an elimina- 
tion period is the same principle of 
insurance as is high maximum bene- 
fit major medical with deductible. 
The principle is the same in both, 
and both cover accident and sickness 
—the only difference being that in 
disability we pay for time lost and 
with major medical we pay for ex- 
penses incurred. 


Classes of Prospects 


Perhaps we can now discuss 
some ideas which could be helpful 
in selling major medical expense 
coverage. There are two classes 
of prospects for major medical cov- 
erage. The first are those who have 
some form of basic hospital-surgical 
coverage and very likely need it. 
The second class of prospect is 
those persons in a salary range 
enabling him to eliminate the basic 
hospital policy. 

As in selling other forms of in- 
surance, it is important that you 
qualify your prospect early and then 
make your presentation accordingly. 

In your presentation of major 
medical insurance to an individual 
who is carrying some plan of basic 
hospital-surgical coverage, it must 
be pointed out that major medical 
in addition to offering protection 
for the serious illnesses also compli- 
ments the basic hospital-surgical 
plan in that it covers numerous 
forms of medical expenses that have 
been mentioned today which are 
not covered under the individual’s 
basic plan of hospital-surgical pro- 
tection. In addition to this, a major 
medical policy covers all items that 
a basic hospital-surgical policy 
covers and extends protection after 
the limits of such basic plan have 
been exhausted. 

It should be brought out that 
expenses covered by a major medi- 
cal policy, even though they may 
be compensated for by a basic hos- 
pital-surgical plan, can be credited 
toward the deductible of the major 
medical plan. 
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locally. 


and make a sale. 


clients. 





Too much 
trouble to sell 
Pension Plans? 


Not af you let us help you. 
You get from us: 


Complete line of pension and profit-sharing 
products, both group and individual. 


Flexibility in the use of these products to fit 
the individual needs of your client. 


Experienced technical assistance available 


Proved techniques and methods to make it 
easy to get all the facts, design the best plan 


Provocative sales ideas to interest your 


Want to know more? Just give our local office a 
call. Connecticut General Life Insurance 
Company, Hartford. 


CONNECTICUT GENERAL 





Proceeding with the presentation, 
you can then demonstrate that a 
major medical coverage super-im- 
posed on top of a basic hospital- 
surgical care coverage plan will then 
provide your prospect with com- 
prehensive high maximum benefits 
to meet the staggering cost of a 
serious illness or accident for him- 
self or the members of his family 
as well as having protection for 
minor hospital and surgical ex- 
penses. 


In working in the second market 
mentioned, there are two concepts 
on which you can proceed. 

Many people who can afford med- 
ical expenses up to the deductible 
amount in your company’s major 
medical policy may be carrying a 
basic plan of hospital-medical-surgi- 
cal benefits and it is very easy to 
set out the limitations of their basic 
plan and to demonstrate to them 
that for approximately the same 


(Continued on the next page) 








Medical Expense—Continued 


premium they are paying for the 
basic plan that they can, providing 
they are willing to accept the de- 
ductible idea, provide themselves 
and their families with high maxi- 
mum benefit medical care insurance, 
including many items which are not 
compensable under the basic plan. 

Even though the prospect may 
be holding a basic hospital policy 
that you have sold, it is your duty 
as a good agent to make such a 
presentation. 


There are many in this financial 
bracket just mentioned who are not 
carrying any form of basic cover- 
age and who would not be interested 
in such a plan but are most recep- 
tive to the idea of a high maximum 
benefit coverage afforded under a 
major medical plan to offset the 
effects of a serious accident or sick- 
ness, 

The prospects in the second cate- 
gory are those in the higher income 
bracket which automatically puts 
them in a higher tax bracket. I am 
sure you are familiar with all the 
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A national leader in the non-cancellable disability field. 


A well-equipped, competitive life insurance and group 


insurance underwriter. 


The Paul Revere Life Insurance Company 
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-..looking toward 
an even greater 


National Fidelity Life 


PRESENTS ITS NEW EMBLEM 


Since the beginning, 44 years ago, the peo- 

ple of N.F.L. have pledged themselves to these 

lasting values: strength, character, and service. 

Fulfillment of this pledge has been the inspira- 

tion for its past development, the motivation for its 

continuing growth. These qualities have always been 

the focal point of our emblem. They are now personified by the knight. 

This human figure serves as a reminder that it is the dedicated people of NFL 

who have made our emblem meaningful: the symbol of good insurance with a good 

company; the mark of a strong, secure but warm and friendly institution. 

Presented during an era of accelerated expansion, this emblem also announces 

new opportunities for Direct Brokers, General Agents or Salaried Supervisors. 
Write: Vice President Kemp W. Wood, Dept. BI-109. 


National Fidelity Lif 


tax advantages of all forms of acci- 
dent and sickness insurance but in 
talking to this type of prospect, tax 
advantages are a must. For one 
specific example, if your prospect 
falls in the 35% tax bracket and 
incurs a $3000.00 medical expense 
bill, he has to earn approximately 
$4650 to have a net of $3000 to 
pay these expenses. Then he is 
faced with the problem of replacing 
that $4650 which is impossible and 
it can only be charged off as a loss, 

Major medical expense coverage 
is another typical example of our 
American economic system in that 
through small periodical premium 
payments an individual can provide 
himself and his family with protec- 
tion against catastrophic hospital- 
surgical-medical bills. 

Today agents are charged with 
the responsibility of making availa- 
ble to their clientele our companies’ 
major medical program and failure 
to do so may often bring us some 
most embarrassing moments. 


LONGEVITY DEVELOPMENTS 


FUTURE GAINS in the life expectancy 
of the American people, which now 
is close to 70 years, are expected to 
be much more modest than those of 
the last two generations, it is re- 
ported by statisticians of the Metro- 
politan Life Insurance Company. 
By the year 2000, the expectation 
of life at birth in the United States 
is expected to be just over 74 years. 
This anticipated gain of less than 5 
years contrasts with the 20 years 
added to the average lifetime between 
1900 and 1957, the last year for 
which complete figures are available. 
The 1957 figure of 69.3 years was 
0.3 years below the all-time high 
registered in 1954 and 1956, but was 
above that for any year prior to 1954. 
Gains in longevity during recent 
decades have been greatest at the 
younger ages, the statisticians state. 
Thus, since 1900 about 11.5 years 
have been added to the expectation 
of life at age 5, contrasted with an 
increase of 9 years at age 21 and of 
5 years at age 40. At age 65, the 
average remaining lifetime has been 
extended by only about 2 years. In 
1957 the expectation of life at age 
65 was 12.7 years for white males 
and 15.4 for white females; at age 
70, the figures were 10.1 and 12.1. 
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CHARTERED LIFE UNDERWRITER 


PART III—LAW, TRUSTS AND TAXATION—1958 


QUESTION 7 


“The modern estate planner 
has a wide range of instrumen- 
talities which he can use in ar- 
ranging a client’s financial affairs 
in a manner designed to meet 
the basic family objectives and to 
minimize taxes. None of these 
instrumentalities is appropriate 
under all circumstances, however, 
and it is essential that the estate 
planner recognize the limitations 
that may be inherent in the vari- 
ous estate planning tools.” 

Explain briefly, from the 
standpoint of estate planning, 
(1) the advantages, and (2) the 
disadvantages, associated with: 
(a) outright inter vivos gifts; 
(b) funded irrevocable life in- 
surance trusts; and 


(c) testamentary trusts. 


Answer to Question 7 


(a) (1) Outright inter vivos 
gifts of estate assets during the life- 
time of an individual reduce his es- 
tate for Federal estate tax purposes 
at his death. To the extent that his 
estate is so reduced, estate taxes may 
also be reduced. If the transferred 
property is income producing prop- 
erty, the individual may substantially 
reduce his current Federal income 
tax liability as well. 

Furthermore, inter vivos gifts of 
estate assets are removed from the 
“top” of the Federal estate tax 
bracket, where they would be taxed 
at death, and are taxed in gift tax 
brackets reflecting accumulation 
from the lowest bracket, thereby pro- 
ducing a potential overall tax saving. 
Even in comparable brackets the 
Federal gift tax rate is only three- 
quarters of the Federal estate tax 
rate, 

There are deductions and exclu- 
sions under the Federal gift tax law 
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(Continued) 


which allow substantial amounts to 
be transferred to donees free of gift 
taxes. Specifically, a donor may ap- 
ply a $3000 annual exclusion against 
each gift to an individual, and a 
$30,000 specific lifetime exemption 
against the aggregate amount of gifts 
in excess of the annual exclusion. 
If a donor is joined by his spouse 
in making these gifts the exclusions 
and exemptions are doubled. In ad- 
dition, only one-half of the value of 
gifts between spouses is regarded as 
a gift because of the gift tax marital 
deduction provision. 

Gifts made within three years of 
death are usually considered to be 
“in contemplation of death” and 
therefore includible for Federal es- 
tate tax purposes in the gross estate 
of the decedent. Even under these 
circumstances, however, an inter 
vivos gift may be an advantage in 
that amounts paid for Federal gift 
taxes on such transfers are (i) ex- 
cluded from the estate of the dece- 
dent for Federal estate tax purposes, 
and (ii) credited, at least in part, 
against Federal estate taxes payable. 

There might also be substantial 
savings in probate expenses because 
of the reduction of the probate 
estate through inter vivos gifts. 

(2) From the standpoint of estate 
planning, the following disadvan- 
tages are associated with outright 
inter vivos gifts: 

Inter vivos gifts are irrovocable 
and, therefore, involve a loss of bene- 
ficial control of the property. This 
may be a disadvantage if for any 
reason the donor later wishes to re- 
gain control of the property. 

There is also the possible wastage 
of assets through the use of gifts 
when they might better be used in 
the estate of the donor. 

Gifts to minors or incompetent 
persons may create a need for costly 
guardianships to handle the prop- 
erty which would not be necessary 


had it remained in the estate of the 
donor. 

(b) (1) A funded, irrevocable 
life insurance trust relieves the donor 
of the managerial responsibility of 
the property used to fund the trust; 
it assures payment of premiums pro- 
vided the income from property 
transferred is sufficiently large ; and 
it can have the advantage of unify- 
ing the insured’s estate by placing 
the bulk of his property and insur- 
ance in one trust agreement. It may 
also reduce Federal estate taxes to 
the extent that property is trans- 
ferred out of the estate of the insured. 

Furthermore, such an arrange- 
ment could provide liquidity for the 
estate which will come from the life 
insurance proceeds. For example, 
the trustee may be authorized under 
the terms of the trust to lend funds 
to the decedent’s personal represent- 
ative, secured by some of the estate’s 
non-liquid assets, and to purchase 
outright some of the state assets. A 
funded irrevocable life insurance 
trust has all of the advantages of 
by-passing the probate estate, such 
as saving of probate fees, elimination 
of delays, and elimination of costs of 
administration. 

Unless established in fraud of 
creditors, such a trust arrangement 
also provides full protection against 
the creditors of the insured. 

Finally, such a trust has all the 
advantages of the trust arrangement 
with respect to the beneficiary, such 
as advice for the beneficiary, relief 
from property management, flexi- 
bility, and discretion allowed to the 
trustee in providing funds for the 
beneficiaries needs. 


(2) All of the following repre- 
sent disadvantages which may be 
associated with a funded, irrevocable 
life insurance trust : 

The loss of control of income pro- 
ducing property which may later 

(Continued on the next page) 
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C.L.U. Questions—Continued 


become a serious disadvantage to the 
donor ; the loss of control of the in- 
surance policy itself by the grantor ; 
and the possible loss of use of settle- 
ment options under the life insur- 
ance policies since these are not 
always available to a trustee. 

Further disadvantages are the 
payment of fees to the trustee for 
the handling of the property and the 
possibility that the trust may not 
earn as high a rate of income on the 
property used to fund the trust as 
the grantor himself might have 
earned had he controlled it. 


(c) (1) A testamentary trust 
can be established in the form of a 
“spendthrift trust” to protect the 
property from the claims of creditors 
of the beneficiary; it can be used to 
unify the insured’s estate so that all 
of his estate assets will be handled 
under one arrangement and one trus- 
tee will administer them; and it can 
also minimize total Federal estate 
taxes in the estates of the testator 
and his spouse through the use of a 
“marital deduction—non-marital de- 
duction” trust to assure optimum 
utilization of the Federal estate tax 
marital deduction provision. 

Furthermore, a testamentary trust 
arrangement has certain advan- 
tages from the standpoint of the 
beneficiary. It may supply elements 
lacking in the beneficiary such as 
character, experience, and knowl- 
edge of investments; discretionary 
powers can be granted the trustee 
to meet special needs of the bene- 
ficiaries as they arise; and in cases 
where minor children are named 
as beneficiaries of the trust, it avoids 
the need for a guardian. 

A testamentary trust also has the 
advantage of assuring that the estate 
assets will pass according to the 
testator’s wishes as contrasted with 
an intestate distribution. After his 
death a substantial degree of flexi- 
bility may be available in the admin- 
istration of the trust depending upon 
the breadth of the discretionary pow- 
ers the testator places in the hands 
of the trustee. 


(2) There are, however, some 
disadvantages which are usually 
associated with a testamentary trust. 

First, since all of the property 
will pass only at the donor’s death 
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there will be no saving of estate 
taxes which might have resulted had 
some of the trust property been 
transferred to a trust during his 
lifetime. There will also be no sav- 
ing of administration expenses be- 
cause there is no reduction in his 
estate during his lifetime. 

Another disadvantage is the lack 
of protection against the claims of 
creditors of the decedent since all 
of the assets will be included in the 
gross estate before they are trans- 
ferred to the trust. 

The testamentary distribution to 
the trust may not qualify for the 
Federal estate tax marital deduction. 
To qualify, property tranferred must 
be so arranged that the surviving 
spouse will receive, at least once a 
year, the income from the trust 
property, and will have a power of 
appointment over the trust corpus 
to her estate or to any other person, 
exercisable by herself, alone. Fail- 
ure to qualify the optimum amount 
of property passing to the spouse, 
(that amount equal to one-half the 
adjusted gross estate) may result in 
substantial Federal estate tax liabil- 
ity which might have been avoided. 

It is also possible that the will may 
be defeated at probate and that, 
therefore, the trust may never be 
created and the intent of the testator 
may be ignored. 

Finally, the need to pay trustees’ 
fees from trust income may reduce 
substantially the income from the 
trust available to the trust benefi- 
ciaries. 


QUESTION 8 


(a) Explain briefly the (1) 
nature, (2) purpose, and (3) 
qualifying conditions, of the re- 
tirement income credit available 
under the Federal income tax 
law. 


(b) Indicate the Federal in- 
come tax treatment to the recip- 
ient of each of the following 
items noting any limitations ap- 
picable: 


(1) annuity payments under a 
noncontributory pension plan; 


(2) disability income payments 
under a group accident and sick- 
ness insurance contract financed 
jointly by the employer and his 
employees; 


(3) dividends received by a 
policyholder under a participat- 
ing life insurance contract, and 
(4) dividends received from 
common stock holdings in a do- 
mestic industrial corporation. 


Answer to Question 8 


(a) (1) This credit appeared for 
the first time in the 1954 Internal 
Revenue Code and was one of seven 
credits available to taxpayers in the 
computation of the Federal income 
tax return. Such credits are applied 
by an individual after they have ac- 
tually computed and arrived at their 
tax. 

The taxpayer is allowed a credit 
based upon the amount of gross in- 
come received from pensions and 
annuities, interest, rents and divi- 
dends. In general, the credit is equal 
to 20% of the individual’s retirement 
income (not to exceed $1200). 

(2) The retirement income credit 
is designed to provide similar Fed- 
eral income tax treatment to all 
forms of retirement income received 
by older persons as is afforded So- 
cial Security old-age benefits and 
Railroad Retirement benefits. These 
latter types of income are excluded 
from taxpayer’s gross incomes for 
Federal income tax purposes. 

(3) To receive the retirement in- 
come credit described above an in- 
dividual must meet the following 
qualifying conditions. He must have 
attained age 65 before the close of 
the taxable year or if not age 65 
must be receiving income from a 
public retirement system, such as a 
pension, annuity, retirement or sim- 
ilar fund or system established by 
a Federal or state government or 
any political subdivision thereof. To 
be eligible for the retirement income 
credit the individual must have 
earned by personal services at least 
$600. a year for any ten calendar 
years prior to the taxable year for 
which the retirement credit is 
claimed. In the case of a widow or 
widower, the eligibility requirement 
is met if the spouse had earned such 
income. For purposes of computing 
the credit, retirement income cannot 
exceed $1200. Thus the maximum 
credit cannot exceed $240. (20% of 
$1200). In computing retirement 
income the taxpayer must subtract 


(Continued on page 36) 
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certain amounts from a basic figure 
of $1200. Amounts subtracted from 
the basic $1200 include (1) Social 
Security and Railroad Retirement 
Benefits if any, (2) wholly exempt 
pensions and annuities, and (3) all 
earned income over $1200, if the 
taxpayer is between the ages of 65 
and 71 years at the close of taxable 
year. (If 72 years or older, he 
should not subtract any earned in- 
some.) The remainder (or the ac- 
tual amount of retirement income if 
less) is the amount of retirement 
income used to compute the credit. 


(b) (1) Annuity payments un- 
der a non-contributory pension plan 
will be treated by the recipient for 
Federal income tax purposes as fol- 
lows: 

In general such payments are tax- 
able under Section 72 (a) of the 
Internal Revenue Code. A fixed 
percentage of each guaranteed an- 
nual payment received under an an- 
nuity contract is considered return 


of capital and the balance is taxable 
income. To find the percentage to be 
excluded, called the exclusion ratio, 
it is necessary to divide the total 
investment in the contract by the 
expected total return. Since, in this 
case, the annuitant contributed noth- 
ing (total investment will equal 
zero) his exclusion ratio will be zero 
and therefore the entire amount of 
each annuity payment will be taxable 
income. 


(2) The taxability of disability 
income payments under a group 
health insurance contract financed 
jointly by the employer and his em- 
ployees depends upon the proportion 
of the contribution. The portion of 
the benefits attributable to the em- 
ployee’s contributions are fully ex- 
cluded for Federal income tax pur- 
poses. The portion of the benefits 
attributable to the employer’s con- 
tributions are excludible up to $100 
per week. Any amount in excess of 
$100 a week from this source would 
be included as gross taxable income. 
If disability income payments are 
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the result of sickness this exclusion 
does not apply to the first seven days 
of such disability unless the insured 
is hospitalized at least one day dui- 
ing this period. 


(3) Dividends received by a pol- 
icyholder under a participating life 
insurance contract are considered to 
be a return of premium and there- 
fore are not subject to Federal in- 
come tax, until such time as, together 
with other amounts received, they 
exceed the aggregate premium paid 
or other consideration for the policy. 


(4) Dividends received from 
common stock holdings in a domestic 
industrial corporation must be in- 
cluded by the recipient as part of 
his gross income to the extent that 
they exceed $50. The recipient may 
also take a credit of 4 per cent of 
such income but not to exceed 4 per 
cent of his taxable income. 


QUESTION 9 


(a and b) “A” recently estab- 
lished an irrevocable reversion- 
ary trust for the support of his 
widowed mother now age seventy- 
five. The trust instrument directs 
the trustee, a trust company, to 
distribute to “‘A’s” mother such 
portion of the income of the trust 
as is needed to provide her with 
a standard of living appropriate 
to her station in life, and to ac 
cumulate the remainder of the 
income. Upon the mother’s death 
the trust is to terminate, with the 
trust corpus and accumulated 
income reverting to “A.” 


(1) What would be the Federal 
income tax treatment of the in 
come of this trust, including the 
portion accumulated? State the 
rules underlying your answer. 


(2) Would the trust corpus and 
accumulated income be included 
in “A’s” estate for Federal estate 
tax purposes if he should prede 
cease his mother? Why or wity 
not? 


(c) Assuming all the facts in 
(a and b) above except that the 
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mother is given the entire income 
of the trust during her lifetime, 
explain the treatment of the trust 
corpus under the Federal gift tax 
law. 


Answer to Question 9 


(a and b) (1) A trust which is 
not required to distribute all of its 
income currently is classified as a 
complex trust. The trust in question 
is a complex trust inasmuch as only 
a portion of the income—that needed 
to provide the beneficiary with a 
standard of living appropriate to her 
station in life—is required to be dis- 
tributed each year. The remainder 
of the income is to accumulate to the 
trust. 


The beneficiaries of a complex 
trust are required by the Internal 
Revenue Code to include in their 
gross income any distributions made 
to them from the trust. The bene- 
ficiary must report such income 
whether or not distributed to her 
provided the trust agreement re- 
quires that such income be distrib- 
uted to her currently. Trust income 
retains the same character in the 
hands of the beneficiary as in the 
hands of the trust. In this case, the 
trust income distributed, or distrib- 
utable, to the widowed mother would 
be taxable income to her. 


Generally, the grantor of a trust 
must report, as taxable income, the 
income from any portion of the trust 
if he has retained the power to con- 
trol the beneficial enjoyment of the 
trust property or income, even 
though the income may be accumu- 
lated in the trust. However, Section 
674 (b) of the Code specifies nu- 
merous powers of control of the 
beneficial enjoyment of the trust 
which the grantor, or others, may be 
given without requiring the income 
to be taxed to the grantor. For ex- 
ample, a power commonly given to 
trustees is the power to distribute, 
apportion to, or accumulate income 
for a beneficiary but limited to a 
standard such as a standard of living 
appropriate to the beneficiary’s sta- 
tion in life. Such a power will not 
subject the grantor to a tax if solely 
exercisable by a trustee who is not 
the grantor, or a spouse living with 
him, provided such power is exercis- 
able without the consent of any other 
person. Thus, in this case the in- 
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come which was not distributed, but 
accumulated to the trust would be 
taxable to the trust for Federal in- 
come tax purposes, and not to the 
grantor. ; 

(2) In general, property trans- 
ferred to a trust will be included in 
the gross estate of a decedent pro- 
vided the decedent retained a rever- 
sionary interest in the property, and 
provided the value of such reversion- 
ary interest immediately prior to the 
decedent’s death exceeded 5 per cent 


of the value of such property. The 
reversionary interest which the de- 
cedent retains must have arisen by 
the express terms of the instrument 
of transfer. A reversionary interest 
includes a possibility that the prop- 
erty transferred may return to the 
decedent or his estate or may be 
subject to a power of disposition by 
him. The reversionary interest is to 
be valued immediately prior to the 
decedent’s death by use of mortality 
(Continued on the next page) - 
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tables and actuarial principles pur- 
suant to Estate tax regulations. 

If a donor transfers property in 
trust, with the income to a benefi- 
ciary for life and the corpus revert- 
ing to the donor if he survives the 
heneficiary, then upon his death be- 
fore the beneficiary dies only the 
value of the transferred property 
less the outstanding life estate to the 


beneficiary is includible in the dece- 
dent’s gross estate. 

Thus, in determining the extent to 
which the trust corpus will be in- 
cluded in “A’s” estate at the time 
of his death should he predecease 
his mother, it would be necessary to 
first determine the extent of his 
reversionary interest at the time of 
his death. Should such interest ex- 
ceed 5 per cent of the valued prop- 
erty, then it becomes necessary to 
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determine the value of the trans- 
ferred property plus interest, less 
the present value of the outstanding 
life estate to the mother. The re- 
maining value would then be includ- 
ible in the decedent’s gross estate 
because of the reversionary interest 
he retained in the trust. The accu- 
mulated income in the trust would 
be added to the value of the trust 


and would be included in the dece- } 


dent’s gross estate. 


(c) Under the Federal gift tax 
law the general rule is that if the 
income of a trust is required to be 
distributed currently, but distribu- 
tion of the corpus is deferred, the 
gift of the income is one of a present 
interest, and that of the corpus one 
of a future interest. In this case, the 
corpus of the trust is intended to 
revert back to the donor at the death 


of the mother and therefore there is 


no gift over of the trust corpus and 
hence no gift tax will apply to the 
value of the trust corpus. Only the 
income from the trusteed property, 
for the term of the trust, is the 
subject matter of a gift, and there- 
fore taxable under the gift tax law. 
Since such income represents a gift 
of a present interest, the gift tax 
exclusions and exemptions are avail- 
able. 


To determine the amount of a 
taxable gift in this case, it is neces- 
sary to subtract the value of the 
grantor’s reversionary interest. The 
gift tax would then apply to the 
present value of the income to the 
mother and would be measured by 
the difference between the value of 
the trust corpus and the value of the 
reversionary interest. Since no dis- 
cretion has been given to the trustee 
with respect to the payment of part 
or all of the income or principal to 
the beneficiary during the term of 
the trust, the value of the reversion- 
ary interest is capable »f actuarial 
computation and valuation and it is 
therefore possible to set a value on 
the gift itself for Federal gift tax 
purposes. Where it is impossible, 
however, to so compute and va'ue 
the reversionary interest as, for °x- 
ample, in a case where the trusiee 
is given discretion with respect to 
the payment of income or principal, 
the full value of the donated prop- 
erty would be ‘taxable for gift put 
poses, 
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QUESTION 10 


Indicate the circumstances un- 
der which, and the value at 
which, the following types of 


property interests would be in-. 


cluded in a decedent’s gross 
estate for Federal estate tax pur- 
poses: 

(a) proceeds from a life in- 
surance policy on the life of the 
decedent; 

(b) a life insurance policy on 
the life of a person other than 
the decedent; 

(c) an annuity contract on 
the life of the decedent; and 

(d) common stock held in a 
revocable trust set up by the de- 
cedent during his lifetime. 


Answer to Question 10 


(a) The proceeds from a life in- 
surance policy on the life of a dece- 
dent would be included in a dece- 
dent’s gross estate for Federal estate 
tax purposes under any of the fol- 
lowing circumstances : 

(1) If the proceeds of the policy 
are payable to the estate of the 
decedent ; (2) if the proceeds of the 
policy are payable to a third party 
beneficiary but the insured retained 
at least one of the incidents of 
ownership, and (3) if the owner- 
ship interest in the policy were 
transferred to another within three 
years of the insured’s death under 
such circumstances as to be con- 
strued as a transfer in comtempla- 
tion of death. 

Under .each of these circum- 
stances the amount of the life in- 
surance policy for Federal estate 
tax purposes would be valued as 
including the proceeds, or face of 
the policy, plus any accumulated 
dividends, plus any prepaid premi- 
ums, less any policy loans outstand- 
ing upon death. 

(b) When a policy is owned by 

a person other than the insured, and 
the owner, usually the beneficiary, 
predeceases the insured, the value of 
the policy is includible in the own- 
er’s gross estate. Such ownership 
if the policy is evidenced by the 
owner’s retention of any of the inci- 
dents of ownership, which are exer- 
cisable either alone or in conjunction 
with some other person. 
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For the purposes of Federal 
estate taxation, a paid-up policy so 
included would be valued at replace- 
ment cost which would be measured 
by the amount of a gross single pre- 
mium for such a policy at the at- 
tained age of the decedent. If the 
policy was a premium-paying policy, 
then the value would be measured 
by the interpolated terminal reserve 
value plus any unearned portion of 
the current premium. (It has been 
held that the cash surrender value 


is not a proper measure of valuation 
of a policy for this purpose.) 

(c) If the annuity contract on the 
life of the decedent is a single life 
annuity, it will be included in the 
decedent’s gross estate, for Federal 
estate tax purposes, if the contract 
is owned by the decedent and refund 
benefits are payable after death. 
The value at which the annuity 
would be included is the present 
value of the refund payments at the 


(Continued on the next page) 
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time of the annuitant’s death, as de- 
termined from Table II in the estate 
tax regulations. Where the dece- 
dent has paid only a portion of the 
premium for the contract, only a 
proportional part of the value is 
included in his gross estate. Premi- 
ums paid by his employer are con- 
sidered paid by the decedent, unless 
paid under a qualified trust or pen- 
sion plan. 


lf the annuity contract is a joint 
and last survivor annuity, it will 
be included in the decedent’s estate 
if the decedent contributed part or 
all of the purchase price. The value 
of a joint and last survivor annuity 
at the death of an annuitant is the 
cost, (gross single premium) in the 
same company, of a comparable an- 
nuity to the survivor at his attained 
age on the date of the decedent’s 
death. The value at which the 
annuity would be included in the 
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decedent’s estate would be that por- 
tion of the value of the annuity 
which is equal to the proportion o/ 
the purchase price paid by the de- 
cedent. 

(d) Common stock held in a re- 
vocable trust, set up by the decedent 
during his lifetime, would be in- 
cluded in the decedent’s gross estate 
for Federal estate tax purposes be- 
cause the decedent has retained the 
right to terminate the trust during 
his lifetime, and thereby regain con- 
trol of the shares. Since he has the 
right to revoke the trust, all the 
trust property is considered to be 
a part of his gross estate because of 
his potential control over the prop- 
erty. 

The common stock for Federal 
estate tax purposes would be valued 
at its fair market value. Inthe case 
of a stock listed on the stock ex- 
change this is usually the mean be- 
tween the highest and lowest quoted 
selling prices on the applicable valu- 
ation date. If there were no sales 
on the valuation date the value is 
determined by taking the mean be- 
tween the highest and lowest sales 
on the nearest date before and the 
nearest date after the valuation date, 
and pro-rating the difference be- 
tween the mean prices to the valua- 
tion date. If this method is used, 
both dates must be within a reason- 
able period of the valuation date. 
If actual sales are not available 
within a reasonable period the mean 
between bona fide bid and asked 
prices may be taken as the value. 
In addition, the Regulations state 
that if the sales or bid and asked 
prices do not reflect a fair market 
value “then some reasonable modifi- 
cation of that basis or other relevant 
facts and elements of value are con- 
sidered in determining the fair mar- 
ket value.” The decedent’s personal 
representative may make use oi 
the optional valuation date if he 
chooses. This is one year after the 
date of death, except as to property 
sold or distributed during the first 
year following the decedent’s death, 
in which event the optional valua- 
tion date is the date on which the 
property was sold or distributed. 


Bound copies of all five parts of the 1958 
C.L.U. Questions and Answers are available 
at $1.50 per copy from The American Col- 
lege of Life Underwriters, 3924 Walnut 
Street, Philadelphia 4, Pa. 
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terial as compared with a compre- 
hensive coverage of each of the five 
parts of the C.L.U. program, and the 
maintenance of uniform standards 
and practices on a collegiate level 
throughout the entire nation. Let it 
always be remembered that the 
American College of Life Under- 
writers was the first professional 
set-up for a large calling which was 
on the collegiate level and uniform 
throughout the United States. 

(2) Increasing by all manner of 


honorable means (but without re- 
laxing high existing standards) the 
total number of C.L.U.s as rapidly 
as possible to gain public professional 
recognition of the life underwriter’s 
calling as a whole. For a profes- 
sional calling there is great strength 
in the number of professional prac- 
titioners who make up the calling. It 
is one thing to be just a professional 
individually in a given calling, but it 
is a much bigger thing to be a pro- 
fessional individually in a calling 
which is itself, as a whole, recog- 
nized publicly as measuring up to 





AS N/W NATIONAL LIFE BEGINS ITS 75th YEAR... 


IFTY-ONE years ago, Hugo Gailfus of Rolla, N.D., purchased a life 

insurance policy from Northwestern National Life—a policy which 
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lived the mortality table. 
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me until better times come.” 

Thrifty Hugo Gailfus long ago paid back his policy loans. When the 
check for $3,000 was delivered to him, it marked more than the fullfillment 
of a half-century-old contract. It reaffirmed to life insurance buyers once 
again that N/W National can be lastingly relied on to to keep faith 
with them, through good times and bad. 
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the status of a profession. A calling 
cannot be made a profession by law, 
or by a formal declaration of the 
calling itself. The public comes to 
recognize a calling as a profession 
by a two-fold standard, namely, (1) 
the quality of the service performed 
and (2) by a sufficiently large pro- 
portion of the practitioners contact- 
ing the public. In due course, in 
view of all that is now being done 
by the American College and the 
American Society, I believe that 
within 25 years a sufficiently large 
proportion of the practitioners will 
be reached. 


Each Help the Other 


(3) Emphasis upon company 
courses and the L.U.T.C. program 
as training and insurance education 
within the industry. The C.L.U. and 
the L.U.T.C. programs should never 
be antagonistic to one another. Each 
should help and support the other. 
L.U.T.C. can, and should be, a great 
feeder of candidates into the C.L.U. 
program, thus hastening the time of 
the attainment of the sufficiently 
large proportion of practitioners, and 
the resulting adequate public recog- 
nition of life underwriting as a pro- 
fession. 

(4) Great emphasis by both the 
American College and the American 
Society, as well as by the life insur- 
ance industry itself, upon the rapid 
growth of the new Management Ed- 
ucation program of the American 
College in the interest of having 
more managers and general agents 
become C.L.U.s. Eighteen years ago, 
at the time of the N.A.L.U. Conven- 
tion in Philadelphia, I maintained 
that managers of agents constituted 
the most strategic group to encour- 
age C.L.U. growth. They have 
under their guidance so many young 
life underwriters who look to then 
for career advice and general edu- 
cational guidance. When managers 
are C.L.U.s they know what 1 
means and their guidance is gener 
ally sound and effective. When the, 
are not C.L.U.s, the result is so oftet 
otherwise for the simple reason tha‘ 
they are not informed to guide thei 
agency group C.L.U.-wise, and are 
so often disposed to oppose the 
C.L.U. cause in an offhand manner 
What a wonderful thing it would be 
if the great majority of manager: 
of field underwriters were C.L.U.s:! 
How soon we would reach the 
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(.L.U. figure amounting to a “suffi- 
ciently large proportion of the prac- 
titioners contacting the public.” 

In addition to the aforementioned 
four main factors aiding the growth 
of the C.L.U. movement there is an- 
other, as great as any: namely, the 
extraordinarily rapid growth of life 
iiisurance education for the Ameri- 
cin family layman through the col- 
legiate and secondary educational 
system of the nation. Public insur- 
ance education, indoctrinating of the 
buyer of insurance, is the great ally 
oi life underwriting and the institu- 
tion of life insurance. It is a matter 
oi great interest to know that public 
insurance education along economic 
lines, as contrasted with actuarial 
and insurance law education, which 
the American College did so much to 
initiate and develop in many insti- 
tutions of higher learning through- 
out the country, should in turn be- 
come a factor of greatest significance 
in furthering the future growth and 
welfare of the C.L.U. professional 
movement itself. 


The Last Newcomer 


Insurance education along eco- 
nomic lines, involving the reasons for 
the soundness of insurance and its 
usefulness to self, the family, and 
the vocation of the family head, has 
been the last prominent newcomer 
into the collegiate array of business 
enterprises. By 1910, only ten insti- 
tutions of higher learning gave or- 
ganized instruction in that phase of 
life insurance. Seventeen years later, 
by 1927, the year of the American 
College’s incorporation, the number 
had risén to only 56 universities and 
colleges. Thereafter, the increase 
was extraordinarily great, and the 
American College played a large part 
in that increase. By 1947, the num- 
ber of universities and colleges of- 
fering organized instruction in in- 
surance totalled 239, and a recent 
survey for 1956 shows a total of 
nearly 500 universities and colleges, 
an increase of 100% during the last 
decade. Clearly, this large increase 
is not in the areas of acturial science 
and insurance law. It has been es- 
sentially in the area of the economic 
phases of the subject for the lay 
student of insurance, or for those 
who contemplate insurance as a 
career—for the field underwriter 
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contacting the public. Judging from 
former surveys, there are now about 
25,000 such college graduates leav- 
ing for home each year to become 
family heads, business _ leaders, 
leaders in the teaching area, in social 
and church work, in the press, in the 
legislative area, and in many other 
ways. And the important thing is 
that they go back to their communi- 
ties reasonably well informed, and 
as friends of sound legal reserve life 
insurance. The 25,000 will soon be- 
come 50,000 a year, and I hope I 
may live to see the 50,000 become 
100,000, as it surely will. And all 


these young people become centers 
of influence to spread the gospel of 
life insurance among the millions of 
American homes and business enter- 
prises. 

In 1933 it became possible, be- 
cause of the rapid growth in collegi- 
ate education, to establish the 
American Association of University 
Teachers of Insurance. That organ- 
ization is flourishing. It publishes a 
valuable Journal along research and 
informative lines, and it includes 
as associate members insurance 
company teachers of insurance, so 


(Continued on the next page). 
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Where Are We Going?—Continued 


that the two groups of teachers may 
share their ideas and differences, 
and discuss their thinking for mutual 
understanding and common action. 
Through the S. S. Huebner Founda- 
tion for Insurance Education, and 
in other ways, definite steps have 
been taken to assure the preparation 
of well qualified teachers of insur- 
ance in our universities and colleges. 
Here again, these teachers, ever mul- 
tiplying, will each become a center 
of influence life-insurance-wise lo- 
cally, and then through their stu- 
dents, centers of influence nationally. 
Through joint action of the Institute 
of Life Insurance and the leaders of 
the nation’s secondary school system, 
insurance economics is also being 
introduced into the study program 
of several hundred additional high 
schools each year. A program of 
public insurance education, designed 
for the proper education and indoc- 
trination of the public has thus been 
largely created and is in process of 
further rapid enlargement and per- 
fection. The march of public educa- 
tion in insurance is irresistible; the 
momentum will become ever greater. 


In Every School 


What a reasonable thought it is 
that the fundamentals of life insur- 
ance economics, so basic a subject 
for all humanity, should not be lim- 
ited to our collegiate schools of busi- 
ness, but should also be emphasized, 
for a brief period at least, to students 
in every school of engineering, arts 
and science, medicine, law, educa- 
cation, etc. The subject should also 
be presented in every college for 
women, There the students should 
certainly be taught the economic 
rights of the wife and the children. 
When the time comes, they ought to 
be prepared to say to the prospective 
husband: “Here, you sign up for a 
decent amount of life insurance pro- 
tection of the right kind before I 
enter into an agreement with you, 
the most important economic agree- 
ment between the cradle and the 
grave.” Likewise, the subject should 
be emphasized in every theological 
seminary, where today the teachers 
of the flock are being prepared. Gen- 
erally speaking, but with some ex- 
ceptions, the churches are today far 
behind in the teaching of many vital 
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things in every day living along good 
and righteous lines, and life insur- 
ance is certainly one of them. 

When all the aforementioned 
sources of public education enter the 
insurance educational picture sub- 
stantially we shall be able to add 
the most important educational 
source of all, especially from the 
indoctrinated father and mother to 
the children, the family unit itself, 
the very basis of all life insurance. 
Today the family is not yet a life 
insurance educational force of im- 
portance, because it has not had the 
indoctrinating influence from our 
school system sufficiently long. But 
25 years hence we shall add the 
Family as a great life insurance 
school, the greatest of all, just as it 
has become the greatest school to 
the children with respect to the mer- 
its of a fair amount of education gen- 
erally. 

In my youth relatively few grad- 
uated from high school and very few 
attended a university or college. To- 
day that is all very different, and 
why? The family unit has become 
the great educator of the childen 
with respect to the merits of higher 
education. It will be the same with 
respect to life insurance in due 
course. I know that this will hap- 
pen. My family, for example, though 
just average financially, believes 
heart and soul—every one of them 
—in a decent amount of life insur- 
ance protection and the gearing of 
current living expenses to that fun- 
damental obligation. 


Increasing Need 


Public insurance education repre- 
sents a great selling-teaching move- 
ment to spread the beneficent in- 
fluence of life insurance into the 
millions of American homes and 


business enterprises. That should 
also be the objective of the American 
Agency System. Public education 
joins with the selling-teaching activ- 
ities of educated life underwriters. 
The public system is designed to 
prepare the buying public for the 
more ready and willing acceptance 
of the professional service of well 
equipped underwriters by way of 
programing, estate analysis, eco- 
nomic advisership, and periodic re- 
valuation of previously arranged in- 
surance programs. Any well edu- 
cated life underwriter will tell you 


what a pleasure it is, especially from 
the standpoint of policy size (the all 
important thing) to negotiate with 
a person of fair life insurance under- 
standing and a sense of family obli- 
gation. 

It is folly to believe that mass 
marketing will tend to hurt or elimi- 
nate the educated professional un- 
derwriter. The uneducated sales- 
man, who just sells without knowing 
how or what to teach, will have a 
hard row to hoe during the next 
25 years. Ultimately he is destined 
for the open window. But the edu- 
cated underwriter of true profes- 
sional stature will be needed more 
than ever, as the average family life 
insurance coverage today, now very 
unrealistic and shameful from the 
standpoint of family obligation, rises 
far beyond the present pitifully small 
average of 18 months of income, and 
that amount without deduction for 
plaguing outstanding installment 


debts. 


Professional Relationship 


During the next 25 years we shall 
see a powerful trend, already very 
noticeable, toward the client-under- 
writer relationship. It is a personal 
professional relationship that the 
American people, as they become in- 
surance educated, will want more 
and more. They will want their edu- 
cated insurance man just as they 
have been educated to want their 
doctor, lawyer and accountant. The 
life underwriter can then teach his 
client frankly and powerfully just as 
can the doctor, lawyer, accountant or 
minister. The uneducated salesman, 
without a client relationship, has a 
much more difficult time and gen- 
erally concludes that for him selling 
and teaching are as difficult to mix 
as are water and oil. Moreover, as 
an insurance educated public desires 
increasingly a client relationship, it 
will correspondingly put greater em- 
phasis upon the existence of a worth- 
while professional designation like 
C.L.U., just as the public now em- 
phasizes the existence of such 
designations as prevail in law, meci- 
cine and accounting. 

In addressing the International 
Insurance Conference in commemcr- 
ation of the 75th Anniversary of the 
founding of the Wharton School of 
the University of Pennsylvania, | 
made the following statement: 
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“Within the next 25 years, a greatly 
enlarged educated professional field 
force of insurance underwriters will 
contact a greatly enlarged insurance- 
educated public. The result will be 
the development of a client relation- 
ship between the underwriter and 
the client, similar to that which 
exists in medicine, law and account- 
ing. Then ‘selling’ will become 
‘teaching’ and advisership.’ Then 
the present lack of a sense of proper 
family responsibility will be super- 
seded by much higher life insurance 
per family than now prevails. In- 
surance education for both under- 
writers and the buying public is the 
great ally of the private insurance 
industry and insurance as an insti- 
tution.” 


BLUE CROSS INCREASES 


THE FLORIDA BLUE Cross received 
approval of an average increase of 
15.6% in its rates effective October 
1 on group policies and January 1 
on non-group policies. The service 
had applied for an increase of 20.7%. 

For the Maryland Blue Cross a 
rate increase averaging 19.9% was 
authorized effective October 1. An 
increase of 24.5% had been sought. 

The Hospital Service Plan of New 
Jersey (Blue Cross) filed for in- 
creased rates to become effective 
January 1960. The changes repre- 
sent an average increase of 17.8% 
for group policies and 20.5% for 
non-group contracts. The depart- 
ment had a hearing on the filing 
August 25. 


HEAD, FACE, AND NECK 
INJURIES 


THE LAW-SCIENCE Academy of 
America and the Law-Science 
Foundation of America will conduct 
short courses on “Medicolegal As- 
pects of Head, Face, and Neck 
Injuries” in a number of cities be- 
ginning November 7. Information 
about the courses, which deal with 
a frequent cause of claim in personal 
injury cases, may be obtained from 
Hubert Winston Smith, Chancellor 
of the Law-Science Academy of 
America, the Law-Science Institute, 
The University of Texas, Austin 12, 
Texas. 
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Debit Agent—from page 27 


coverages therefore may be provid- 
ing the $5,000 income and under 
market with life insurance hereto- 
fore sold by the debit life agent. On 
the other hand, the major industrial 
companies have apparently recog- 
nized that this trend has eaten into 
their market, and they are therefore 
directing their educational programs 
with a view towards producing 
higher unit sales in the form of $500 
to $5,000 policies called monthly 
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debit ordinary. This has grown very 
rapidly and is a definite instrument 
for them to use to recapture this 
market. 

In many cases the purchaser of 
coverage now in the $5,000 and un- 
der income market is not the wage 
earner, but the employer or union at 
his place of work. The average fire 
and casualty man is often a very 
politically and socially influential cit- 
izen. He is also an owner of a busi- 
ness—his own fire and casualty 
agency—and his office and secretary 
are often in the financial center of 
his community. Moreover because 
he is a permanently located part of 
the financial community, he has more 
joint community, civic and social 
activities with the purchasers of 
group insurance—the managers and 
owners of businesses. He has and 
probably will increase his control 
over this lucrative ready-made mar- 
ket. Not only will he want it, but it 
appears he will pursue this type of 
income with more effort than he has 
expended in writing new types of 
coverages in the fire and casualty 
field. Don’t you think this may be 
another reason that he may become 
“The New Life Insurance Sales- 
man ?” 


DEATH PAYMENTS 


TWO GREAT KILLERS of the American 
people—the cardiovascular-renal dis- 
eases and cancer—accounted for 
75% of the half-billion dollars paid 
out in death claims last year by the 
Metropolitan Life Insurance Com- 
pany. 

The $501,415,000 paid by the 
Metropolitan in death claims was 
$20,000,000 more than was paid out 
in 1957, and was three times the 
amount paid out 20 years ago. The 
rise in the amounts paid to bene- 
ficiaries reflects not only the rise in 
the number of policyholders but also 
the larger average amount of life in- 
surance per policyholder. 

Payments on account of deaths 
from the cardiovascular-renal dis- 
eases in 1958 totaled about $276,- 
248,000, or substantially more than 
the amount paid for all other causes 
combined. The bulk of this money 
was for heart disease deaths; coro- 
nary artery disease alone accounted 


for more than $134,000,000. 


Cancer deaths resulted in claims of 
more than $100,000,000, about one 
fifth of the total amount. 

Accidental deaths were responsi- 
ble for claim payments totaling 
nearly $45,000,000; more than half 
this sum was for fatalities in motor 
vehicle accidents. 

During the year the Metropolitan 
paid more than $9,000,000 on poli- 
cies which had been in effect less 
than one year. 


REAL ESTATE ASSETS 


LIFE INSURANCE companies of the 
United States now have 3.2% of 
their assets in real estate, a total 
of $3,522,000,000 or $242,000,000 
more than a year ago, reports the 
Institute of Life Insurance. Com- 
mercial and industrial rental prop- 
erties accounted for holdings of 
$2,166,000,000, up $76,000,000 this 
year. The June 30 figures are re- 
ported by the Institute as follows: 


Acquired 
6 Mos. 6 Mos. 
1959 1958 
(000,000 Omitted) 
Company Used $61 $68 
Rental Housing 
Commercial Rental ... 115 
Other 13 


$203 


June 30 June 30 
9 1958 
(000,000 Omitted ) 
$900 6 


Rental Housing 432 444 
Commercial Rental 2,166 1,966 
Other 24 24 


$3,522 $3,280 


Company Used 


Total 


MUTUAL FUND 
HOLDINGS 


Or THE $299,000,000,000 of com- 
mon and preferred stock listed on 
the New York Stock Exchange, mu- 
tual fund investment companies hold 
an estimated $10,600,000,000 or 
3.55%, according to the National 
Association of Investment Compan- 
ies. This is an increase of 0.15% 
since the end of 1958. The propor- 
tion of issues held by investment 
companies has been increasing stead- 
ily but slowly, the association said. 
In 1940, mutual funds held an esti- 
mated 3% of 1% of N.Y.S.E. listed 
securities. From that low base, there 
has been less than a five-fold increase 
in the past 181% years in the propor- 
tion of listed stocks held. 
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OHIO NATIONAL LIFE’S 


Pension Trust and 
Profit Sharing Plans 


Coverage to $10,000 on 10 lives or more and to $20,000 on 25 lives 

or more on Guaranteed Issue basis. 

e Regular Retirement Plan Endowment available, guaranteeing 
$10 per month per $1,000 insurance, 10 years Certain and 
Continuous. 

e The New Special Life Rate Policy (male and female rates) 
makes calculations easier by providing exactly $2.50 per month 
per $1,000 at Age 65, at all ages of issue. Convertible up to 
$20 per month per $1,000 of insurance. Ideal for Split-Funding 
and Profit-Sharing. 

e Post funded annuities. Graded death benefit policies available. 

e Complete consulting service facilities—Plan design and pro- 
posal; sample indenture and tax filing forms prepared by 
Home Office. 

e On combination plans, flexible methods of funding Auxiliary 
Fund. 


Extremely low participating premiums per 1,000 for Male Lives: 





Life Rate Policy at 65 Retirement Plan Endowment at 65 
Age $5,000 Policy $10,000 Policy $5,000 Policy $10,000 Policy 








25 16.86 16.41 32.14 31.69 
35 23.19 22.74 47.15 46.70 
45 35.40 34.95 77.71 77.26 
55 65.03 64.58 168.82 168.37 




















Still further reductions for larger sized policies. 
Top commission scale — plus vested renewals on each case. 


Ohio National \Liafe 


INSURANCE COMPANY: CINCINNATI . 








sales 


American Mutual Life: Paid-for ordinary 
life for July was 12% over July, 1958, and 
for the year thus far showed a 9% gain 
over the same period last year. 


American National: Mid-year report 
showed insurance in force had gained 
$216,302,623, up 47% over the $147,544,- 
569 increase in first half of 1958, and 
bringing total in force to $4,727,189,051. 
New paid sales for same period totaled 
$550,975,524, up 27% over the $434,430,- 
916 reported in first six months of 1958. 


Bankers Life (lowa): New business 
written in July amounted to $55,800,780 
representing an increase of more than 
30% over same month last year—ordinary 
showing an increase of more than $7 
million to total $36,021,166 and group 
up nearly $6 million to $19,779,614 com- 
pared with July, 1958. Production for 
first seven months amounted to $306,391,- 
851 (ordinary $177,196,284 and group 
$129,195,567), an increase of more than 
26% over same period last year. Total 
life insurance in force reached $3,465,- 
866,460 at end of July, of which $1,921,- 
983,528 was ordinary and $1,543,882,932, 
group. 


Bankers National: New ordinary life paid- 
for in July was 36% over amount for 
same month in 1958 and for first seven 
months totaled $31,458,589, a 29% in- 
crease over corresponding period last year. 
Total new business, including group, 
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equaled $57,155,423 compared to $42,873,- 
122 for same period Jast year. Total in- 
surance in force at end of July amounted 
to $561,550,369, an increase of $30,771,911 
since the first of the year. 


Calhoun Life: Business in first six months 
increased 16.3%, and ordinary insurance 
in force rose 16.9%. 


Crown Life: During July wrote $12,956,- 
000 in the United States which is 33% 
greater than during the same period last 
year. 


Equitable Life (lowa). Production for 
July amounted to $14,714,333, an increase 
of 75% over the corresponding month 
in 1958. For the first seven months the 
total was $109,396,363, a gain of 12.5% 
over same period in 1958. Life insurance 
in force at end of July increased to $1,683,- 
149,142. 


Farm Bureau Life: A total of $46,261,496 
ot life insurance was written in the 47- 
day mid-summer campaign; of this amount 
$38,968,412 was written in Ic wa. 


Farmers New World: Now has more than 
$300 million of insurance in force. 


General American: Paid ordinary life 
sales for first seven months were 22.7% 
over the figure for the comparable period 
last year. Individual life sales in July 
registered 24.7% better than for July, 
1958. 


Insurance City: New business written 
during first half-year produced approxi- 
mately $20 million of additional insur- 
ance in force, over 56% of the total in 
force as of end of 1958. 


Interstate Life (Texas): As of mid-year 
had more than $12 million of life insur- 
ance in force. 


Knights of Columbus: By mid-August in- 
surance in force had exceeded the $900 
million mark, representing an increase of 
$110 million over figure of a year ago. 


Life & Casualty: Life insurance in force 
increased $73,299,757, up 143% over first 
six months of 1958, and bringing total in 
force to more than $1,700 million. 


Life of North America: Reported $100,- 
862,400 of group and ordinary life insur- 
ance production for first seven months 
—ordinary life volume was $65,095,400 
(202% increase) and group life volume, 
excluding INA group case, was $35,767,- 
000 (up 379%), compared with $7,468,- 
000 for same period in 1958. 


Midwestern United: During July paid-for 
new insurance totaled $10,106,215 which 
brought insurance in force over $250 
million. 


Monarch Life (Mass.): Life insurance in 
force has reached $516,543,613, an increase 
of $22,113,417 for first six months of 
1959. 


Nationwide Life: Insurance in force was 
nudging the $1.5 billion mark at mid-year, 
8.6%, over 1958 year-end. 


Old Line: Sales for first six months were 
better than $14.5 million compared to 
$13.8 million for same period last year. 
Total insurance in force is now $219,128,- 
255. 


Resolute Credit Life: The volume of 
credit life insurance in force has more 
than doubled during the 12-month period 
ending June 30, 1959. 


Southern Provident: During first six 
months a net gain of more than $2 million 
in life insurance in force was recorded 
pushing the total well past $40 million. 


State Mutual Life: July sales of individ- 
ual life policies were 28% above same 
month last year and topped the previous 
monthly record set last December by more 
than a half million dollars. Seven-month 
sales total was 1114% ahead of same 
period 1958. 


United American (Ga.): Total paid-for 
business for first seven months was $16,- 
450,666. 


United Life & Acc.: Total new business 
in first six months was $48,676,976 as 
compared with $36,903,929 for first half 
of 1958 (32% gain). Life insurance in 
force stood at $383,491,788 as of June 30 
compared to $301,950,779 at end of same 
period last year. Direct ordinary ac- 
counted for $44,544,139 of the new busi- 
ness sold during first six months ($34,- 
686,480 in same period of 1958). 


Vulcan Life: At end of July insurance in 
force was over $140 million. 


assn notes 


American Ass'n of Univ. Teachers of 
Ins.: William T. Beadles, CLU, vice presi- 
dent and dean of The University, Illinois 
Wesleyan University, Bloomington, will 
become editor of “The Journal of Insur- 
ance” on January 1. 


American Life Convention: Glendon 
Johnson, former administrative assistant 
to Senator Wallace F. Bennett of Utah, has 
been made associate general counsel, and 
will serve in the Washington office under 
executive vice president Claris Adams. 


American Society of CLUs: Jack A. 
Duce, CLU, formerly with Diamond Life 
Bulletin Agent’s Service, has been ap- 
pointed assistant managing director. 


Life Ins. Agency Management Ass'n: 
L. B. Leach, formerly general agent in 
Kansas City for Conn. Mutual, has joined 
the company relations div. as a consultant. 


National Ass'n of Life Companies: Don 
J. Willmon, president of United Bankers 
of Texas, has been named president. 


Richmond (Va.) Ins. Claims Ass'n: Gene 
F. Lyon, Atlantic Life, was appointed 
leader of this newly-formed group with 
the office of secretary. 
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obituaries 


Shea: Cornelius J. Shea, president of the 
State National Life Insurance Company, 
St. Louis, died July 27th. 


L'Estrange: G. A. L’Estrange, vice presi- 
dent of the Universe Life Insurance Com- 
pany, Reno, died August 20th. Mr. 
L’Estrange was active nationally in acci- 
dent and health and life insurance 
circles. 


Cole: Dr. Norman B. Cole, medical direc- 
tor and secretary of the Baltimore Life In- 
surance Company, died August 18 
following a brief illness. He was 73 years 
old. Dr. Cole entered private practice in 
1920 in Baltimore and in 1943 he became 
associated with the Baltimore Life In- 
surance Company. In 1948 he became 
full-time medical director and secretary, 
the position he had held until his death. 
He was also a member of the company’s 
board of directors. Dr. Cole was author 
of books on blood pressure and rheuma- 
tism, as well as the official Scout pamphlet 
for the First Aid Merit Badge. He served 
as medical director at two World Scout 
Jamborees; in 1924 at Copehagen, Den- 
mark and in 1929 at Birkenhead, England. 
From 1955 through 1958 he was president 
of the Baltimore Area Council of the 
Boy Scouts of America. He was a member 
of the Baltimore City Medical Society, 
American Medical Association, Maryland 
Society for Medical research and the 
American Association of Medical Direc- 
tors. In 1955 he was elected chairman of 
the medical section of the American Life 
Convention. Dr. Cole served in World 
War I with the rank of Major and was a 
member of the Board of Education for 
the public schools of Baltimore for twelve 
years. 


Gordon: Dr. J. Keith Gordon, medical 
director of the Sun Life Assurance Com- 
pany of Canada, died August 9th at the 
age of 64. Dr. Gordon joined the Sun Life 
in 1924 as assistant medical officer be- 
coming medical officer in 1946 and medical 
director and an executive officer of the 
company in 1951. 

Dr. Gordon was a Fellow of the Royal 
College of Physicians (Canada) and dur- 
ing his career served as an associate 
professor of medicine at McGill University 
and as chairman of the medical board of 
the Montreal General Hospital of which 
he was a governor. He was a past member 
of the board of Life Insurance Medicine, a 
member of the Association of Life Insur- 
ance Medical Directors of America and 
the Canadian Association of Life Insur- 
ance Medical Officers. He was a member 
of the Canadian Medical Association, the 
Montreal Medico-Chirurgical Society, and 
past president of the Canadian Club of 
Montreal. Dr. Gordon served in the 
Canadian artillery during the First World 
War. During the Second World War he 
was in charge of Medical Division No. 1, 
Canadian General Hospital, Overseas 
Service, with the rank of Lieutenant- 
Colonel. 


Savage: Frank A. Savage, retired vice 
president and manager of mortgage loans 
of Provident Mutual Life Insurance Com- 
pany of Philadelphia, died suddenly 
August 2 at the age of 67. Mr. Savage 
made many contributions to the company 
in his forty-three years of service. He 
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was elected chief officer of the mortgage 
loan department in 1942. 


Coolidge: T. Jefferson Coolidge, a director 
of the New England Mutual Life Insur- 
ance Company, died August 6th at the 
age of 65 following a heart attack. The 
financier and philantropist had under- 
gone an operation ten days earlier. Mr. 
Coolidge, a direct descendent of Thomas 
Jefferson, was former board chairman of 
the United Fruit Company and chairman 
of the trust committee of the Old Colony 
Trust Company. 


White: Robert E. White, general agent 
for Bankers National Life Insurance Com- 
pany, Montclair, died August 19th follow- 
ing a long illness. He was 47. Mr. White 
became a general agent for Bankers Na- 
tional Life in 1949 after having been 
associated with general agent Robert 
Marcotte. He began his insurance career 
in 1934. 


Gillstrap: John L. Gillstrap, manager of 
Occidental Life of California’s LaSalle 
Street branch office in Chicago, died 
August 16th at the age of 54. Upon his 
graduation from Drake University, Mr. 
Gillstrap entered the Iowa insurance de- 
partment as an examiner. He _ subse- 
quart rose to chief examiner of the 
epartment, a post he resigned in 1934 
to become agency secretary for Guaranty 
Life of Davenport. When Occidental ac- 
quired Guaranty Life in 1937, he was ap- 
pointed division manager in the midwest. 
In 1940 Mr. Gillstrap was named manager 
of Occidental’s Minneapolis branch office, 
and late in 1942 entered the Navy, serv- 
ing three years and rising to the rank of 
Lieutenant. He was chosen to head the 
company’s Chicago office upon release 
from service in 1945. Gillstrap had been 
active in Chicago life insurance organi- 
zations and had served as director of both 
underwriters and managers groups. 


ANNUITIES 


More THAN 1,187,000 annuities 
with United States life insurance 
companies were paying income total- 
ing more than $597,000,000 annually 
under annuity contracts and the an- 
nuity provisions of life insurance 
policies at the start of 1959, says the 
Institute of Life Insurance. These 
payments were about twice what they 
were eight years ago. 

Annuities on which income is now 
payable represent about 21% of the 
5,800,000 annuities in force at the 
start of 1959. Total funds set aside 
in annuity reserves by United States 
life insurance companies reached 
$19,000,000,000. The future annual 
income set up for payments to an- 
nuitants amounted to $2,400,000,000. 

Annuity owners under age 65 held 
over 80% of all annuities in force at 
the start of this year and about the 
same percentage of the future an- 
nual income from these annuities. 


WHEN IN DETROIT 
STOP AT THE 
PARK SHELTON HOTEL 


In the 
heart of 
The 
Motor City 





Here you'll enjoy the relaxed and 
friendly hospitality of Detroit's 
finest hotel, the PARK SHELTON 
(for your convenience there is ad- 
joining indoor parking—you step 
from your car into your room). 


The PARK SHELTON is the trav- 
eler’s delight and the smartest 
address in Detroit. You'll enjoy 
entertaining friends or treating 
yourself at the Crystal Room,a 
gourmet’s pleasure; at the Sap- 
phire Room, the ‘nite-spot’ in 
Detroit, entertainment nightly; or 
the Dutch Coffee House, good food 
moderately priced. 


ELS 


WARNER REOWESENTED 


Park Shelton Hobl 


WOODWARD AND EAST KIRBY 


Detroit, Michigan TR 5-9500 
Charles 8. Loftis. General Manager 





"EXECUTIVE" POLICIES IN 
NEW JERSEY 


New Jersey State Banking and In- 
surance Commissioner Charles R. 
Howell predicted that a September 1 
ban on the sale of so-called “execu- 
tive-type” life insurance policies in 
New York State eventually would 
result in a similar prohibition in New 
Jersey. 
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YOUR PASSPORT TO INCREASED SALES! 


NO OBLIGATION 
SIMPLY CLIP AND 
MAIL COUPON. 


Let this handy “Income” Booklet sell your clients on the need for Quality 
Non-Can Disability Income Protection. See for yourself how its enlighten- 
ing and persuasive story immediately affects your Accident and Health 
sales. This is a proven sales builder you cannot afford to do without. 








Massachusetts Indemnity & Life Insurance Company 
654 Beacon Street 
Boston 15, Massachusetts 


CLIP AND MAIL 
THIS COUPON TODAY! 





Gentlemen: 





Please send me a free copy of “Income”. 


Name 





Address 


Mass.|Indemnity 


& LIFE Company 
BOSTON, MASSACHUSETTS 








———-—-—-—-—-—-----} 
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MODERN AIDS 


NEW COPYHOLDER 


A revolutionary new copyholder for sec- 
retaries and typists has just been an- 
nounced by Remington Rand Division of 
Sperry Rand Corporation. 

The unit has a low, clean construction 
and extends only inches above the type- 
writer. When not in use it folds over the 
machine and can be tucked into the desk 
at night. 

Called the Foldamatic Line-a-Time Copy- 
holder, it is expected to increase a typist’s 
performance up to 20% or more. It con- 
tinues the Line-a-Time principle of forward 
reading, attributed to the original Line-a- 
Time, which permits the secretary to type 
with her head in a natural forward posi- 
tion instead of to one side. It is thus a 
boon to her health by eliminating neck and 
backache, eye strain and tension. 
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* Please forward complete information 
and prices on the items checked. 


New Copyholder 
High-Speed Machine 
Envelope Opener 
Electronic Dictating Machine 
(1) Swinging-Door Cabinet 
Firm Name 


Attention of 








Position 
Firm Address 
City 
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office efficiency 


HIGH-SPEED MACHINE 


The Multisumma 22, a new high-speed 
adding machine that gives credit balances 
and also multiplies automatically with all 
calculations recorded on a printed tape, 
has been announced by Olivetti Corpora- 
tion of America. 

Newest addition to Olivetti’s line of add- 
ing and calculating machines, it operates 
at two hundred twenty cycles per minute. 
Despite its compactness, the Multisumma 
22 has a large capacity. Up to twelve 
digits can be entered, providing a thirteen 
digit total. Double and triple cipher keys 
speed entries. 

Factors and results of all operations are 
printed on a tape and marked with an 
appropriate symbol. Only essential figures 
are printed on the tape. 


ENVELOPE OPENER 


Incorporating changes in mechanism and 
styling to meet the specific needs of users, 
a new low cost automatic envelope opener 
has been developed by Martin Yale, Inc. 
With the design improvements in the field 
for several months, consumers and dealers 
use habits and comments were considered 
specifically for performance and use stand- 
ards, so that the users themselves, helped 
design the various changes that have been 
included over a period of time. 


ELECTRONIC DICTATING 
MACHINE 


The Cole Dictater, a dictating and trans- 


cribing unit designed by Germany’s fore- 
most technicians for Cole Steel Office 
Machines, Inc. offers many electronic fea- 
tures. 

Compact and light in weight, weighing 
only 11 pounds, 4 ounces, the Cole Dictater 
is ideal for operating in planes, trains, and 
autos, as well as in homes and offices. A 
slim automatic microphone provides simple 
finger controls which guide all dictating 
operations; start, stop, recording and play- 
back. 


= ‘ 


Every Cole Dictater has a full fidelity 
speaker. This guarantees clear, natural 
voice reproduction. 

A special volume control on the Cole 
Dictater eliminates background noises. 
Each recording is static-free. 

The dual recording track allows for twice 
as much dictating space. The Cole Dic- 
tater records up to two full hours, while the 
dual recording track provides for correc- 
tions and additions, making it possible to 
give secretaries error-free dictation. 

The Cole Dictater includes the machine, 
microphone, two-hour reel of reusable mag- 
netic tape, log pad and dust cover. 

This unit adapts easily for transcribing 
by use of a foot control, and stetho-clip 
with earphone. Additional equipment may 
be purchased separately along with useful 
accessories including a telephone adapter 
which records both ends of a telephone 
conversation, powerfully amplified. 


SWINGING-DOOR CABINET 


A new 42”-high swinging-door cabinet 
has been added to the line of 78”-high 
swinging-door cabinets of the Borroughs 
Manufacturing Co. 

The new cabinet, like its taller counter- 
parts, is 36” wide, in depths of 18” and 24”, 
and has a central, single heavy duty han- 
dle with built-in lock. Doors have 3-point 
latching, and swing completely open for 
full accessibility. Shelves are adjustable 
on 2” centers without tools, nuts or bolts. 
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News 


A-counts payable operation at these offices 
was mechanized efficiently by “intercoupling" 
accounting machines, tabulating card punches. 


HE PROBLEM of how to central- 
di~ the disbursement activities 
oi many operating departments, each 
having different accounting require- 
ments and with widely varying vol- 
umes of checks to be drawn, is one 
that is common to many large finan- 
cial institutions. For the Equitable 
Life Assurance Society of the United 
States, this problem was especially 
pressing in its payments to suppliers, 
an area which did not seem to lend 
itself to processing on high-capacity 
machines. 


Mechanization Desirable 


Here, thirty thousand checks are 
drawn per year, with these require- 
ments for each transaction: write 
the check, prepare a statement of 


Solving the Disbursement Problem 


account (remittance advice), punch 
an IBM card with certain of the 
accounting data pertaining to the 
transaction, provide for reconciling 
the check mechanically, and provide 
adequate controls over the whole 


operation. Mechanization of this 
operation was obviously desirable, 
and to achieve it Equitable went to 
a system of tailored automation that 
would permit the use of their present 
business machines in a special way. 

Under the direction of C. B. Luns- 
ford, Controller of the Society, and 
L. H. McVity, Assistant Controller, 
a series of Systematics Intercouplers 
were installed to be used in conjunc- 
tion with the company’s present 
National Cash Register Company 
Class 32 accounting machines and 
IBM 026 card punches. By thus in- 
tercoupling its accounting machines 
to its tabulating card punches, Equi- 
table was able—in a simple, inexpen- 
sive manner——to bring mechanized 
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efficiency, speed and accuracy to its 
accounts payable area. 

As operating departments forward 
their disbursement warrants to the 
Checkwriting Section of the Con- 
troller’s Staff, the work is processed 
on the NCR-Intercoupler-IBM sys- 
tems. 


By-product Cards 


As accounting data for each 
transaction is entered on the NCR 
machine, one or more by-product 
IBM cards for use in journal rec- 
ords and other accounting exhibits 
are automatically prepared by the 
attached card punch. The account- 
ing machine then prepared the state- 
ment of the account. The flexibility 
of the system is a major advantage 
at this point, since some statements 
need show only the customary ven- 
dor’s invoice date and number, while 
others must show long, precisely 


worded explanations covering the 
payment. 

Other operations at this point in- 
clude the automatic printing on a 
pre-numbered, pre-punched cards 
check or dollar amount and certain 
other accounting data and the simul- 
taneous card punching via the Inter- 
coupler of information contained on 
the check. This punched card is 
used to reconcile checks on tabulat- 
ing equipment, replacing the old 
method of hand-sorting and match- 
ing paper checks. Reconciliation 
cards are also used in preparing tax 
reports in connection with commis- 
sion payments. A check register is 
also printed as a carbon by-product. 

The entire system is rigorously 
controlled, as the accounting machine 
develops a zero proof of the dollar 
amounts for each transaction, as well 
as down totals of both dollar data 
and some indicative information. 


(Continued on page 60) 
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That may sound like a boast. It’s not. 
There’s a simple reason. You have to know 
how to make a typewriter before you 
can make an electric typewriter—and the 
Royal people have made more typewriters 
for more years now than anybody else. 

Here are a few natural results of this 
old-line-craftsman experience: 

Royal Electrics have exclusive features 
that come from years of knowledge of the 
needs of both the people who type and 


QYAL 


Product of Royal McBee Corporation, 
World’s Largest Manufacturer of Typewriters 











the people who dictate. Example: easy 
interchangeability of carbon and fabric 
ribbons at no extra charge. No other elec- 
tric gives you that. 


Royal electrics are remarkably free from 
money-wasting breakdowns. 


If you’re in the market for a typewriter, 
look into Royal. It'll take about fifteen 
minutes of your time, but it could make 4 
whole lot of difference to both your secre- 
tary and yourself. 
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GUY FERGASON 


Putting Ideas Across 


N “IDEA” Is a plan of action or 
A? design for accomplishment— 
or it may be an assumption based 
on facts which vary as to their com- 
pleteness, proper interpretation and 
relevance. Ideas, although usually 
developed out of experience, may 
result from observation, annoyance, 
self-interest, reasoning power, or a 
dozen other circumstances and con- 
ditions. It is not our purpose to 
discuss ideas as such, but to explore 
the ways and means of putting the 
ideas to work. 

It is obvious that there are but 
two ways in which ideas can be ex- 
plained—one is by oral communica- 
tion and the other is by written 
communication. There are, unfor- 
tunately, many ways by which the 
ideas can be put into action—by 
directive, by selling, by indirect 
pressure, by bribery and by what the 
psychologists call personal motiva- 
tion or stimulation. 


Implies a Change 


The implication of the word 
“idea” is that it is a favorable sign 
of intelligence. There are other 
words which imply improvement or 
benefit such as “Under New Man- 
agement,” “Sale,” and “By Popular 
Request.” There are many other 
expressions, no doubt, that are ac- 
cepted without analysis and which 
inspire a peculiar type of attitude. 
We call it a “peculiar” type of 
reaction because that best describes 
it—for example, an “idea,” as we 
indicated above, has a favorable im- 
plication ; yet, an idea will not inspire 
action unless the idea is sold to those 
whom it affects. As a matter of fact, 
an idea may retard action if it is not 
thoroughly understood. An idea 
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often implies a change and changes 
which are not understood are be- 
lieved to undermine personal secu- 
rity. 

Too many ideas die on the vine 
because the idea and its corollary 
facts are not properly organized. 
Abraham Lincoln was a master of 
the art of simplifying facts so that 
ideas could be understood. It was 
Lincoln who stated that nothing 
irritated him more than a speaker 
who failed to make his point under- 
stood. Lincoln tells about the many 
nights that he paced the floor trying 
to reorganize and understand some 
plan or program which had been 
presented to him. He would write 
and rewrite the pertinent facts until 
he grasped the full significance of 
the idea—then he would restate them 
in such simple terms that those to 
whom he addressed the idea could 
grasp the meaning. 

In modern business we are con- 
stantly confronting ideas arising 
from the changing times and the 
problems of a complex society. Un- 
fortunately, there are few Lincolns 
in today’s business who are so dedi- 
cated to simplicity of communica- 
tions that they will take upon them- 
selves the task of simplifying both 
their own ideas and the ideas of 
others with which they must deal. 


Expediency of Authority 


In the rush of business, we have 
little time to explore ideas. If the 
idea is not readily understood, the 
safest way out is to say “no.” If the 
idea is ours by creation, we often rely 
on the expediencies of authority to 
put it into effect. In plain words, 
we legislate rather than sell our 
ideas, and we turn down the ideas of 


others rather than explore them for 
their value. 

A friend of mine who does a 
considerable amount of writing and 
speaking always makes a skeleton 
outline of his subject before attempt- 
ing the development of the principal 
theme. The outline provides a sound 
basis for the organization of facts 
so that an orderly approach results. 


Less Verbose 


The organization of facts also re- 
sults in a less verbose presentation. 
The old fashioned report method of 
building up the facts, dilating on 
each minute segment, climaxing 
with a “statement of results” re- 
quires too much reading for the 
modern businessman, notwithstand- 
ing that a “summary” condenses the 
idea into capsule form. Most mod- 
ern business reports and idea-sales 
presentations follow the summary 
lead type of presentation used for 
newspaper reporting in which the 
conclusions are stated before pre- 
senting the facts. The lead” line 
should tell the story, followed by an 
orderly treatment of facts. 

When those of us who respect the 
“time element” recognize that we 
must make our sale of ideas not by 
the preponderant use of words, but 
by our orderly and logical organiza- 
tion of facts, we find that our pres- 
entations click. A college professor 
who was trying to teach brevity, 
which ‘in turn taught word selectiv- 
ity, used telegram blanks for the 
students’ answers to examination 
questions—the students could not 
exceed the maximum wordage al- 
lowed for each answer. If they knew 
the answer, they could select the 


(Continued on the next page) - 
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booklets 


P-358—Microfiim Indexing 


A ten-page, attractively illustrated hand- 
book may now be obtained which deals 
comprehensively with the problems involved 
in the indexing of microfilm records. Micro- 
filmed records are not only space-saving, 
and an insurance against the loss of valuable 
materials; the system makes record finding 
itself a quick and simple job. It has been 
proved beyond a doubt that microfilmed 
records, properly indexed, are more easily 
and quickly found than the paper originals! 
The purpose of this booklet is to explain 
specifically to new users of the microfilm 
method the utter simplicity of proper index- 
ing, to remove the mysteries that usually 
surround the subject and to make clear the 
sequence of steps which should be taken. 


P-359—Office Systems Guide 


Material compiled for this handy office 
systems guide was abstracted from a wide 
variety of sources—literature, field reports, 
and surveys that have been made over an 
extended period of time. Instead of pro- 
ducing a large, unwieldy booklet, this firm 
has made available a graphic and easy-to- 
use visual representation of this information. 
The guide provides a great assortment of 
data. On one side, eighteen general industry 
groups are listed indicating the various 
applications where office copying techniques 
have proved to be a saving in time and 
effort. A slot below indicates the number 
of a specific-application folder which is 
available upon request and which goes into 
much greater elaboration. In addition, a 
general staff organization is shown broken 
down into a number of specific departments. 


P-360—Light For Living 


Two small, handy folders dealing with the 
problem of adequate lighting in the home 
are now ready for distribution. Information 
contained in them is based on a careful 
study of lighting needs in relation to occu- 
pant comfort and safety, and should be of 
particular interest to every home owner. One 
of the booklets discusses minimum lighting 
standards. It includes an illustrated diction- 
ary of lighting terms, and two checklists 
which permit the user to list specific fixtures 
for each room and area in the home. The 
second pamphlet gives suggestions which go 
beyond the minimum standards. 
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Putting Ideas Across—Continued 


words—if they were trying to bluff 
their way by verbiage, they would 
find it very difficult to summarize 
and condense. 

The old “flattery wheeze” of cov- 
ering up the lack of facts as well 
as the failure to organize the limited 
amount of facts by the disarming 
statement to the effect that, “You 
no doubt understand the importance 
of this idea (whatever it is) and 
recognize its value so I’ll save your 
time by not going into the details, 
etc.,”” has helped many a poor sales- 
man over a bad spot. If the “victim” 
denied that he understood the im- 
portance of the idea, he was ad- 
mitting to a lack of intelligence 
implied by the salesman. If he agreed 
that he did understand the proposi- 
tion, the need for further explanation 
had passed. In short, one must 
understand and believe in an idea 
before it can be sold to others. 

Someone said that an open mind 
was like a sieve; everything ran 
through it and nothing remained 
except waste. We think the refer- 
ence was applicable to an indecisive 
mind in which definite opinions and 
attitudes were not easily arrived at. 
An open mind, one which is positive 
in approach and accepts ideas for 
analysis and appraisal before rejec- 
tion, is essential for putting ideas 
across. How many managers have 
said, “My business is different,” 
using this expression as an excuse 
for the failure to make progress. An 
open-minded management inspires 
progressive and creative thinking on 
the part of his associates. It only 
takes one or two arbitrary rejections 
to kill off suggestions. 

We have observed organizations 
over the years, particularly in our 
appraisals of the management, sales 
results, and the dollar value of the 
worth of the business, and we have 
been impressed by the high correla- 
tion between management’s attitudes 
toward new ideas and the tangible 
worth of the business, In organiza- 
tions where—(1) management was 
negative minded—(2) dictated how 
things were to be done—(3) de- 
manded agreement on all of manage- 
ment’s ideas—(4) turned down new 
ideas and (5) displayed a lack of 
interest in creative thinking and 
improvements—the morale of the 


workers was low. The employees 
were, in fact, order takers, having 
little, if any, opportunity for the dis- 
play of initiative. The alert and 
ambitious employees left the organ- 
ization for other jobs and those that 
remained were routine workers, con- 
tent to follow orders, do what was 
asked and no more. 

Conversely, in those organizations 
where management listened to all 
ideas, encouraged creative thinking, 
and rewarded initiative, the morale 
was high and business success was 
a continuing contest to “beat last 
year’s record.” The employees had 
the feeling that they were part of 
the organization and actually partici- 
pated in decision making. Brain- 
storming, which, in our opinion, is 
a passing fancy, is nothing more 
than an unrestricted opportunity to 
turn the brain loose and try and 
come up with ideas, notwithstanding 
that many (or even most) will be 
fanciful, fantastic and impractical. 
In brain-storming, all ideas are re- 
corded. Then they are reviewed and 
the more practical ones are further 
screened for merit and applicability. 


Rank and Title 


Rank and title have little influence 
on creative thinking except that 
some employees because of rank are 
thrown into contact with problems 
which offer the greatest opportunity 
for the creation of ideas. In scien- 
tific management, the first step is 
the recognition that a problem exists. 
If managment is thoroughly satisfied 
with conditions as they exist, the 
incentive to create ideas is not 
present. The creative persons, the 
idea-men of industry, see what others 
see, but instead of taking things for 
granted, they have an inquisitive 
mind. These persons want to know 
why things are done. One company 
offered a weekly cash prize (for a 
limited period of time) to the 
employee who submitted the best 
question pertaining to the methods 
followed by the company. This was 
not a suggestion plan because man- 
agement did not insist on solutions. 
Management wanted the employees 
to think objectively about their work 
and constructively about methods. 
The management of this company 
recognized that ideas had two basic 
areas—(1) one area is the area of 
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need ; the other area (2) is the area 
of solution. Management, because 
of its experience, can contribute 
more to the solution of a problem 
than it can to uncovering the prob- 
lems which require solution. Man- 
agement may be so far removed from 
the physical problems of work per- 
formance that the problems of ac- 
tually doing the work do not come 
to their attention. This is particularly 
true if management is so confined 
by the pressures of developing busi- 
ness that it evidences no interest in 
the “bread and butter” aspects of 
the business. Nothing is more dis- 
couraging to the employees than to 
have a “red-hot idea” and have man- 
agement say—‘sorry, but I am too 
busy to talk to you today.” This 
pulls the cork on enthusiasm and 
interest, and soon the employees 
cease to offer suggestions. 


Best Question Technique 


The “best question” technique has 
merit because it only requires the 
employee to “ask why” and not to 
“tell how.” The employees’ questions 
bring to management a good cross 
section of the employees’ problems 
and the areas of uncertainty. It also 
brings the employees into participa- 
tion in the idea development pro- 
gram, even though the participation 
is indirect. When management 
comes up with ideas, the employees 
have a feeling that they contributed 
to those ideas, and in consequence 
the resistance to change is lessened. 
Nothing is more inspiring and satis- 
fying than being able to see the 
results of one’s own creative activi- 
ties. This explains to a degree why 
so many top-management personnel 
take up creative hobbies. So often 
they cannot see tangible evidences 
of their business efforts, particularly 
in short range periods. Much of 
their activities and energies go into 
long range and somewhat intangible 
programming. Top management 
may romance a potential client for 
months before tangible evidences 
come into play. We all need evi- 
dences of effort—so the executive 
who takes up wood-working, pho- 
tography, painting or other creative 
hobbies can view the results of his 
effort almost immediately and this 
provides the satisfaction of accom- 
plishment which carries him over the 
many periods in his business life 


when progress and attainment may 
be slow. 

This has a very practical applica- 
tion to idea development because it 
temporarily satisfies the ego, thereby 
providing the patience and stick-to- 
itiveness so essential to creative 
thinking. 

Ideas develop best and most fre- 
quently in an atmosphere of unre- 
stricted communication. We see evi- 
dences of the gradual break-through 
of the barrier in which managment 
keeps its thoughts to itself. Man- 
agement’s tactiturnity has probably 
contributed much to the politicians’ 
attack and labors’ criticism of man- 
agement. We tend to criticize that 
which we do not understand. The 
best cure for misunderstanding is 
communication. We hope this is not 
a belaboring of a subject on which 
we have commented so frequently. 
We are trying to give communica- 
tions its proper emphasis and point 
up its relationship with almost every 
management practice. No one has a 
corner on ideas. We seek them 
where we can find them, but we 
must remember that developing ideas 
is but half of the problem. The 
other half arises when we try to put 
our ideas to work. There is where 
we run into the human problems, 
and it is there where the challenge 
to management is found. A man con- 
vinced against his will, is a man 
unconvinced still—acceptance of an 
idea because of pressure, higher 
authority, or domination, leaves the 
successful application of the idea to 
chance. Understanding and intelli- 
gent application of ideas require 
selling. Management would be well 
advised to: 

1 Keep an open mind concerning 
ideas ; 

2 Subordinate authority in favor of 
selling ; 

3 Obtain and organize facts ; 

4 Communicate ideas to the em- 
ployees ; 

5 Encourage the communication of 
ideas from employees ; 

6 Explore each idea thoroughly be- 
fore trying it; 

7 Never apply an idea without prior 
notice to those affected by the idea; 
8 Reward creative thinking ; 

9 Don’t make a change for the sake 
of a change unless there are tangible 
advantages in the change ; 

10 Let the employees and associates 
participate to the fullest extent pos- 
sible in idea creation. 
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HIS BROAD SUBJECT, it seems to 
if howe has two major aspects. 
First there is the consideration which 
must be given to the nature and use 
of the information which is revealed 
by the records and secondly the me- 
chanics of maintaining the informa- 
tion (records). This symposium, as I 
understand it, is primarily concerned 
with the latter aspect, the mechanics 
of record maintenance or keepir 
However, record keeping cannot be 
entirely divorced from the informa- 
tion aspect, as will be developed in 
the course of this discussion. 

Essentially an office record is a 
medium of communication, an as- 
sembly of information compiled to 
serve a very definite need. The most 
cumbersome and costly form of com- 
munication is the verbal, by word of 
mouth coupled with human memory. 
An example of this would be to ap- 
pear before a policyholder to inform 
him that his premium is due, with 
reliance upon memory, to provide the 
amount,_dividend, loan interest, etc. 
In lieu of this person to person con- 
tact we might write a memorandum 
or letter describing in detail the na- 
ture of the charge we are making. 


Preprinted Words 


We have long since discarded 
these primitive forms of communica- 
tions and have developed equipment 
for the mechanical preparation of a 
form using symbols and preprinted 
words to convey the desired informa- 
tion. 

This brings us to the two main 
features of this discussion, the design 
of the form (record) and the proc- 
essing and maintaining of it, usually 
involving mechanical equipment and 
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Record Keeping 


storage facilities. In factory parlance 
the form may be likened to the jig 
and fixture, the pattern designed to 
facilitate production and give assur- 
ance of a uniform product. 

Many splendid papers have been 
presented on the design and physical 
aspects of the business form and we 
have Frank Knox’s very exhaustive 
text on the subject. However, I 
would like to place the form in its 
proper place in office administration. 


Not the Number in Use 


The justification of the form, 
which is the skeleton of all office 
records, is to enable us to attain a 
definite objective with the minimum 
expenditure of effort and with due 
consideration to the requirements of 
others concerned. I have no patience 
with the planning man whose claim 
to fame is based upon his elimination 
of “hundreds of forms.” He could 
eliminate all forms if he chose and 
return to reliance upon verbal com- 
munications and memory. There will 
always be occasions when forms can 
be improved and combined better to 
meet procedural requirements but 
not just to reduce the number in use. 

Form design is essentially an en- 
gineering job of the utmost impor- 
tance because it establishes the pat- 
tern for office procedures, perhaps 
for years to come. Insurance com- 
panies particularly, with their vast 
accumulation of records, pay a ter- 
rific penalty for errors in form de- 
sign. Almost all life companies have 
some bastard size forms, requiring 
special file cabinets, the brain child 
of someone many years ago. In 
many instances it has been found 
more economical to worry along with 
the handicap than to incur the ex- 
pense of making a change at this late 
date. I know of one large company 
who years ago had an officer com- 


mitted to the documentary type of 
case jacket. Paper on over a million 
policy issues are so filed in especially 
designed cabinets. Compared with 
the more orthodox folders, filed ver- 
tically in open shelf files, the main- 
tenance cost (of the documentary 
type folder) is extremely expensive, 
But the complications involved in 
making a change-over at this late 
date are too great, hence the com- 
pany will have to continue indefi- 
nitely to operate this activity under 
a handicap. 

I find no place on the agenda here 
for a discussion of what might be 
termed the public relations aspect of 
form design. The Premium Notice 
is of course the basic company form 
which concerns the policyholder. 
In our desire to adapt it to simplify 
and streamline home office account- 
ing procedures, we are tempted to 
ignore the main purpose for which it 
exists. I am sure we all can recall 
horrible examples of this found in 
the form portfolio of other compa- 
nies. 


Consult with Others 


It would seem to make sense that, 
before adopting a form which con- 
cerns the policyholder or another 
department, we consult with those 
concerned to be sure it is acceptable 
and best serves the purpose intended. 
The merit of this approach was 
rather forcefully brought to my at- 
tention a few weeks ago when I was J 
examining the premium notice, re- 
minder and lapse forms being used 
by a small New England company. 
I was somewhat shocked when 1 
came to the lapse notice. It was 
printed in a somber grey with a 
quarter inch mourning border with 
the word “Lapsed” in bold black 
type. It was very obvious that some- 
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thing had died, in this instance the 
life protection of the policy. But 
there was the hope of resurrection in 
smaller type. By paying the pre- 
mium within ten days accompanied 
by a short form medical, all would 
be forgiven and life (of the policy) 
would be restored. I was told that 
the conservation people and the 
agents are very well pleased with the 
reception of this distinctive notice. 


The introduction of Data Proc- 
essing Equipment has revolutionized 
the art or science of record-keeping. 

Probably the first deviation from 
the traditional form of record main- 
tenance was the invention of the 
duplication process. For centuries 
information was preserved on stone 
or parchment or notches on sticks. 
Until the invention of the printing 
press all so-called accounting records 
were manually kept, a most laborious 
and costly procedure. Following the 





Fast becoming a 
MUSEUM PIECE 


The scrub, smudge, scuff and tear of the traditional 





typewriter eraser is replaced by the 
quick flick of an ordinary pencil eraser on a 
modern typing paper. Result—neater letters, 
in less time, at less cost. 


Write for a free demonstration sample of 


Millers Falls EZERASE 
BOND and ONION SKIN 











printing press came the typewriter 
and the many types of duplicating 
processes. 

I believe the wet towel book proc- 
ess was the first type of office dupli- 
cating equipment used in this 
country. My first vacation job while 
in high school was to wet and wring 
out towels for duplicating Bills of 
Lading in the Rochester, New York, 
office of the Erie Railroad. The orig- 
inal Bill of Lading was written with 
an indelible pencil and transferred 
to a permanent binder by applying a 
wet towel under pressure to the 
copy. Some forms were printed in 
indelible ink so that both the form 
and entries could be duplicated. This 
method of duplication became obso- 
lete with the introduction of carbon 
paper in the first decade of this 
century. You can imagine my sur- 
prise when I became associated with 
a subsidiary of the Standard Oil 
Company in 1918, to find that the 
trial balance forms furnished by the 
parent company were still being 
printed in indelible ink. 

In reviewing the history of record- 
keeping one finds himself speculating 
as to which comes first, the system 
seeking mechanical equipment or 
the new equipment suggesting an 
improvement in the system. In any 
event record-keeping today is largely 
a mechanized activity. Since World 
War I we have witnessed the advent 
of the punch card, accounting ma- 
chines, key sort, microfilm, a variety 
of duplicating equipment, and now 
the invisible record, the magnetic 
tape. I am sure we all have much to 
learn on how to most effectively 
utilize this marvelous equipment for 
the keeping of life insurance records. 


Disbursements—from page 53 


After several months of successful 
operation in accounts payable, the 
Intercoupler system was extended 
to cover the payment of certain 
commissions and the paying of some 
annuity cancellation benefits. These 
applications involve some 60,000 
checks annually and are basically 
similar to the payable operations. 

The Intercoupler system, now in 
successful operation for one year, 
has enabled Equitable to mechanize 
where it seemed impossible, and to 
make even fuller use of its existing 
business machines. 
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THE FUNCTION OF AUTOMATION 


GILBERT L. KERR 
Vice President 
Recording and Statistical 

Corporation . 


OT TOO LONG ago Mr. Ralph 

J. Cordiner, Chairman of the 
General Electric Company stated: 
“When the history of our age is 
written, I think it will record three 
profoundly important technological 
developments. Nuclear Energy which 
tremendously increases the amount 
of energy available to do the world’s 
work. Automation which greatly in- 
creases man’s ability to use tools 
and Computers which multiply 
man’s ability to do mental work.” 


Suspicious Enthusiasm 


As more advanced and more com- 
plex data processing equipment is 
being introduced, there is an attitude 
of enthusiasm mixed with suspicion 


and apprehension. Many have seized - 


on the electronic computer as a cure- 
all for the ills of their business and, 
then, have been disillusioned and 
suspicious because it has not accom- 
plished all that they, had expected 
it to do. Usually the disillusionment 
results from the inability of the user 
to know what to do with the com- 
puter after it has been installed. 

Data processing has been a nec- 
essary function of business from its 
very inception. Every office, large 
and small, must use some form of 
data processing system to operate 
efficiently. Data must be processed 
in order to compile routine reports, 
bills, inventories, payrolls, etc. Data 
processing, by definition, means sim- 
ply that a succession of basic facts or 
data are processed to ‘produce item- 
ized reports or other documents. 
Therefore, modern data processing 
is in reality an advanced system of 
work simplification where many 
operations previously performed 
manually are efficiently and econom- 
ically processed on automatic ma- 
chines. 

After the original or source docu- 
ment is prepared all further reports, 
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statistics, etc., are produced by auto- 
matic data processing machines. 

These machines may be. actuated 
by punched cards, punched tape or 
magnetic tape, drums, disks or cores. 
The actuating agents can be created 
simultaneously with the preparation 
of the source document or as a 
separate operation, depending on the 
type of equipment involved. There 
are numerous methods and many 
types of machines which lend them- 
selves to modern data processing 
applications and a great deal of time 
could be spent discussing them. The 
most common tools are: 
1. The punched card accounting 
machines. 
2. Punched paper tape typewriter 
style accounting machines. 
3. The complex electronic digital 
computer, which can be actuated di- 
rectly or indirectly by various agents, 
including the punched card, punched 
tape and magnetic tape, drums, disks 
or cores, 

The punched card is by no means 
a recent development and has, in 
fact, been used extensively in tabu- 
lating for more than half a century. 
Developed in 1889 with the purpose 
of speeding up the recording of cen- 
sus information, the punched card 
originally actuated a mechanical ma- 
chine which would transcribe the 
information punched in the card and 


Necessary from its inception 


record it on a visual register. Almost 
immediately electricity was applied 
to this first machine and the electric 
tabulating machine was born. The 
first machines were simply straight 
adding machines, but as the years 
passed many improvements were 
added. In a relatively short span of 
years we have progressed from a 
basic mechanical adding machine to 
the modern day punched card ac- 
counting machine. The principles of 
punched card accounting are rela- 
tively simple and consist of these 
basic steps: 

1. Information written or otherwise 
recorded on a source document is 
transcribed to a tabulating card in 
the form of punched holes. 

2. Punched cards are arranged in a 
sequence by a sorter. 

3. Printed reports are prepared au- 
tomatically by an accounting ma- 
chine which reads the holes in the 
cards. 

These are the basic steps and the 
system must include many other 
additional machines. Punched card 
accounting machines may be used 
in conjunction with electronic com- 
puter systems, either connected di- 
rectly to the system, or operated 
independently from punched cards 
created by the computer system. 

Punched paper tape, like the 
punched card, is not a recent devel- 
opment, having been used as a com- 
munications media for trairsmitting 
typewritten data accurately and au- 
tomatically since the latter part of 
the 19th century. Not until recent 
years, however, has it come into its 
own in a true data processing sense. 

Punched tape offers many advan- 
tages, among which are its simplicity, 
ease of preparation and versatility. 
Tapes are generally prepared as a 
by-product of writing original docu- 
ments. Preparation is further sim- 
plified by the fact that the tape 
punch is activated by a modified elec- 
tric typewriter for which no special 
operating skills are required. Docu- 
ments can be written and a by-prod- 
uct tape punched at regular electric 

(Continued on the next page) 
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Automation—Continued 


typewriting speeds. Punched tape 
versatility is further attested to by 
the fact that it may be used to 
actuate numerous other types of 
equipment. It may be transmitted 
or reproduced automatically by local 
long-range, or even international 
communcations equipment. 
Obviously, the most important ad- 
vantage of punched tape lies in its 
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ability to communicate with other 
data processing machines. 

By using paper tape as a media 
it becomes possible to communicate 
automatically between virtually all 
types of data processing equipment. 
The importance of this can hardly be 
over-emphasized, since it has opened 
the door to complete office automa- 
tion. With the ability to communi- 
cate with other units, each machine 
becomes an integral part of a com- 
pletely automatic system. This type 
of system is appropriately termed 
“Integrated Data Processing.” Many 
insurance companies, particularly 
small and medium sized firms are 
making extensive use of punched 
tape systems. 

Punched tape may be used as 
input for some electronic computer 
systems or may be converted into 
punched tabulating cards by any of 
the automatic tape to card converters 
now on the market. There is also 
a device which will convert punched 
tape to magnetic tape. 

In spite of the amazing capacity 
of modern punched card systems, 
something faster and more com- 
pletely automatic was needed to keep 
pace with the growing volume and 
complexities of business. Since sev- 
eral separate machines are required 
in a punched card system, some 
delay is experienced in transferring 
intermediate results from one ma- 
chine to another and many human 
decisions and interventions are nec- 
essary to complete an accounting 
procedure. With the advent of elec- 
tronic equipment a new technique 
was introduced. 


Transporting Data 


Electronic devices are able to 
provide internal methods for trans- 
porting data and intermediate results 
from step to step so that raw data 
could be fed into one end of the 
machine system and finished results 
delivered from the other end without 
interruption. 

Among the first large scale auto- 
matic calculators were the Harvard 
Mark 1 and ENIAC (Electronic 
Numerical Integrator and Calcula- 
tor) which were installed in the 
middle forties and have since been 
operated with amazing success. Since 
this rather recent beginning, the ad- 
vances made in the development of 


giant electronic computers have 
been phenomenal and there are now 
a great variety of machine systems 
available for all needs. The present 
day electronic brains solve even the 
most complex problems and produce 
results with fantastic speed and ac- 
curacy. These amazing machines 
can also store great quantities of 
information and can select any spe- 
cific bit of information for compari- 
son or other machine use almost 
instantaneously. 


A Machine System 


Electronic computer installations 
consist of several devices grouped 
together to form a machine system 


capable of processing data. The fol- 


lowing principal elements are neces- 
sary in a computer system: 

Input System—Which accepts and 
translates into electric impulses in- 
formation fed from punched cards, 
punched tape, magnetic tape or in- 
serted manually from a key board or 
switches. 

Sequence Control System—This 
unit issues instructions to the com- 
puter system, directing the whole 
operation of the computer. The 
sequence of steps to be performed 
for a given operation must be trans- 
lated into detailed instructions which 
the system can understand. These 
instructions are known as a “pro- 
gram” and since it is retained in a 
storage device, to be available to the 
control unit as needed, it is called a 
“stored program.” Special instruc- 
tions enable the processing unit to 
make logical decisions based on 
intermediate results and allow the 
system to select the proper course 
among several alternatives for solv- 
ing a problem. 

Storage—Data can be internally 
stored in a system by electromechan- 
ical, magnetic or electronic devices 
and is readily accessible to the sys- 
tem when needed. Stored informa- 
tion can be referred to one or more 
times and may be replaced whenever 
desired, Information memorized by 
the system can be original data, 
intermediate results, reference tables 
or instructions. Each storage loca- 
tion is identified by an individual 
location number which is called an 
“address” and by means of these 
numerical addresses a data process- 
ing system can locate data and 
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instructions as needed during the 
course of a problem. The speed of 
processing is largely dependent on 
the “access time’—the length of 
time required to obtain a number 
from storage and make it available 
to other units of the computer sys- 
tem. 

Processing or Arithmetic Unit— 
The Processing unit can add, sub- 
tract, multiply, divide or compare 
numbers in a manner similar to a 
desk calculator, but at lightning 
speed. This unit is capable of making 
logical decisions and can distinguish 
positive, negative and zero values 
and transfer this information to 
other units of the computer. 

Output System—This system con- 
verts computer results into desired 
form, which may be punched cards, 
punched paper tape, magnetic tape 
or printed records. Printers handle 
high-speed computer output by 
printing an entire line of informa- 
tion at one time. 

The functions of the elements of 
a computer may be likened to the 
steps in solving a problem by the old- 
fashioned paper and pencil method. 
The input would correspond to in- 
formation given in the problem. The 
processing unit performs the same 
function as our manual caluclations. 
Storage may be compared to the 
work papers on which we note inter- 
mediate answers. 


Storage Methods 


A closer look at some of the 
storage methods and output devices 
used by computer systems will help 
us to understand more clearly the 
operation of the system. 

Storage Methods—To effectively 
perform its job the electronic com- 
puter depends on storage (memory) 
devices which have the ability to 
store and remember fantastic quan- 
tities of information. These memory 
devices act as the computers file 
system and the speed with which 
a computer system deals with a 
problem is dependent upon the 
“access time” required to call data 
and instructions from its memory. 

Modern Storage Methods—Tapes, 
Drums, Disks and Cores are all 
based on ingenious ways of utilizing 
magnetic principles. 

(1) Magnetic Tape—One of the 
newest storage media. In addition 
(Continued on the next page) 
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Automation—Continued 


to storage magnetic tape is also used 
for both input and output. Like 
punched paper tape, magnetic tape 
comes in a continuous strip. {t is 
usually 4%” wide and made of plastic 
or metal. The surface is coated with 
a material which can be easily mag- 
netized and will retain the magne- 
tized condition. Magnetic tape 
differs further from paper tape in 
that instead of being punched, tiny 
magnetic fields or “spots” are set 
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up in appropriate tracks of the tape. 
Data can be read, erased, entered or 
replaced by tiny electromagnetic 
reading heads. 

The most important advantages of 
magnetic tape is its compactness and 
storage capacity. It is possible to 
have as many-as 25,000 unit records 
of 80 characters each on a single reel 
of 2,400 feet of tape. Several sep- 
arate tape units may be attached to 
a computer system making it pos- 
sible for the system to command data 
from many files into the same oper- 
ation and to select records at will 
from various tape units as required. 

(2) Magnetic Drum—These de- 
vices utilize essentially the same 
process of recording as magnetic tape 
and consist of a metal cylinder which 
spins inside a jacket covered with 
reading heads. In principle, a mag- 
netic drum could be likened to forty 
lengths of five-track magnetic tape 
wound side-by-side around a cylin- 
der. The rotation of the drum causes 
the surface to travel past the reading 
heads thousands of times a minute, 
thus the information stored on the 
drum is made available thousands 
of times a minute. Since a drum does 
not have as great a total magnetic 
surface area as a reel of tape it 
cannot, therefore, store as much in- 
formation. Depending upon its size, 
the drum can store from 5,000 to 
nearly 100,000 characters, each of 
which can be read or written in a 
few thousandths of a second. This 
speed marks the magnetic drums 
major advantage over tape. Nor- 
mally it takes much longer to find 
a record at random on magnetic tape 
since the information needed may be 
in the middle or at the other end of 
the reel. 

(3) Magnetic Disk—Newest of 
the magnetic storage methods. This 
type of memory unit consists of 50 
rotating metal disks containing 100 
circular recording tracks on each 
side. Each track is capable of hold- 
ing five 100-character records and 
up to 5,000,000 alphamerical charac- 
ters may be stored in the entire unit. 
Stored records are available to the 
system through electronically con- 
trolled “read-write” arms which are 
capable of locating, at random, any 
address in memory in a fraction of a 
second, This ability to locate records 
without searching through unwanted 
information is called “random ac- 


cess.” With magnetic disk storage 


it is possible to process each trans- 
action as it occurs rather than ac- 
cumulating several transactions and 
processing them in batches. 

(4) Magnetic Cores—These stor- 
age units are used in the most 
powerful memory devices. They 
are composed of thousands of 
tiny, doughnut-shaped, metal rings 
threaded on wire grids. A magnetic 
field is set up by passing electric 
current along a wire through a core. 
The core retains the magnetic charge 
when the current is removed. Pas- 
sing current in the opposite direction 
reverses the magnetic field. 


Two Advantages 


Core storage affords two big ad- 
vantages—dependability and ex- 
tremely fast access time. It provides 
access to data and instructions in a 
few millionths of a second and can 
remember information for as long 
as needed. 

Output Devices (High Speed 
Printers )—With the rapid develop- 
ment of electronic data processing 
equipment a need arose for output 
printers capable of producing printed 
results much faster than is possible 
with the most advanced type of con- 
ventional tabulator. 

This need has been filled with the 
development of “High-Speed Print- 
ers.” 

Although relatively new, these 
printers are gaining wide recognition 
for their ability to handle conven- 
tional multiple part marginal 
punched continuous forms at seem- 
ingly fantastic speeds. Among the 
operational high-speed printers in 
use are those capable of printing up 
to 1,000 lines per minute. There are 
even machines under development 
which are expected to print at speeds 
up to 3,500 lines per minute. 

Although developed primarily for 
use with electronic computer sys- 
tems, it is highly probable that these 
fast, efficient printers will eventually 
be used in processing systems which 
do not include elctronic computers. 

I have an exhibit which was pre- 
pared on a Remington Rand high- 
speed printer, which transcribes Uni- 
vac results from tapes prepared in 
the Univac system, printing on a 
line 130 characters wide and offer- 
ing a selection of 51 characters, 26 
alphabetics, 10 numerics and 15 
symbols. This machine operates at 

Best’s Life News 





ad- 
ex- 
rides 
ina 
can 
long 


peed 
elop- 
ssing 
itput 
inted 
sible 
con- 


h the 
»rint- 


these 
lition 
nven- 
‘ginal 
seem- 
y the 
rs in 
ig up 
re are 
yment 


peeds 


ly for 
" sys- 
these 
tually 
which 
uters. 
Ss pre- 
high- 
s Uni- 
red in 
on a 
offer- 
rs, 26 
ad 15 
ites at 
e News 


a speed of 600 lines per minute and 
this specimen, which is printed in 
English, French, German, Italian 
and Spanish, was produced in 
exactly nine seconds. 

With the invention of the first 
large scale elctronic computer our 
management was consulted in the 
determination of the impact it might 
have on Home Office Insurance 
Companies. We were that impressed 
that we invested in the enterprise, 
with the conviction that we were at 
the threshold of a new period of 
progress and growth. The progress 
was slow primarily because of the 
lack of a satisfactory method of docu- 
menting the computers’ output. 
While output for scientific computa- 
tions is relatively small, many insur- 
ance applications involve the proc- 
essing and output of voluminous 
data. 

Development of the high-speed 
printer set the stage for insurance 
management to harness the computer 
to help solve insurance problems. 
However, the economics of owner- 
ship, expense of preparation for in- 
stallation and operation of the 
computer presented problems. And, 
it must not be overlooked that the 


matter of obsolesence was of grave] 


concern. 

At this point I might parenthetic- 
ally tell you that Univac 1 has al- 
ready been succeeded by Univac 2 
and I am confident that even now 
further improvements are being gen- 
erated into what will be successors 
to these earlier models. 


Economic Obstacles 


In the life companies progress has 
been rapid—their size and the per- 
manency of records they maintain 
justify the economics. This, how- 
ever, is in sharp contrast to the 
transient nature of fire and casualty 
data and, indeed, the relative size 
of some of these companies. Fire 
and Casualty companies have been 
eager for the benefits a large compu- 
ter affords but have been dissuaded 
by economic obstacles. A few of the 
larger companies have taken the bold 
step towards adapting the computer 
to their operation. Then, too, there 
is at least one instance where com- 
panies have joined together to co- 
operatively process their work on a 
computer, 

(Continued on page 70) 
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Use of "Scotch" brand sandwich construction magnetic tape in place of conventional tape has cut “down-time" for recording head clean-up. 


SANDWICHES FOR A COMPUTER 


HERBERT F. CHERRY 
Director of Data Processing 
Minnesota Mutual Life 
Insurance Company 


N JULY OF 1958 we who are in- 
oa with Minnesota Mutual’s 
data processing system substituted 
“sandwich” tape for all conventional 
magnetic tape in our Burroughs 205 
computer. After nine months of per- 
formance, sandwich tape has proved 
its efficiency to us by: solving 90% 
of our Datafile tape-read troubles; 
eliminating oxide rub-off on the 
recording heads; reducing “down- 
time” for recording head clean-up 
from once-an-hour to once-a-day. 


Two Datafiles 


Our tape switch involved supply- 
ing fifty reels of tape for the five tape 
transports, plus one hundred thirty 
strips, each two hundred fifty feet 
long, for the two Datafiles. Since 
that time two hundred fifty addi- 
tional reels and fifty additional strips 
have been included in the operation. 

The tape that has so revolution- 
ized our operation is “Scotch” 
brand sandwich tape—Minnesota 
Mining and Manufacturing Com- 


/pany’s new tape with the fifty micro- 


inch plastic layer that shields its 
oxide coating from contact with 
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recording heads. A comparison of 
sandwich tape to conventional in- 
strumentation tapes is made in the 
accompanying diagram. 


- The sandwich tape has shown no 
appreciable wear since its installa- 
tion. The only time we've had to 
change tape is when there has been 
mechanical damage to the tape. 


Prior to the switchover it was 
necessary to clean recording heads 
hourly, a common chore in data 
processing. Now we find the record- 
ing heads require cleaning only once 


every twenty hours of production 
time. 

Another advantage of sandwich 
tape is that damage to the tape’s thin 
plastic coating does not harm the 
recording surface itself. Ordinary 
tapes are damaged rather easily as 
the oxide is in direct contact with 
all friction points. 

Although we have discovered these 
other features of sandwich tape since 
the changeover, our original purpose 
in switching to sandwich tape was 
to solve a problem of oxide rub-off 

(Continued on the next page) 


Engineer inspects one of 50 tape strips in a Datafile for wear. Use of “sandwich” 
tape in place of conventional tape has solved 90% of company's tape-read troubles. 
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Computer—Continued 


in our computer’s Datafiles—another 
headache common to data processing. 

The Datafile tape bin unit is a 
“free end” tape device, providing 100 
lanes or channels of magnetic tape, 
each with a capacity of 200,000 
digits. A reading head travels back 
and forth beneath the tapes, selecting 
the designated tape and searching it 
for the indicated block. 

The result is a low cost, relatively 
low speed “pseudo-random-access” 
device, rather well suited in price 
and performance to policy status 
applications in life insurance offices. 

Tape in the Datafiles had been 
“picking up” or “dropping” bits of 
information due to oxide rub-off on 
the recording heads. This in turn 
would make the capstans slippery 
and the tape would slip “out of step” 
during the rapid stop/start opera- 
tions, causing wrong information to 
be transmitted. (The driving power 
comes from the capstan due to pres- 
sure against the reading side of the 
tape. ) 

There are fifty strips of tape in 
each Datafile. By replacing the en- 
tire bin with “Scotch”. sandwich tape 
No. 188 we eliminated 90% of our 
tape-read troubles. 

However, not all of our tape-read 
problems have been solved. Rub-off 
from the Mylar backing—rather than 
the oxide—of the tape still causes 
slippage, to a minor degree. Cover- 
ing the backing with a “sandwich” 
layer would not solve this problem 
because the plastic used in the layer 


does not have enough friction to 
control the tape’s movement past the 
recording heads. 

We recently compared sandwich 
tape with “bare” (conventional) tape 
in a search/write, search/read test. 
A 30-inch portion of each tape was 
run past recording heads of a tape 
transport. 

The bare tape made its first error 
on its 1,049th pass, while the 
“Scotch” No. 189 sandwich tape con- 
tinued for 12,030 passes before 
erring by picking up a bit. 

For our purposes, we have found 
sandwich tape to be the most satis- 
factory magnetic tape presently on 
the market. 

The Burroughs 205 was installed 
at Minnesota Mutual in July 1957 
and was turned over to us for full 
production use in August of that 
year. 

Included in the installation, in ad- 
dition to the two Datafiles and five 
Datareaders (tape transports), are: 
a main frame with storage capacity 
of 4,080 words, 10 digits in length, 
plus sign; 

one Cardatron input buffering 
unit connected to a collator; 

two Cardatron output buffering 
units—one hooked up to a printer, 
one to a punch; 

one flexowriter and console with 
high-speed photo-electric reader ; 

one tape control unit which gov- 
erns all tape operations in the 
Datareaders and Datafiles, 

Since installing the system one 
and one-half years ago, we have 
transferred 40,000 policy records to 
magnetic tape. The 180,000 policies 


_ yet to be converted to the new sys- 
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_ tem are expected to be processed 


by the summer of 1960. 

Some of the regular chores han- 
dled by the computer are: premium 
deposit accounting ; 

mortgage loan transactions ; 

a consolidated functions approach 
to life insurance. 

Under the consolidated functions 
approach, one-fifth of the total poli- 
cies have been converted. Two rec- 
ords for each policy are maintained 
on magnetic tape: 

(1) In Datafile “A”—A status file, 
50 digits in length, is updated daily 
and supplies anyone in the home 


. office enough information for han- 


dling about 90% of the business. In- 
terrogation can be made at any time 


with machine access time amounting 
to an average of about six seconds. 
At present 3,000 transactions a da) 
are negotiated by the computer in 
keeping policies constantly up-to- 
date. 

(2) In Datafile “B”—12,000 pro- 
gram instructions operate on a 600) 
digit master record (kept on 40 reels 
of tape). Portions of these programs 
are called onto the main drum stor- 
age (4080 words) as needed. The 
maximum storage of 4080 words is 
then actually expanded to the capac- 
ity of Datafile “B” (20 million 
digits). 

The following is possible during 
one pass on the computer: premium 
billing ; premium accounting; com- 
mercial calculating ; loan status main- 
taining; and calculation of loan in- 
terest, current year dividends, divi- 
dend account credits, paid-up insur- 
ance purchased by dividends, and 
cash values. 


Final Form 


At present roughly 8,000 notices 
a month are produced in final form 
by the computer. After all 200,000 
policies have been converted, we ex- 
pect to use the computer to bill and 
account for one million premiums 
each year. 

Minnesota Mutual handles some 
20,000 FHA and GI mortgage loans, 
payments for which are made 
monthly. In addition to updating 
records to indicate payments have 
been made, the computer adjusts 
balances and calculates interest. 

Premium deposit accounts are 
similar to savings accounts. The 
policyholder puts money into the 
account to pay future insurance pre- 
miums. As each premium is paid 
the policyholder has interest credited 
to his account. 

The computer keeps record of de- 
posits and withdrawals, calculates 
interest on the deposits and credits 
this to the various accounts. Of the 
12,000 premium deposit accounts 
recorded on tape at Minnesota Mv- 
tual, some 5,000 are involved in each 
quarterly computation. 

Among other jobs assigned to our 
computer are supplementary contract 
calculation, projected studies of mor- 
tality experiences, group proposals 
calculation, and group rate changes 
calculation. 
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VISUAL SALES AID SYSTEM 


THE USE OF 35MM COLOR FILM as 
a sales device is receiving new im- 
petus with the development of the 
Filmeard Vue-dex visual sales sys- 
tem and an inexpensive, pocket-size 
viewer. 

Based on an adaptation of the Film- 
sort microfilm aperture cards widely 
used in the engineering, insurance 
and general office fields, the new 
technique for displaying color trans- 
parencies of products has been de- 
veloped by The Taylor-Merchant 
Corp., in cooperation with The 
Filmsort Company, division of 
Miehle-Goss-Dexter, Inc., leading 
designers and manufacturers of 
equipment for the printing industry 
and graphic arts field. This new sys- 
tem combines the graphic presenta- 
tion of material in compact form— 
and color. 

Cards and viewer can be used by 
salesmen, architects, builders, dec- 
orators and others to display exam- 
ples of their work, and in the direct 
mailing of a color pictorialization of 
products. Because of the product 
classification and indexing factors 
inherent in the Filmsort system of 
activating microfilmed data, the 
cards with color transparencies can 
also be effectively used in product 
research, and in any cataloging and 
similar sales promotion activity in 
which indexing is of value. 

With the use of color in the film 
apertures, the Taylor-Merchant 
Filmcard Vue-dex System employs 
the medium to reduce the display of 
products, room layouts and exhibits 
of bulky or weighty objects and 
groups of products to compact form. 
Merchandising of the system to 
manufacturers, distributors, design- 
ers, architects and others interested 
in displaying their wares and serv- 
ices will be offered in a breast pocket 
Filmeard wallet capable of holding 
the collapsible viewer and as many 
as a hundred aperture cards. The 
wallets are being made in assorted 
colors and can be imprinted with 
logotype, sales message, representa- 
tive’s name, etc. The color trans- 
parency in the card aperture oc- 
cupies approximately %oth of the 
card face area, leaving the rest of 
the space for sales message, indexing 
or descriptive data, etc. Filmcards 
can be so imprinted on both sides. 
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Perhaps it’s time for a fresh design 
and a bright new WESTON paper 


Your printer, advertising agency or letterhead designer will 
gladly suggest a new design and a paper of appropriate quality 
from the complete family of Weston cotton fiber letterhead 
papers — including Old Hampshire Bond (Extra 

No. 1, 100%), Defiance Bond (100%), Win- 

chester Bond (50%), Weston Bond (25%) and 

Weston’s Hand Weave (25%). Write Dept. BE 

for samples. 


Better Papers are made with cotton fiber 


BYRON WESTON COMPANY 
Dalton, Massachusetts 


Makers of Papers for Business Records Since 1863 


WESTON ebarers 


Leading Makers of: LETTERHEAD PAPERS + POLICY PAPERS « LEDGER PAPERS + INDEX BRISTOLS 








Automation—from page 65 


Because of their favorable work, 
speed and accuracy, electronic com- 
puter systems are revolutionizing 
data processing procedures. We 
must remember, however, that these 
machine systems, regardless of their 
size and ability, are still only ma- 
chines and can do only what they are 
told to do. They are not cure-alls 
for office headaches or magic wands 
that perform just by wishing it so. 





BEST BUY 
| 
ADVERTISING 
GIFT 
CALENDARS! 





Attractive Heritage advertising desk 
calendar . . . stays on your pros- 
pect’s desk all year long, is looked 
at daily. 


© ATTRACTIVE! 


Choice of four colors 


© INEXPENSIVE! 


As low as 8c each in leatherette, 
15c in plastic 


© PRACTICAL! 


Appreciated and used 


Get your free sample of the new Heritage 
gift calendar by simply sending your name 
and address on business letterhead to Ameri- 
ca’s most complete supplier of advertising 
gift specialties. 


HERITAGE src. co. 


DEPT. GC-7 
HERITAGE BLDG 


FT. WORTH, TEXAS 
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In order to perform even the sim- 
plest function, human beings must 
first tell them exactly what to do 
and how to go about it. The original 
data fed into the system must be 
absolutely correct before the compu- 
ter can produce accurate results. It 
must be told how to perform each 
task and must be programmed ac- 
cordingly. 

Thus, it is readily apparent that 
even the most advanced computer 
system is only as efficient as the 
people directing it. 

The success of this equipment will 
also depend on the ability to adapt 
work to the proper equipment. 
There will always be jobs which can 
be more economically produced on 
punched card equipment and I am 
sure that we will continue to have 
with us adding, calculating, book- 
keeping and other machines, not even 
forgetting the lowly pencil and 
scratch pad. 

I was not quite sure whether to 
start or finish my talk with a story 
I read in a recent publication. I 
finally concluded it would fit in bet- 
ter at the end, so here it is: 

“A young lad returned from school 
one afternoon and enthusiastically 
greeted his mother with the state- 
ment, ‘Mom, we have a magic 
record player at school. You don’t 
need electricity to run it—all you 
have to do is wind the crank.’ ” 





INSURANCE HANDBOOK 
SERVICE 


A SPECIAL HANDBOOK has just been 
published which describes new tech- 
niques and automated machines, and 
how they are being used. It applies 
specifically, however, to the insur- 
ance field. Office Automation—In- 
surance (First edition, January 
1959) is contained in a slate gray 
vinyl hard cover with a strong three- 
prong mechanism providing for 
open, reading, and closed positions. 
This reference manual includes de- 
scriptions of the new automated data 
processing techniques and machines, 
actval case studies, expanded table 
of contents, introduction, general 
considerations and index—a total of 
over five hundred pages 8% by 11 
inches equivalent to a series of or- 
dinary bound books. OA-I has over 
six hundred photographs, charts and 


drawings. Index sheets with colored 
plasticized tabs provide quick ref- 
erence. OA publications contain no 
advertising—they are entirely with- 
out bias and give instant information 
(not theory), in condensed form. 

OA-I has been designed specifi- 
cally to enable subscribers to keep 
up to date easily and quickly on 
automated data processing cevel- 
opments in the insurance field. 

This new loose-leaf handbook can 
now be examined on a ten-day free 
trial offer without obligation. For 
information write to Automation 
Consultants, Inc., 155 Fifth Avenue, 
New York City 10. The price is 
$37.50 in the United States and 
Canada. 

As a supplement to the handbook 
itself, an optional monthly updating 
service is also available. 





COMPUTER INSTALLATION 


ELECTRONIC COMPUTERS are playing 
a vital role in the development of 
precise and timely actuarial data in 
the insurance business, and their im- 
portance will undoubtedly continue 
to grow in the future, stated Thomas 
O. Carlson, chief actuary, National 
Bureau of Casualty Underwriters, 
in announcing the installation of a 
new Royal Precision LGP-30 elec- 
tronic computer in that organiza- 
tion’s New York headquarters. 

Mr. Carlson noted that the use of 
the electronic computer in casualty 
ratemaking enables his organization 
to introduce actuarial refinements 
that could never have been under- 
taken before, because of the time 
element. He referred to one ur- 
usual case, involving automobi'e 
liability rates, “which we would not 
have been able to do at all if it were 
not for the existence of the electron:c 
computer.” “This job,” he sai, 
“would have required four weeks 
if done manually, whereas the con- 
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puter completed the assignment in 
four days.”” He cautioned, however, 
that this was an extreme case, and 
that this particular time ratio would 
not necessarily hold true for other 
ratemaking operations. 

“The principal advantages of the 
electronic computer we are using in 
this work,” Mr. Carlson pointed out, 
“ure its large storage capacity, which 
e\ables it to complete an entire Tate 
analysis in one run, and its ability 
to produce complete rate revision 
exhibits which are ready to be re- 
produced and sent to state authori- 
ties for their consideration. We 
would estimate that the application 
of electronic computation to our 
business has enabled us to expedite 
our sending rate revisions to the 
field by several weeks.” 


NEW CARBON RIBBON 


MARKETING OF A NEW carbon rib- 
bon, which may be used by many 
typewriters not equipped with carbon 
ribbon attachments, has been an- 
nounced by the Photostat Corpora- 
tion. The new ribbon, which has a 
base of Mylar (Du Pont polyester 
film), has been sold on a limited 
field-test basis during the past six 
months, and is now being made 
available for general distribution. 

The successful use of this carbon 
ribbon in an ordinary typewriter is 
made possible by the extraordinary 
tensile strength of “Mylar.” Pre- 
viously, it has been necessary to pass 
carbon ribbons through special 
guides and feed mechanisms to pre- 
vent tearing the ribbon. 

Photostat Corporation’s new rib- 
bon is suitable for offset duplicating 
by either direct-image or photo- 
graphic means, producing sharp, 
uniform characters, dense but smear- 
resistant. It also supplies excellent 
originals for projection or contact 
photocopying. When employed for 
general stenographic purposes, it is 
reported to improve the appearance 
of both correspondence and reports. 

Mylar-base, when wound on con- 
ventional typewriter ribbon spools, 
is about twice as wide as usual car- 
bon ribbons. It may therefore be 
used at least twice.through, by em- 
ploying different ribbon levels and 
reversing direction of feed. The thin- 
ness of Mylar permits an ample 

(Continued on the next page) 
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DICTATE 
ANYWHER 
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World's First Compatible* 
BATTERY-POWERED 


DICTATION PORTABLE 
Also Works on Car, Office 
and Home Current 


BOOK-SIZE 
4% Ibs . Full— 


Performance... All- 
Transistor . . . Close- 
talking microphone guar- 
antees message privacy. 


Dictation Belts 

cost nothing 
to use 

Re-use Peirce belts end- 

lessly, or file permanently 

—message cannot distort. 


Complete, error-free 
erformance 
our voice alone wipes out 
error and inserts correc- 
tions; instant playback, full 
review at any point; end- 
of-letter marking. 


*Compatible—Uses same 
type belt as office units 
Belts received from field 
are transcribed on standard 
office units . . . a one-step 
ye rete that requires no 
additional purchases. 


Manufacturer of World's Most 
Complete Dictation Service 


Net work, Exclusive 











PBX Selection 


‘a Automatic 


Dictatl, Telenk 





magnetic belt portable 














Here, for Men On-the-Go, is the world’s first 
dictation machine to work ANYWHERE. Thor- 
oughly complete! Remarkably simple! This 
rugged travel companion gets your thoughts into 
action WHEREVER YOU ARE with swift new 
convenience...superb voice clarity! Works from 
a carrying case, too—easy as snapping a picture. 
Dictation belts mail in ANY envelope. 

Inquire into this never-before opportunity to 
give right now attention to reports, correspond- 
ence, and ideas. DICTATE ANYWHERE-bring 


new value to travel. 
Seeeeeeerree eer eecesceoeeeeeeeeeeeesreee ee aeteeeeee 
PEIRCE DICTATION SYSTEMS, INC. 
5900 Northwest Highway + Chicago, Illinois 














































































this is an 
important moment 
in your business / 





... the moment he sees 
your letter on 


EAGLE-A 
COUPON BOND 


That very first impression your business 
letter makes counts so much. When he 
sees your letter on Coupon Bond, you 
make the finest impression. The texture 
and distinguished appearance of this fa- 
mous paper command respect. That’s why 
so many leading firms have their letter- 
heads and envelopes on Coupon Bond. 
Ask your printer for sample sheets. 
100% Cotton Fiber Extra Number One. 


us-a] For Coupon Bond portfolio, write 
AMERICAN WRITING 
PAPER CORPORATION eet 
2s HOLYOKE, MASSACHUSETTS 
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New Carbon Ribbon—Continued 


length of ribbon to be wound on the 
spool (one hundred forty yards in 
the case of an I.B.M. Electromatic 
ribbon). 

Since Mylar-base releases all of 
its carbon on first impact, it may be 
used profitably only on typewriters 
which advance the ribbon a full 
character-width at each stroke (as 
most typewriters do). Because of 
this limitation and because personal 
instruction as to usage is helpful for 
best results, Photostat Corporation 
is offering the new ribbon only 
through its own sales representa- 
tives and those of its agencies. 

Mylar-base is also available for 
typewriters equipped with conven- 
tional carbon ribbon attachments. 
Since such typewriters are designed 
to advance the ribbon a full charac- 
ter-width, there are no limitations to 
the use of Mylar-base on these ma- 
chines. 


READER-PRINTER 


MARKED INCREASES IN efficiency, 
lower operating costs and elimina- 
tion of manual transcription of in- 
formation are some of the advan- 
tages provided by a new microfilm 
reader-printer recently added to the 
History Card Division of the Equi- 
table Life Assurance Society of the 
United States. The firm uses the 
new unit at its home office in New 
York City to make prints from mi- 
crofilm records without sending the 
film outside to be processed or copy- 
ing information by hand. 

Equitable Life maintains one of 
the world’s largest microfilm libra- 
ries, with close to 3,000,000 in- 
dividual history cards on file. The 
file represents complete information 
on each policy that has been termi- 
nated. There is an average monthly 
demand for approximately 700 re- 
prints of these policy cards for use 
within the company. Inquiries are 
received constantly by the division 
for legal purposes such as for loan, 
death claim and assignment informa- 
tion. 

In the past, Equitable placed mi- 
crofilm files on viewers and opera- 
tors manually transcribed the in- 
formation to data sheets which were 
then sent out. Since the reader- 
printer has been installed, this pro- 





cedure has been eliminated because 








a ready-to-use copy of the desired 
policy is made on the unit by merely 
pushing a button. 

According to A. H. Klassen, Su- 
perintendent of the History Card 
Division, the possibility of errors 
in the transcription of information 


under the old method has been 
eliminated. “Now we are able to 
forward an exact replica of the 
original document which gives us 
100% accuracy in much less time,” 
he reported. “We feel that the unit 
has helped increase our over-all de- 
partmental efficiency and at the same 
time permitted us to continue our 
operation with no increase in man- 
power.” 

Klassen explained that because of 
an increase in history cards on mi- 
crofilm in the division, more and 
more requests come in for copies 
of the records. 

Lowell G. Donnelly, assistant to 
Klassen, emphasized this point by 
explaining that over a million his- 
tory cards have been microfilmed 
recently in the department. 

“As you can see, we’re constantly 
expanding our use of microfilm and 
consequently the requests for en- 
larged copies from this film will also 
increase,” he says. 

Donnelly pointed out that the man- 
ual recording of information from 
microfilm was a slow and tedious 
process and since the new units 
have been added, the employee mo- 
rale factor has been improved. 

The firm uses a “Thermo-Fax” 
microfilm reader-printer, a table-top 
unit which uses regular room voltage 
and has a variety of lenses for differ- 
ent magnification. Copies are male 
in five to ten seconds, completely 
automatically. The reader-printer is 
in constant use at Equitable and 
copies are ready for immediate dis- 
tribution to the departments co1- 
cerned. 
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EQUIPMENT | DIRECTORY | 


Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


FILING CABINETS 
1. Card File 


Fibre Board 
Insulated 
Metal 


. Micro 


Mobile Storage Systems 
Open Shelf Files 
Portable 

Rotary 

Stencil 

Tabulating Card 
Visible 

Wooden 


FILING SUPPLIES 


Cards 


11. Fasteners 

. Folders 

. Index Tabs 
. Supports 


PREVENTION 


. Burglary Alarms 
. Fire Extinguishers 
. Fire Protection Service 


First Aid Kits 

Floor Polish (Non-Slip) 
Safety Equipment 
Salvage Services 
Truck Alarm Systems 
Watchman's Clocks 


MACHINES, ACCOUNTING 
15. 

16. 

17. 

18. 
109. 
145. 


Adding 

Billing 

Bookkeeping 

Calculating 

Payroll 

Punched Tape Equipment 
Tabulating 


MACHINES, MAILING 
20. 
21. 
22. 
23. 
24. 
118. 
106. 

MACHINES, REPRODUCING 
25. 
26. 
a 
28. 
29. 
136. 
30. 
31. 


MACHINES, MISCELLANEOUS 
32. 
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Dating Stamps 
Envelope Sealers 
Mail Openers 
Postal Meters 
Postal Scales 
Sorters 

Time Stamp 


Composing 

Direct Copying 
Duplicating 
Micro-Filming 
Mimeograph Slip Sheet 
Typewriter, Automatic 
Typewriter, Electric 
Typewriter, Manual 


Addressing 


33. 
150. 
34. 
35. 
139. 
36. 


Checkwriting 

Collators 

Dictating 
Intercommunication 
Paper Folding 

Stapling and Fastening 


OFFICE ACCESSORIES 


38. 


105. 
39. 
40. 
4. 
42. 
43. 
44. 
45. 
46. 
47. 
48. 
49. 


Ash Trays & Stands 
Bulletin Boards 
Cash Boxes 
Chair Cushions 
Currency Trays 
Desk Lamps 
Desk Pads 
Desk Trays 
Drawer Trays 
Moisteners 
Name Plates 
Pen & Ink Sets 
Waste Baskets 


OFFICE FURNITURE 


50. 
51. 
143. 
52. 
53. 
134. 
54. 
55. 
108. 
56. 
57. 
89. 
58. 
59. 
60. 
PAPER 
119. 
120. 
70. 
135. 
121. 
122. 
123. 
137. 
124. 
102. 


Air Conditioners 
Bookcases 
Bookstands 
Cabinets 

Chairs 

Costumers 

Desks 

Fluorescent Lighting 
Incandescent Lighting 
Matched Suites 
Safes 

Stands, Typewriter 
Stools 

Tables 

Wardrobes 


Card Index 
Duplicator 
Envelopes 

Labels 

Letterhead 

Policy 

Ledger 
Photocopying 

Thin (Copy) 

Visual Policy Jackets 


SALES AIDS 


132. 
116. 
149. 
103. 
117. 
104. 
100. 

66. 


Advertising Blotters 
Advertising Specialties 
Audio-Visual Projection 
Birthday Cards 
Display Material 
Greeting Cards 
Promotional Gifts 
Sales Incentives 


SERVICES 

62, Accounting System 

127. Filing Systems 

64. Office Planning 

115. Photocopying 

65. Record System 

146. Sound Reproduction 
SUPPLIES, GENERAL 

68. Business Forms 

69. Duplicating Supplies 

71. Erasers (Specialized) 

72. Loose Leaf Systems 

73. Marking Devices 

75. Paper Perforators 

76. Pens 

Pencils 

Staple Removers 

SUPPLIES. TYPEWRITER 

83. Copyholders 

85. Justifier 

86. Line Indicator 

87. Pads 

88. Ribbons & Carbons 
TELEPHONE ACCESSORIES 

90. Cord Cover 

91. Holder 

92. Index 

94. Silencer 

95. Stands 
MISCELLANEOUS 

131. Accident Diagramming 

130. Building Evaluation 

147. Emblems and Awards 

126. Endorse & Cancel Calculators 

99. Leather Goods 

114. Policy Wallets 

148. Signs 





October, 1959 
Best's Insurance News 


75 Fulton St., New York 38, N. Y. 


* Please forward complete information 
and prices on the items checked. 











a ea Ge Sa 
a Pee a EP Pate een Es 
No. No s 
<a TP re i DN. cemapeeet 
Other owES 
Firm Name ~---- 





NU Os i 
Po:ition 
Firm Address 


City 




















CONSULTING ACTUARIES 





ALVIN BORCHARDT & CO. 
CONSULTING ACTUARIES 
AND 
INSURANCE ACCOUNTANTS 
ATLANTA DETROIT 


LENARD E. GOODFARB, F.S.A. 
CONSULTING ACTUARY 


11 North Juniper Street 
Philadelphia 7, Pennsylvania 
Rittenhouse 6-7014 


IRWIN SOLOMON & CO. 


CONSULTING ACTUARIES 
ACCOUNTANTS & AUDITORS 


342 MADISON AVE. NEW YORK 17, N. Y. 











BOWLES, ee & TOWNE, 


ACTUARIES 
Management Consultants 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
DALLAS MIAMI PORTLAND 





W. E. GROVES 
CONSULTING ACTUARY 


420 AUDUBON BUILDING 
NEW ORLEANS 16, LA. 


1 
CARL A. TIFFANY & COMPANY 
CONSULTING ACTUARIES 
211 West Wacker Drive 


CHICAGO 6 
Telephone Central 6-1288 











J. HUELL BRISCOE 
& ASSOCIATES 
ACTUARIES & MANAGEMENT 
CONSULTANTS 


Box 56 307 N. Michigan Ave. 
Winthrop Harbor Chicago 
Illinois Illinois 


HAIGHT, DAVIS & HAIGHT, Inc. 
CONSULTING ACTUARIES 


ARTHUR M. HAIGHT, President 
INDIANAPOLIS OMAHA 








DONALD F. CAMPBELL 

CONSULTING ACTUARY 
139 N. CLARK ST. Chicago 2, Ill. 
el.: STAte 2-1335 


E. P. HIGGINS AND COMPANY 


CONSULTING ACTUARIES 
ACCOUNTANTS 


(Frank M. Speakman Associates) 
Bourse Building 
Philadelphia 6, Pa. 


HARRY S. TRESSEL 
& ASSOCIATES 
CONSULTING ACTUARIES 
INSURANCE—PENSIONS 


10 SOUTH LA SALLE STREET 
CHICAGO 3, ILLINOIS 
FRanklin 2-4020 








WOLFE, CORCORAN & LINDER 
CONSULTING ACTUARIES 


AUDITORS AND ACCOUNTANTS 
116 JOHN ST., NEW YORK, NEW YORK 








MILES M. DAWSON & SON, Inc. 
CONSULTING ACTUARIES 


1014 HOPE ST. SPRINGDALE, CONN. 


NELSON AND WARREN 


CONSULTING ACTUARIES 
PENSION CONSULTANTS 


111 So. Bemiston Ave. 
St. Louis, Mo. 


612 W. 47th St. 
Kansas City, Mo. 


WOODWARD Fa FONDILLER, 
nc. 
CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 


200 West 57th Street 417 South Hill Street 
New York 19, N. Y. Los Angeles 13, Cal. 











A. G. GABRIEL & COMPANY 
CONSULTING ACTUARIES 


National Bank Building 
Detroit 26, Michigan 





THE HOWARD E. NYHART 
COMPANY 
INCORPORATED 


CONSULTING ACTUARIES 








WOODWARD, RYAN, SHARP 
& DAVIS 


CONSULTING ACTUARIES 


55 BROADWAY, NEW YORK 6, N. Y. 
Telephone Hanover 2-5840 











BLUE CROSS ADVISORY 
COMMITTEE 


ForMATION OF A Blue Cross public 
advisory committee of 18 representa- 
tives of business, labor, education, 
and public health has been announced 
by David W. Brumbaugh, chairman 
of the administrative committee of 
the Board of Associated Hospital 
Service of New York. Donald F. 
McClure, formerly assistant vice- 
president of the New York Tele- 
phone Company, is chairman. The 
committee was formed to strengthen 
relationships between Blue Cross 
and the groups through which most 
of the 7,200,000 subscribers are en- 


rolled and to broaden community 
representation in the Blue Cross 
program. 


INDUSTRIAL MORTALITY 


MortTALity AMONG the millions of 
industrial policyholders of the Met- 
ropolitan in the first half of 1959 
was slightly lower than that for the 
corresponding period of 1958, but 
was still 5% above the record for the 
first six months of 1957. The actual 
death rate was 698.1 per 100,000, 
as contrasted with the 1958 and 


1957 rates of 702.8 and 662.8. 


MOTOR VEHICLE 
FATALITIES 


Moror VEHICLE fatalities are ac- 
counting for a rapidly increasing toll 
of life insurance policy claim pay- 
ments, the $63,000,000 paid out in 
the first half of this year comparing 
with $55,000,000 a year ago and 
$39,000,000 five years ago, accor«- 
ing to the Institute of Life Insu~- 
ance, 

The number of motor vehicle 
fatality claims was the same this 
year as last and only 10% more than 
in 1954, reflecting a rise of nearly 
50% in average size of claim in the 
five years. 
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PAYMENT OF CLAIMS 


LAWRENCE B. GILMAN 
Vice President 
John Hancock Mutual Life Insurance 
Company - 


T HAS BEEN said that the pay- 
pe of the claim is the ful- 
fillment of the obligation under- 
taken by the insurer when the risk 
was accepted. When an applicant 
secures life insurance, he has in 
mind its maturity as a claim, either 
in the form of a death benefit— 
perhaps the single most important 
function of life insurance, or as a 
benefit payment to himself while 
living—also a major objective, a 
well-planned life insurance pro- 
gram. The benefit payment could be 
likened to the flower of the insur- 
ance world for which the whole 
organization has existed. 


Must Measure Up 


As the head of a large claim 
department, not my least responsi- 
bility is to see to it that life insur- 
ance in its final form—the payment 
—measures up to the high ideals 
of the insurance and the public’s 
expectation of it. And in the field 
of claim payment, what might this 
ideal be? This, like many other 
aspects of life, has been so well 
covered by someone else that I 
should like to defer to a Statement 
of Principles on Respective Rights 
and Duties subscribed to by the 
American Bar Association and Com- 
mittees representing all tvpes of 
insurance as a guide to claim per- 
sonnel and others: 

“The insurance business operates 
under sanction of law for the pro- 
tection of its policyholders and the 
public. The terms of insurance 
policies are nearly all’ upon standard 
forms adopted or approved by state 
authorities in the interest of the 
public. The Committee believes 
that anyone who has or thinks he 
has a claim against a company is 
entitled at all times to courteous, 
fair and just treatment from the 
representatives of that company. 
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A claimant is entitled to an investi- 
gation of his claim and a reasonably 
prompt statement of the company’s 
position with reference to it. The 
Committee recognizes that, while 
the companies have a definite obli- 
gation to pay all just claims and 
to avoid unnecessary litigation, they 
have an equally definite obligation 
to protect the insurance buying 
public from increased costs due 
to fraudulent or non-meritorious 
claims.” 


High Level Confusion 


I hope I haven’t left you at this 


point in the position of the story 
going the rounds of the young wife 
who went with her husband for the 
first time to graduate business 
school conference to learn more 
about her husband’s business and 
the world of industry in general. 
When asked how she liked it, she 
replied that she was always con- 
fused by things which went on in 
business but now she was confused 
at a higher level. You have, prob- 
ably, suspected that a claim man 
over the years must run into a few 
interesting cases. There is our own 
version of the proverbial blonde. 

This case, which was widely pub- 
licized in the press, not only illus- 
trates the deliberate disappearance 
but also the feigning of accidental 
death. A young father, George 
Rome, was insured with two com- 
panies for about $150,000. His wife 
was the beneficiary. He was re- 
ported by two male fishing compan- 
ions as missing and _ probably 
drowned. Their story was _ that 
while fishing together in the harbor 
their boat had overturned. The two 
of them made it to the nearest 
shore, but Rome, who was supposed 
to be a good swimmer, somehow 
had not made it. They had not 
seen him go down—it was fairly 
dark and they were busy saving 
themselves. 

Although no claim had been pre- 
sented as yet, the insurance com- 


panies cooperated immediately with 
the police who were being urged 
into the investigation by several 
loan companies to which Rome 
owed money. It was soon un- 
covered that there was another girl 
in Rome’s life, an attractive blonde 
model who had quit her job and 
left town during the same week 
of Rome’s disappearance. Susy was 
traced to a New York model agency 
when her former employer received 
a reference form on her. The New 
York agency disclosed that she had 
left her job there, but later they 
received an inquiry on Susy from 
a Texas department store where 
she had applied for work. She was 
traced to Texas and when ques- 
tioned admitted that Rome was alive, 
that he was in the same town 
and that he was to meet her that 
night at her apartment. That 
evening, when Rome arrived at the 
apartment, instead of the arms of 
his beloved, he found the strong 
arms of the law awaiting him. Con- 
fronted with the evidence, Rome 
and his two male accomplices ad- 
mitted their parts in the conspiracy 
and explained that the boat had 
been turned over to feign the 
drowning. Rome had swum to the 
opposite shore and had gone to his 
sweetheart’s apartment to change 
his clothes. Later both of them took 
off for New York. His wife ap- 
parently had no knowledge of the 
conspiracy. His disappearance 
would have eventually given his 
wife and family a substantial fund 
of $150,000 to cushion the loss of 
a husband and father and he would 
have been able to live happily ever 
after with his dizzy blonde. How- 
ever, his attempt at fraud failed and 
he and his accomplices were tried 
and convicted. 


Real Devotion 


Here is a case with an unusual 
twist. Lily, a middle-aged factory 
worker, had been separated from 


(Continued on the next page) 
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her husband for six months because 
of his amorous adventures with 
other women. She still loved him, 
however. Suddenly, one night he 
appeared at the apartment she 
shared with two co-workers. After 
he left she seemed excited and dis- 
turbed, told her girl friends that 
her husband had informed her that 
he had gotten a girl in trouble and 


that this girl was demanding $3,000 
or else. Lily said she still loved him 
and was determined to get him the 
money. Her roommates told her 
she was balmy. Two days later she 
left a note at the office of an insur- 
ance company for an agent to call 
and he did. She wanted $10,000 
worth of insurance with her hus- 
band as beneficiary. The company 
agreed to only $5,000. When the 
policy was ready she was notified 
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and she told the agent she would 
have the money the next day. The 
following morning, Friday, Lily 
went to a loan office, borrowed 
$110 which she said she needed for 
household bills, walked a few doors 
to the insurance office where she 
generously added fifty cents of her 
own money, paid the initial pre- 
mium of $110.50 and got the policy. 
That same Friday night she told 
her two girl friends, “Joe, won't 
have to worry about the $3,000 for 
that girl.” 


The following Sunday _ she 
claimed she was ill and did not go 
to church with her roommates as 
she usually did. When the girls 
left the apartment—it was a warm 
September day—the doors and win- 
dows were opened. When they re- 
turned, the door and windows were 
shut, they smelled gas and broke 
open the door. Lily was lying in 
bed dead. On the gas stove was a 
pan half filled with water with two 
hard boiled eggs in it. The gas 
jet was on and the flame was out. 
Death, according to the medical 
examiner, was due to asphyxiation 
with illuminating gas. The husband, 
gay blade to say the least, put in 
his claim as beneficiary and when 
the investigator called on him he 
was found at the apartment of the 
redhead. In view of the investiga- 
tion and the fact that the policy 
was only a week old the company 
refused payment on the basis of 
suicide. Do you know what we did? 
We paid! The case went to court, 
the jury found for the plaintiff— 
the husband—on the basis of acci- 
dental death and Joe reaped the 
benefit of his wife’s love to the 


tune of $5,000. 


Depends on Honesty 


The type of fraud cases which 
I have just related to you are rare. 
Insurance depends on the honesty 
and good faith of people. The over- 
whelming majority of claims are 
honest and legitimate. In one year’s 
time at the John Hancock Mutual 
Life Insurance company  orly 
7/\0ths of 1% of the claims were 
resisted. The total amount of 
money paid out of our Claims De- 
partment was 282 million dollars. 
To the oft repeated question, “What 
are your worries about it—it isn't 
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Payment of Claims—Continued 


been subjected. Originating in Bos- 
ton and vicinity, Spanish influenza 
spread with fearful rapidity over 
the country, leaving in its wake 
tens of thousands of untimely 
deaths. The mortality rate rose 
alarmingly taxing severely our fa- 
cilities for the payment of claims. 
The average daily rate of claims 
rose to over four times the expected 
daily rate. This problem was met 
by a volunteer force from other 
areas of the company who worked 
side by side with claim personnel 
twelve and fourteen hours a day 
seven days a week, despite the fact 
influenza had made inroads into 
the company personnel structure. 
This action enabled us to discharge 
our claim obligations without undue 
inconvenience to our beneficiaries. 

In a Boston supper club on Sat- 
urday, November 24, 1942, a gay 
crowd was celebrating after a foot- 
ball game between two local rival 
colleges. Suddenly, a flash fire 
turned this scene of gaiety into a 
charnel house of indescribable hor- 





future can be yours. 








78 





JAMES E. POWELL, Vice President 


ror. This was the ‘Cocoanut 
Grove” disaster in which over five 
hundred lives were lost. Many of 
the bodies were not burned but the 
victims died as the result of poison- 
ous elements which created a gas 
resulting in asphyxiation. Our ac- 
cidental death provisions contained 
an exclusion which denied liability 
if death was a result of gas or drugs. 
In the light of this great tragedy, 
John Hancock reviewed the situa- 
tion and decided to waive this ex- 
clusion, paying double indemnity 
on all policyholders who died in 
the disaster. We have continued 
to do so since that time. 


On June 9, 1953, a tornado hit 
central Massachusetts _ leaving 
eighty-seven dead and many in- 


jured. A great number of homes 
were completely demolished and 
personal papers and _ possessions 


were blown miles away. Within 
twenty-four hours, a team of claim 
men was established in Worcester, 
Massachusetts, to assist our policy- 
holders in the payment of death and 
accident and health claims. 
Emergency installations for fa- 
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cilitating claim payments were 
established in Michigan, Texas, 
Iowa, and Georgia when disasters 
occurred in those areas. We will 
continue to furnish immediate 
emergency claim assistance when- 
ever and wherever possible. 

The latest disaster occurred on 
March 24 of this year in the Okla- 
homa City plant of Wilson and 
Company, Inc., when heavy ma- 
chinery plunged through several 
floors killing eight employees. 

I quote from a memorandum of 
April 9, 1959: 

“Today it was necessary for the 
writer to contact Mr. Vern Messer, 
Insurance Manager at Wilson & 
Co. in Chicago, concerning a Group 
Life Death Claim. . . . In convers- 
ing with Mr. Messer, he wished to 
express to our company his sincere 
appreciation for the swift payment 
of Death Claims on the employees 
who were involved in the disaster 
at Oklahoma City. . . . I told Mr. 
Messer that we would inform the 
Department Head of his apprecia- 
tion of this fast claim service. Be- 
fore ending the conversation, he 
again mentioned the fact that the 
service was completely satisfactory 
and wonderful, at which point | 
thanked him very much for the 
compliment.” 


Not the Full Story 


These are some of the more dra- 
matic situations whereby John 
Hancock has attempted to be of 
assistance and service but it is by 
no means the full story. 

Before closing, I would like to 
read you a letter written exactly 
forty years ago but very much in 
keeping with this memorable occa- 
sion. This is a remarkable docu- 
ment and convincing proof of tlie 
comforting and helping power of 
life insurance at a time when a man 
who sought and obtained -it was 
facing the Great Beyond. 

“May 3, 1919 
My Dear Friend Bill: 

Acknowledging your letter of 
yesterday, I would gladly increase 
my life insurance to $50,000 if you 
could place it, but you couldn’t, for 
tomorrow I am to be operated on 
for cancer, and, the doctors tell me 

(Continued on page 110) 
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A Revival of Faith 


STANLEY R. WAYNE 
President 
The Life Underwriters’ Association 
of the City of New York 


E HAVE SPENT many years de- 
Wi vecpine ourselves into a 
zroup of salesmen, with a profes- 
sional concept of service and the be- 
lief that the Client’s best interests 
must always be the first considera- 
tion—and the public has recognized 
that and has accepted us for what we 
are—I know of no other sales busi- 
ness that has been able to hold it- 
self in such high esteem because of 
that—We have a proud heritage! 
But a great record of past achieve- 
ment is not enough. There can be 
no complacency, perhaps for years to 
come. We dare not look back to 
great yesterdays, we must look for- 
ward to greater tomorrows—what 
counts now is not just what we are 
against, but what we are for. 


Many Problems 


There is a large number of prob- 
lems, of course, and many are 
darkly forbidding in the effect they 
may have on the business and on all 
of us in it. 


However, as long as we don’t lose 
our perspective, as professional life 
insurance salesmen, as long as we 
continue to maintain a sense of in- 
tegrity to ourselves, to our product, 
to our industry, and to the buying 
public, we are going to see these 
problems solved.—This is not the 
first time our industry has been faced 
with serious problems and it prob- 
ably won’t be the last. So far we 
have always come out with flying 
colors. 

The main reason,,we have sur- 
vived so far has been because we 
did not lose our integrity or our 
erspective on our product, and, at 
least up to now, we have never lost 
‘aith in the basic values and purposes 
of our product and its uses nor 
stopped preaching the fundamental 
rospel of “Live—Die—or Quit.” 
We have never surrendered the 
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basic concept that life insurance has 
always been good property and we 
have refused, with every resource at 
our command, to permit our com- 
petitors to lead us into a position 
where we forget it or where we 
stopped trying to preach its gospel 
to the buying public, and also I be- 
lieve because mostly, we went into 
Court with “clean hands.” That is 
why we have survived. 

Many of our basic problems to- 
day have arisen because we have lost 
sight of those fundamental truths. 


Have Always Competed 


Competition is nothing new to us! 
We have: always had to compete for 
the investment and security dollar— 
there has always been a Wall Street 
and before Mutual Funds, we had 
Investment Trusts,—we have always 
had to fight for the real estate dollar, 
for the savings bank and the bond 
dollar, for the automobile and tele- 
vision dollar—in fact for the very 
same dollar people have been spend- 
ing or wanting to spend for every- 
thing in the world but our prod- 
uct and despite that—no perhaps 
because of that—we sold life insur- 
ance. We sold it because we had 
enough faith and belief in the value 
of our product to be willing to prove 
to the public through professional 
salesmanship—that life insurance 
could solve the three reasons for 
saving money—better than any other 
form of property—“emergencies” or 
“opportunities’—‘“‘living too long” 
—‘“dying too soon’—and we be- 
lieved it. We never stopped believ- 
ing that ours was a financial service 
to provide guaranteed dollars— 
Guaranteed dollars when needed 
most. I wonder whether we still do? 
I think most of us do, but I’m 
afraid there have been just enough 
prophets of doom and dealers in 
gloom around, so that even some 
of us who have been believers have 
begun to have some doubts.—Now 
just to keep the record straight, I 
have no fight with ethical securities 
people who sell stocks or mutual 


funds and I know many. I own 
them and have bought both for my 
children, but I also own a large 
amount of life insurance—on an 
annual premium basis— and / didn’t 
buy my securities from another life 
insurance man. I don’t even have a 
general insurance license. I buy my 
life insurance from a broker and 
pay gross premiums—lI just happen 
to believe that I don’t know enough 
about general insurance. 

Making or losing money in the 
stock market never concerned ine 
too much—hbecause of the equities 
in my life insurance and because it 
still is the only property I own that 
has settlement options attached to it, 
for my use and my widow and chil- 
dren. I think we have had a beauti- 
ful and well-conceived trap laid for 
us—and we have fallen right into it 
—I had always been taught—that 
when you run into a competitive 
case—you should make your own 
recommendations and then compel 
the other fellow to come over into 
your backyard—rather than you go- 
ing into his yard and playing his 
game—according to his rules. 

It seems to me that we have been 
conned into playing the other fellow’s 
game, with his rules, on his field and 
with his own hand-jp.cked umpire, 
and if we have permitted ourselves 
to have become suckers for a left 
hook perhaps we deserve a good 
clout on the chin! ‘ 


Need No Apology 


I know all about inflation, its in- 
roads on the dollar and all about 
taxes and their effect—I haven’t for- 
gotten April 15th so soon—I know 
that for every dollar a man puts into 
life insurance, if he’s in a 50% tax 
bracket, he has to earn two—But 
I’m just as aware—that an expen- 
diture of $5,000 for a Cadillac car— 
requires $10,000 to be earned—un- 
less, of course, it’s hidden in a 
corporate purchase, and the same 
thing applies to every dollar he 
spends for anything—They are not 

(Continued on the next page). 
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all tax-deductible—and the business 
can’t buy everything! Let’s go one 
step further—If it’s buy term and in- 
vest the difference—doesn’t the same 
man have to earn $2,000 to pay 
$1,000 for a term premium? Once 
again, we are swallowing too much 
of the “red herring.” To me life in- 
surance cash values need no apology 
—They have always been right there 
when I needed them. They have 
helped finance babies, agents, my 
home, and many emergencies. In 
fact, I can prove mathematically, that 
taking a man in a 50% tax bracket— 
if he buys term and invests the dif- 
ference, even if we credit him with 
6% interest accumulation every year 
over a period of twenty years, the 
result after taxes will not equal cash 
value and accumulated dividends in 
an ordinary life policy. 

I think we have permitted our- 
selves to be entrapped by having al- 
lowed the other fellow to lead us 
into the untenable and unhealthy po- 
sition of trying to compare two dif- 
ferent products in the defense of ours 


—In the first place—it’s impossible 
—the two are not compatible—and 
in the second place our product 
needs no defense. And now comes 
the crowning act—the “Piece de re- 
sistance”—I have a drawer full of 
letters from Mutual Fund people— 
who want to tell me about hedges 
against inflation—who want to teach 
me about the flight from the fixed 
dollar—Oh—no—they aren’t trying 
to proselyte me. They really don’t 
want us to sell mutual funds—They 
are just worried about us. They 
don’t believe we are sufficiently well- 
rounded and informed so that we can 
give our clients proper advice with- 
out knowing about stocks and mutual 
funds—Well, I’ll let them all in on a 
little secret, all at one time—maybe 
it will save some postage—I learned 
a lot about stocks in 1929 and several 
times since. I am simple enough to 
agree with Mr. Keith Furston, the 
president of the New York Stock 
Exchange, when he said on April 
24th in a letter to the Editor of the 
Wall Street Journal: 

“Tn all of our educational messages 
in recent years, we have continually 








emphasized that stock and bond in- 
vestments are only for those in- 
vestors who can afford the risks and 
who have the facts.” — 
and further : 
“The New York Stock Exchange 
strongly urges investors to make 
sure first that they have steady in- 
come and enough cash in the bank 
or Series E government bonds to 
take care of family emergencies. 
Only funds over and above this 
should be invested in stocks. No- 
body, in other words, should buy 
stocks unless he can stand to take a 
loss if they go down.” 
In plain and simple language, what- 
ever goes up must come down. And 
when that happens I don’t want to 
be around. ... 

Let’s see if there really has been 
a flight from the fixed dollar: I sub- 
mit that we bave been too ready and 
eager to buy the concept that the 
public or the average man, if you 
will, and he’s the man most of us are 
talking to, has lost his faith in fixed 
dollar values—and that there is a 
mad race on—to get away from 
them! Let’s look at the record: 

At the end of 1958 throughout 
the U. S. there were $85 Billion in 
life insurance equities— 


$3 billion in credit unions 

$33 billion in savings banks 

$45 billion in savings and loans 
$55 billion in commercial banks 
$47 billion in U. S. Savings Bonds 


Fixed Dollar Savings 


That’s pretty conclusive evidence 
that the public still wants fixed dol- 
lars savings and I’m not convinced 
that it is being accumulated to be 
thrown into securities—pretty good 
evidence too that perhaps we could 
do much better competing in our 
own natural market where we have 
always done so well—guaranteed 
dollars for future delivery, instead 
of trying to compete in markets 
where our product does not belong! 

When I first came into the busi- 
ness, I was told that “While life 
insurance would not necessarily 
solve all of the problems of all oi 
the people—it would solve most o! 
the problems for most of the people 
That is just as true today and what’s 
more—none of us will ever live long 
enough to call on most of the people. 
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Why Not 


Go All © 


The Way? 


CHESTER ELSON 
General Agent 
Mutual of Omaha, Des Moines 


ES SELLING is my business, but 
you have to be brave to stand 
before the nation’s outstanding 
“Professional Want Creators” and 
try to sell them on— 
Being enthusiastic—even more so. 
Being inspired—because inspira- 
tion is life. McArthur once said, 
“Man is never old as long as he 
can be inspired.” 
Sell you on a sense of humor— 
yes, so you can see the funny side 
of yourselves. 


The Power of Words 


My task is to sell you on the 
power of words. I know words have 
power, because I’ve seen and heard 
a few words make grown men cry; 
and a change of words can fill sad 
men with laughter. I’ve seen and 
heard a few words make gentle men 
wild with fury—the power of words 
as will be portrayed in a real sales 
presentation. 

It’s no easy task in such a short 
time to sell you on the importance 
of planned work habits, because, as 
our minister pointed out at our Fi- 
nancial Budget Raising Meeting, 
“It’s important that you give all you 
can with a plan, because the man 
with a plan has the wind and the tide 
in his favor.” 

It should be easy, but it isn’t, 
even with all the facts and data, to 
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sell you on the idea of a planned 
sales track and approach that makes 
you feel anxious to get to your next 
prospect. Yes, you should learn the 
sales presentation carefully—study 
it religiously and give it effectively, 
because everytime you do, you be- 
come more skillful, and skill is a 
short word for success. 

~ Selling is a science; it is not an 
art. Proper training, that is followed 
carefully, will make a good salesman 
out of a poor one, and an excellent 
salesman out of a good one. If this 
keynote address does just this, it 
will be time well spent, and that is 
to sell you on the importance of 
extra effort. Last year if the White 
Sox had won the ball games they lost 
by one run, they would have won 
the pennant in a breeze. Yes, extra 
effort with a plan forces action and 
eliminates hesitation. 


Individual Importance 


It’s my job, to sell you on the im- 
portance of yourself as an individual 
force. Sam Houston, after being 
captured by Indians and held pris- 
oner in a wigwam for six months 
where he was fed on herbs, bark, 
and wild game, escaped and got back 
to civilization. His first remark, 
when he got back, was, ““Man’s needs 
are few, but his wants and desires 
are many.” It must be just another 
way of saying, “Man does not live 
by bread alone, but by faith, by ad- 
miration, by sympathy,” or “There 
is nothing so short lived as ‘self sat- 





isfaction.’” The influence which you 
‘can bear when you exert yourself 
as an “independent force” could 
change the industry and all with 
whom you come in contact. Remem- 


ber—‘‘Life does not determine a 


champion; a champion determines 
life.” 


Two Kinds of Salesmen 


There are really only two kinds 
of salesmen. Those who want to 
sell, and those who just happened 
along, hereinafter referred to as the 
Will Do and the Can Do salesman. 
It’s the Will Do we’re addressing 
today, because he will get the job 
done because he has these qualifica- 
tions: 


1. He has an abiding faith in his 
Church, in his God, his Country, his 
Company, his Agency, and in him- 
self. 

2. He has the capacity to do a full 
day’s work on a planned schedule. 
He plans his work and works his 
plan. 

3. Mr. Will Do is emotionally ma- 
ture. 


4. He’s a courageous competitor. 
He knows the law of average, the 
law of determination, and the law 
of presentation will make him a suc- 
cess. He knows there are only four 
basic objections to overcome and 
assure himself a sale, and these are: 
a. No need. 

b. No money. 

(Continued on the next page) - 
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c. No hurry. 
d. No confidence. 

5. By doing the things mentioned 
in No. 4, he becomes enthusiastically 
salesminded. 

6. He has the capacity to learn, 
Each day he reviews his successes 
and his failures, and he learns from 
both and becomes more skillful. 

7. He is financially sound. He 
knows that a man who is faithful on 


the little things, will be faithful on 
the big things too. It is my sincere 
opinion that a good credit rating is 
an absolute must to successful in- 
surance selling. 


8. Mr. Will Do is a man who can 

be motivated. If he can’t be mo- 
tivated, it will be very difficult for 
him to motivate others. 


9. He will accept supervision, be- 
cause he knows good direction makes 
for quicker and greater success. 
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Follow-Through 


National Travelers Life follows-through — all the way! We 
have the leads and we have the close. Our different approach 
includes colorful direct mail and fully illustrated 3 color 
brochures that sell with little effort. Sales are quickly closed 
—lost contact time is reduced to a minimum. All this plus 
National Travelers Life top commissions to agents and 





ational |ravelers 


HOME OFFICE ° 








So that you will become 
familiar with our follow- 
through program, we'll send 
you this FREE GIFT—from 
our 50th state Hawaii — a 
living Hawaiian Palm Tree 
that will grow — asa 
house plant, and samples of 
our direct mail approach to 
selling the National Retire- 
ment Plan. 

Write Carl F. Woodmansee, V.P., 
Nationa! Travelers Life Company, 
Des Moines, lowa. 

This offer is good ONLY 
while the present supply of 
perishable live Hawaiian 
Palm Trees lasts. 





DES MOINES, IOWA 













10. Mr. Will Do, as a salesman or 
as a prospective agent, has had a suc- 
cess pattern with blocks to his future. 
and he’s confused. Beware of the 
one who has not had a success pat- 
tern, because he will continue to fail 
Once we have these qualities, we 
can grow with proper training and 
supervision. The problem that has 
to be watched for is fear. Fear comes 
from three basic causes: First, is the 
fear of ridicule. Second, is the fear 
of losing out, and third, is the fear 
of change. There have been more 
changes in the last 60 years than in 
the previous 6,000 years. In insur- 
ance, fear, which is nothing but mis- 
placed courage, is caused by: 
1. Lack of knowledge, which 
shouldn’t exist if training is properly 
handled. 
2. Fear comes from the shellshock 
of “no” “no” “no” “no” until you 











no 
dread to ask to buy for fear you'll 
get a “no.” One day of field super- 
vision at the right time can prevent 
this fear. 

3. Emotional problems—lack of co- 
operation from wife, financial prob- 
lems—can develop a fear. This fear 
can be eliminated in many cases by 
management, understanding, and 
direction. Psychiatric help may be 
needed in some extreme cases. 

4. Physical illness—see a doctor. 

5. Overwork—seldom happens in 
the insurance business. It is possi- 
ble to over-worry and think you are 
overworking. Supervision and field 
training can correct this. 

6. Lack of aptitude—get out of the 
business. 


The Greatest of Arts 


Plato said, “Handling of people 
is the greatest of arts.” The sales- 
man’s success depends on his ability 
to handle people. Self conquest is 
the greatest accomplishment of life 
and the common denominator oi 
success is merely forming the habi 
of making ourselves do the thing- 
the failure will not do. The succes: 
ful man develops an approach idea 
that, “I can do something of valuc 
for the people I see.” He remove: 
effort and indecision with a plannec 
approach. He realizes that decisio: 
is a sharp knife that cuts a clea 
and straight line; indecision, a dul’ 
one that hacks and tears and leave 
ragged edges behind it. He know 
that by a planned approach all of his 
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prospecting problems can be solved. 
He knows that the need of food. 
clothing, and a home is not a debat- 
able item. With his approach, he 
gets attention, develops a problem, 
creates a desire, and with the solu- 
tion promotes the action of closing 
the sale. 


Approach Ideas 


“Are you interested in your own 
welfare ?” 

“You are interested in saving 
more money, aren’t you?” 

“You can tell very quickly if you 
have any need for my service by 
answering just one question, ‘Do 
you and your family depend on your 
earnings for food, clothing, and a 
home?’” These are thought-provok- 
ing questions that prepare your pros- 
pect’s mind to be receptive to your 
presentation. He knows there are 
tules he must follow to be a success: 
1. Always set the stage properly. 
Go to the kitchen table; get away 
from the TV ; have a faborable inter- 
view, or don’t give an interview at 
all. Be fair to yourself, keep control 
of the interview. 


2. Refuse to be drawn into an argu- 
ment; you may win the argument, 
but you'll lose the sale. 

3. Do not interrupt. 


4, Bea good listener ; learn what the 
prospect wants. 

5. If you have trouble listening, ask 
disturbing and loaded questions: “If 
you were killed in a head-on colli- 
sion what would your family do? 
If you were disabled over a year, 


what would you and your family 
do.” 


6. A good salesman expects and wel- 
comes objections. He knows that 
until he gets objections, he is only 
telling. When he gets objections, he 
starts “selling.” 

Mr. Will Do doesn’t only plan his 
day, he plans his year. He doesn’t 
say, “There are 365 days to get the 
job done.” He faces facts. He says, 
“There are 104 Saturdays and Sun- 
days, and that leaves only 261 days.” 
Then he says, “There are 11 holidays 
that I’m not going to work, and that 
leaves only 250 days.” He realizes 
he should and will take a two-week 
vacation, and that leaves only 240 
days to get his job done. He figures 
what he needs for his standard of 
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country's 


most 
friendly 





company 


offers the important little extras 
that build extra big sales success 


Important little extras mean many things to every North American 
representative. Many are impressed with the promptness of North 
American’s underwriting service and the comprehensive portfolio 
of “fit the client” contracts and plans. Many are impressed with the 
cordial field-home office cooperation which has established North 
American as the country’s most friendly Company. Yet, helping to 
establish new individual sales records is the most impressive story 
of all. Important little extras mean big sales success for you, too! 


@ COMPLETE LINE OF LIFE CONTRACTS from birth to 


age 70. 


@ COMPLETE ACCIDENT & SICKNESS LINE—includes com- 
mercial (lifetime benefits) and non-cancellable contracts. 


@ COMPLETE SUB-STANDARD FACILITIES—both Life and 
Accident & Sickness Insurance. 


NORTH AMERICAN LIFE 
frsurance Company OF CHICAGO 


Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 


North American Building 


Chicago 3, Illinois 





living, and if it’s $10,000, he knows 
he has to average $40 a day. $40 x 
240 days = $9,600. Therefore, he 
works on a work day, he doesn’t 
baby-sit or go shopping or take it 
easy, except on Saturday or Sunday, 
because his name is Will Do, and he 
isn’t just making a living—he is 
making a life. He is strictly profes- 
sional, because he knows that in ten 
years his renewals will be more than 
the average man makes. He knows 
that if this dream comes true, he 


will have to pay the price, and the 
price is $40 a day. He knows that 
doing it by the day, it’s play; but by 
the year, there is nothing but fear. 
So, here’s to the man who wants to 
go all the way! 

If you can’t be a pine on the top of 
a hill 

Be a scrub in the valley, but be the 
best little scrub by the side of the 
rill ; 

Be a bush if you can’t be a tree. 


(Continued on the next page) — 
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If you can’t be a bush, be a bit of 
grass, 

And some highway happier make ; 
If you can’t be a muskie, then just 
be a bass, 

But be the liveliest bass in the lake. 
We can’t all be captains, we've got 
to be crew, 

And there’s something for all of us 
here. 

There’s big work to do, and there’s 
lesser to do 


But the task we must do is the near. 


If you can’t be a highway, then just 
be a trail; 


If you can’t be the sun, be a star. 


It’s not by your size that you'll win 
or you'll fail, 


It’s just being the best of whatever 
you are, 


If you, as a general agent, a super- 
visor, or a salesman, will follow 
these laws of life, your results will 
be in direct proportion to the effort 
you put forth, and the concern you 
have about helping your fellow man. 


GROWTH IN INSURANCE 
COMPANIES 


THERE ARE Now 1,407 U. S. life 
insurance companies, 81 more than 
a year ago and more than twice the 
number providing life insurance 
services ten years ago. This total, 
shown by an annual survey con- 
ducted by the Institute of Life In- 
surance, includes all life insurance 
companies reported by the Insurance 
Departments of the 50 states and the 
District of Columbia as of June 30th. 

“The vigorous population growth 
in all sections of the country and a 
regional shifting of industrial areas 
have been factors in the formation 
of a record number of life insurance 
companies in the past ten years,” re- 
ports the Institute. “In concentrat- 
ing on the life insurance potential of 
fast-growing areas, especially in the 
South and West, these newer life 
companies have experienced a rising 
pattern of growth and an increasing 
share of the amount of life insurance 
in force.” 

Life insurance company home of- 
fices are located in every state with 
20 states having 20 or more compan- 


ies. Texas, which has led the state 
list for a number years, had 314 com- 
panies domiciled there; Louisiana 
ranked second with 122 companies 
followed in rank by: Arizona, 108; 
South Carolina, 53; Indiana, 51; 
Illinois, 49; Alabama, 47; Pennsyl- 
vania, 45; Arkansas, 37; Delaware, 
36; Georgia, 32; Oklahoma, 32; 
New York, 30. 

There are 326 U. S. cities with 
life insurance company home offices, 
led by Dallas with 141. Houston 
ranks second with 63 domiciled com- 
panies, followed in order by Philadel- 
phia, 38; New Orleans, 36; Chicago, 
32. There are 37 cities with 10 or 
more life company home offices. 

Stock companies account for 1,256 
or 89% of the 1,407 companies, while 
151 or 11% are mutual companies. 
The majority of the older and larger 
companies are mutual and mutuals 
account for about 62% of the life 
insurance in force. 

As of June 30, 1959, there were 
17 companies in their second century 
of operation. 

Companies with over $1,000,000,- 
000 of life insurance in force num- 
bered 70 at mid-year. 





Trained and Equipped 








The Lincoln Life man is trained to prescribe properly for 
his clients’ personal insurance needs. And he’s equipped to fill 


his insurance prescription, whatever it may be. 


Lincoln Life’s thorough sales training courses combined with 
the Company’s extremely broad range of Life, Group, and Acci- 
dent and Sickness plans provide more reason for our proud 
claim that LNL is geared to help its field men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort WAYNE, INDIANA 
Its Name Indicates Its Character 
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MANAGEMENT 


ASSOCIATION 


Measures for Management 


JAMES P. MOORE, JR. 
Vice President and Comptroller 
The Mutual Benefit Life Insurance 

Company 
Newark, New Jersey 


ANAGEMENT BY DESIGN based 
Vi facts will produce results 
much superior to management by 
expediency and opinion. Few life 
insurance executives would disagree 
with, or could successfully challenge, 
that statement. Yet there are a great 
many companies which, we believe, 
operate in one major area through 
management by expediency and 
opinion. The area we have in mind 
is that of staffing—and its corollary, 
payroll and “fringe benefit” costs. 


Increased Costs 


Much has been written, and even 
more said, about the increase in such 
costs which has taken place in our 
industry, especially since the end 
of World War II. Only the most 
blatant optimist would assert that 
the “peak” has been reached, or that 
retrogression is at hand. Looking 
the inescapable and completely ob- 
vious fact of increased payroll and 
fringe costs squarely in the eye 
won’t change it in the slightest. 
Neither will resigned acceptance of 
the fact of its existence or its quick 
dismissal by acknowledging the ex- 
istence of “inflationary pressures” 
as the dominant controlling factor. 
Either course, while apparently 
meeting the needs of management 
(frequently felt) for a. soothing balm 
or lotion, has little, if any, curative 
or remedial qualities. 

If, to oversimplify, twice as many 
dollars must be paid today to get 
the same work done as it was nec- 
essary to pay ten or fifteen years 
ago, then management by design 
and fact carries twice the premium 
which it did a decade ago. Manage- 
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ment’s need and obligation to know 
all pertinent facts, and to employ 
all proper implements in the execu- 
tion of its function has clearly, and 
vastly, been enlarged. Management 
must know, much more factually 
and much more accurately than ever 
before, the answers to such admit- 
tedly trite but thoroughly essential 
questions as: 

What is a fair day’s work? 

What is a fair day’s pay? 

Are we getting a fair day’s work 
for a fair day’s pay? 

How many people do we really need 
to get our day to day work done 
with expedition, and without impo- 
sition on the people employed to 
do it? 

_ The life insurance executive who 
can answer such questions on a 
factual basis, rather than on the 
basis of his own opinions or guess- 
work, is clearly classifiable as a 
member of the “management by 
design” fraternity. The answers are 
neither quickly nor easily determin- 
able. In fact, they can be arrived 
at only after a lengthy, meticulous, 
and at times, patience-exhausting 
process. This process, quite gen- 
erally and sometimes too simply 
described as work measurement, is 
all that we have just said it to be 
and more but—its values and bene- 
fits to management, supervision, 
employees, and policyholders, far 
outweigh its difficulties. 


An Act of Humility 


It has long been recognized and 
acknowledged many times in many 
ways that life insurance is sold, and 
not bought. It is not, basically, sold 
by the writing or reading of maga- 
zine articles, or by advertising in 
its many forms and media. These 
same statements and conditions, we 
believe, have equal applicability in 
the field of work measurement. The 


man who buys life insurance for 
the protection of his family is, in 
the last analysis, performing an un- 
selfish act. The life insurance com- 
pany executive or management who 
decides to introduce a system of 
work measurement in his organiza- 
tion may be said, in the final 
analysis, to be performing an act of 
humility. 


Lacking Humility 


For the reader who may wonder 
about, or misunderstood this possi- 
bly strange comparison, let me ex- 
plain that any executive who is so 
enamored of his own opinions as to 
consider them infallible is lacking 
in the sense of humility which makes 
it possible to continuously strive 
for improvement and new ways of 
getting better management results. 
Enlightened management must be, 
and always is, alert to recognize that 
the solution to every problem and 
the answer to every question with 
which it must cope is not to be found 
in the nearest file cabinet—and that 
management’s solutions and answers 
are, in general, only as sound as 
the facts on which they are based. 

No organization or organizational 
component can be properly staffed 
unless four essential sets of facts 
are known: 

1. What is to be done 

2. How much is to be done 

3. How much time is required 

4. The capacity of the people and 

equipment available, or to be ob- 

tained, to get the work done 

It is the third and fourth sets of facts 

which, relatively speaking, are the 

most difficult to establish. Unless 

they are established in conjunction 

with and related to the first two 

sets of facts, management by opin- 

ion and operational cost by happen- 

stance must and will prevail. 
(Continued on the next page) - 


85 





Measures—Continued 


There are various means and 
systems for establishing clerical 
work standards, measuring work 
volumes, and determining clerical 
work performance and output in re- 
lation to the work standards estab- 
lished. The general tenor of this 
article has been philosophical. Its 
sole purpose is to be informatively 
provocative. We have therefore 
deliberately avoided, and will con- 
tinue to avoid, any discussion of 
the technical and “how to” aspects 
of the subject of work measurement. 
The remainder of this article will be 
devoted to historical and factual 
descriptions of : 


First—The comprehensive program 
inaugurated in our organization 
several years ago to further improve 
and control our operating costs, 
work measurement being but one 
phase of that program. 


Second—The benefits and values, 
both tangible and intangible, which 
have been experienced and observed 


in our organization as they have 
emanated from the process of work 
measurement. 

Historically, our program began 
in the latter part of 1953 with the 
establishment of a cost committee 
of our board of directors, composed 
of our chairman of the board, presi- 
dent, and three other members of 
our twelve-member board. This 
committee met weekly for some 
months after its creation. Since 
then it has met, as a general rule, 
after the close of each calendar 
quarter of operations. The exist- 
ence, activity, and interest of this 
committee is, perhaps, the quintes- 
sence of “top management support” 
which is so frequently declaimed as 
vital to so many things in corporate 
operation, and the lack of which is, 
almost as frequently, lamented. 


Five Areas of Activities 


Our comprehensive program is 
composed of five separate—and yet 
inseparable—areas of activities. The 
sequence of their presentation here 
has no significance as to their im- 


portance, since we consider that no 
one of them has any greater, or 
lesser, value to our program ob- 
jectives than any other. As will be 
indicated later, however, first posi- 
tion would have to be allotted to 
our work measurement activity if 
the sole criterion for placement, or 
self-appraisal of our total program, 
were to be specific dollars saved. 
The five broad areas of our total 
program, in order of their appear- 
ance in our operations since the 
latter part of 1953, are as follows: 
1. A consideration and examination 
of every item of expense, both be- 
fore and after the fact, according to 
three criteria. These are the real 
necessity of the expenditure, the al- 
ternatives if any if necessity is es- 
tablished, and the realization of a 
dollar’s value for a dollar spent. 

2. Budgetary control, and expense 
forecasting, for all aspects of our 
operations. Our first organization- 
wide budget was for the year 1954. 
We have, we believe, benefited a 
great deal from this activity. We 
know we have learned a lot about 
budgeting, especially that we need 
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to learn a great deal more and that 
the learning process is one which 
probably will never cease. 

3. A process of clerical work mea- 
surement. This activity was inaug- 
urated in April 1955, following more 
than a year of intense study and 
preparation, particularly for the 
presentation of the subject to our 
staff. Under the designation of the 
“Operational Standards Program” 
the installation phase was substan- 
tially completed by the end of 1958. 
These time points are specified not 
to use up space but to denote that 
nothing worth while, like the build- 
ing of ancient Rome, can be ac- 
complished in a short span. 

4. Functional and other cost analy- 
ses. QOur functional, cost system, 
initiated in 1957, is still very much 
in the developmental and evolution- 
ary stages. The work done to date 
has produced some very illuminating 
cost data about various functions 
which previously were both obscured 
and distorted when observed as part 
of departmental and other organiza- 
tional unit cost data. The participa- 
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tion of our staff cost personnel in 
the work of the cost committee of 
the Life Office Management Asso- 
ciation has been of immeasurable 
help in both the initiation and evolu- 
tion of our system. 

We have made special studies of 
the costs related to many of our 
operations, ranging in diversity from 
our dining and cafeteria services to 
our renewal commission accounting 
processes. Almost without excep- 
tion, each such study has been pro- 
ductive of substantial economies and 
cost improvements, through changes 
in procedure or the modus operandi 
which the study has indicated or 
inspired. 

5. A systematic program for meth- 
ods analysis and work simplification. 
In the interest of accurate reporting, 
it must be stated that this phase 
of our program, initiated in 1958, 
has hardly “left the ground.” The 
work which has been done has been 
largely concentrated in one large 
department and sufficient time has 
not yet elapsed to permit valid ap- 
praisal of the results. Our basic 


approach and concept seeks to rec- 

ognize the inherent and continuous 

responsibility of line supervision and 
management for procedural simpli- 
fication and improvement—and the 
practical necessity of supplying staff 
assistance trained in completely ob- 
jective analysis techniques to im- 
plement that responsibility. 

At the inception of our work 
measurement program in 1953 we 
had 973 full-time employees on our 
payroll in the home office. At the 
end of 1958 our complement of full- 
time home office personnel engaged 
in the same work and activities was 
879 as compared to the 1955 total 
indicated. The cumulative savings 
in payroll and related costs, accrued 
since the inception of the program, 
approaches one million dollars and 
the established annual rate of sav- 
ings is about three hundred fifty 
thousand dollars. 


These figures do not tell the com- 
plete story. A projection of, our 
staff growth for the interval during 


(Continued on the net page) . 
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Measures—Continued 


which work measurement has been 
in effect, based upon the actual staff 
growth experienced in the five years 
preceding 1955, indicates that our 
home office staff might have in- 
creased to about 1,100 persons. No 
attempt has been made to evaluate 
or price this “what might have 
been” consideration, because it can- 
not be factual. We have been con- 
tent to assume that any evaluation 
of the consideration would, conserv- 


He's onthe 


atively, be equivalent to our expendi- 
ture of time and manpower incident 
to the work measurement program. 

Our work measurement process 
has been very valuable, and at times 
practically invaluable, in making 
comparisons of the existing cost of 
certain operations with those re- 
lated to the costs on some different 
basis or method of operation. The 
detail data developed in connection 
with the program has been ex- 
tremely useful when special costs 
or methods studies have been made. 
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Our supervisory and management 
personnel have become very con- 
scious of the costs entailed in adding 
additional personnel and have been 
willing to explore and consider the 
questions of replacement as turn- 
over has occurred. Our operating 
management has had available a 
factual basis for evaluating and ap- 
praising the results achieved by 
line supervisors. 


A Never Ending Process 


We believe that we are much 
closer to management by 
than we were before the particular 
measures briefly described for get- 
ting closer to that objective were 
established. While we are gratified 
with the benefits and results which 
have eventuated from our program, 
we are by no means completely 
satisfied or complacent. We have 
learned, among other things, that 
improvement in any area of manage- 
ment responsibility, including costs, 
is a never ending process. Many 
factors are constantly present, or 
arising, to generate higher costs, 
new elements of cost, and unneces- 
sary cost, 

These factors can be offset only 
by constant management vigilance, 
interest in costs and cost control, 
and the will to do something about 
them through the use of every 
known and sound measure for man- 
agement by design. 


ACCIDENTAL DEATHS 


THERE WERE 2% more accidental 
deaths in the first five months of this 
year than in the comparable period 
of 1958 (36,100 vs 35,500) accord- 
ing to National Safety Council esti- 
mates. Motor vehicle, other public 
and work accidental deaths were all 
on the increase, while fatalities from 
home accidents decreased. 


TELEVISION FOR 
EQUITABLE 


THE Eouirasce Life of New York 
will enter television for the first time 
this fall with the sponsorship of 4 
series of six dramatic programs on 
N.B.C. The series, “Our American 
Heritage,” will start on October 18 
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RALPH D. CHURCHILL 
Brundidge, Fountain, Elliott & 
Bateman 
Dallas, Texas 


Fifth Circuit Court of Appeals Holds 

That Insured Had Right to Policy 

Containing Endowment, As Against 
Beneficiary 


The Ohio State Life Insurance 
Company in 1937 issued a policy 
of life insurance and endowment 
on the life of John Gordon Morgan. 
Morgan was at that time a stock- 
holder, officer and director of the 
E. J. Evans Company. 

The policy provided that the 
Evans Company would be the bene- 
ficiary of the proceeds upon receipt 
of due proof of the death of Morgan 
before the maturity of the policy 
as an endowment. The endowment 
portion provided that beginning in 
January of 1957, if Morgan be liv- 
ing, the Insurance Company would 
pay to Morgan, without the consent 
of Evans, $100 per month for a 
certain period of time. The policy 
contained a rider stating that it was 
the intention of the parties to use 
the net proceeds of the policy, in 
the event of Morgan’s death, to 
purchase his interest in the company 
from his heirs. 

Morgan left the Evans Company 
in 1944, obtaining $75,000 for his 
stock. For an additional thousand 
odd dollars Morgan agreed that this 
amount was in full settlement of all 
debts, demands or claims which he, 
Morgan, may have against Evans 
Company. Shortly after the parties 
severed their business relations, the 
policy was found in the attorney’s 
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The Legal Spothoht 


office with the following notations 
thereon : 


In Morgan’s handwriting was 
written, “Kerns Wright’s Office.” 
Wright was the attorney for Evans 
Company. 

In a company official’s handwrit- 
ing was the notation, “2/1/52— 
Cash before January, 1957 if Gor- 
don Morgan is still alive.” 


In 1955 the Evans Company re- 
quested the Insurance Company to 
give them the cash surrender value 
of the policy, but the Insurance 
Company would not do so without 
Morgan’s consent. Morgan refused 
and suit was filed. The trial court 
concluded that the insurance policy 
was acquired at the expense of the 
Evans Company, was an asset of 
it, and all rights of Morgan to the 
policy were held in trust for the 
Evans Company. Secondly, the trial 
court took the position that there 
was an assignment of Morgan’s 
interest in the policy to Evans. 
Morgan lodged an appeal with the 
Fifth Circuit Court of Appeals. 


This court, writing through Jus- 
tice Tuttle, reversed the trial court, 
directing that judgment be entered 
in favor of Morgan. The court 
stated that the insurance contract 
provided for conditional benefits for 
both parties in this lawsuit. It is 
perfectly legitimate for the parties 
to provide that if Morgan died the 
Evans Company would get the pro- 
ceeds, but that if Morgan lived for 
a certain period of time he would 
get the proceeds. The principal of 
endowments and the law thereon is 





quoted from 29 Am. Jur. 1277 by 
the Court as follows: 


“Endowment, Accumulation 
and Tontine Policies—Under en- 
dowment or tontine policies pay- 
able to the insured at the expira- 
tion of a certain period, if alive, 
but providing for the payment of 
a stated sum to a designated 
beneficiary in case of the insured’s 
death during the period men- 
tioned, the insured and the bene- 
ficiary take contingent interests. 
The interest of the insured in the 
proceeds of the insurance depends 
upon his survival of the expira- 
tion of the endowment period. 
Upon the insured’s death, within 
the period, the beneficiary will 
take, as against the personal rep- 
resentative or the assignee of the 
insured. Upon the other hand, 
if the insured survives the en- 
dowment period, the benefits are 
payable to him or to his assignee, 
notwithstanding a beneficiary is 
designated in the policy * * *.”’ 
Further the court held that there 

was no assignment or release of 
any rights that Morgan had in re- 
lation to the insurance policy by 
virtue of the agreement or the writ- 
ing on the policy. 

Morgan vs. E. J. Evans Company, 
United States Court of Appeals, 5th 
Circuit, April 29, 1959. 266 F. 2d, 
423. 

R. Bruce Jones, Jones, Adams, 
Paine & Foster, 301 Pan-A Bldg., 
West Palm Beach, Florida, for ap- 
pellant. 

T. J. Blackwell, Robert Asti, Mel- 
vin T. Boyd, Blackwell, Walker & 

(Continued on the next page) - 


89 





The Legal Spotlight—Continued 


Gray, First Federal Building, Miami 
32, Florida, for appellee. 


Tennessee Supreme Court Rules That 
Beneficiary Covered Although Not 
Hit Directly By Automobile 


The American Casualty Company 
of Reading, Pennsylvania had is- 
sued an accident insurance policy, 
in which Vestal Cutshall was a bene- 
ficiary. The policy provided that 


the company would pay all reason- 
able medical and hospital expenses 
of the beneficiary up to $500 for any 
beneficiary “who sustains bodily in- 
jury * * * caused by an accident 
while occupying or through being 
struck by an automobile.” 

Cutshall was riding as a passen- 
ger on a motorcycle when the opera- 
tor of the motorcycle lost control 
of it and the vehicle skidded directly 
into the path of an oncoming auto- 
mobile. As a result of the ensuing 
collision Cutshall was thrown from 
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the motorcycle over the hood of 
the automobile, striking the pave- 
ment, shoulder and ditch of the 
highway. It is noted that at no 
time did he come in contact with 
any part of the automobile. 

The insurance company took the 
position that the policy meant that 
the beneficiary must come into phy- 
sical contact with an automobile be- 
fore he can collect. The beneficiary 
insisted, however, that such physi- 
cal contact was not necessary. Suit 
resulted and a judgment was entered 
in the trial court for Cutshall. The 
Company appealed to the Tennessee 
Supreme Court, where Judge Tom- 
linson affirmed the trial court’s de- 
cision. 

The court cited another Tennessee 
case, Maness vs. Life & Casualty 
Insurance Company, 161 Tenn. 41, 
where a similar clause in a policy 
was involved. In that case the in- 
sured was walking along a graveled 
highway when a piece of gravel 
from a passing automobile struck 
him in the eye. The court in that 
case held that as the blow from the 
automobile was the efficient and 
proximate cause of the injury it 
was immaterial that the moving car 
struck him with a rock instead of 
some part of the machine. He was 
none the less struck and the agency 
which inflicted the blow was an 
automobile. 

In this case the peril insured 
against was that of a blow from 
an automobile. No part of the 
automobile hit his body, but the 
motorcycle and automobile collided. 
It is immaterial that this blow, in 
which the automobile participated, 
threw him to the ground rather than 
against the automobile. It is logical 
to conclude that what the parties 
had in mind was insurance against 
injuries inflicted by a blow in which 
an automobile participated. Thus 
the court rules that the facts in 
this case do bring the beneficiary 
within the insuring provisions of 
the policy. 

American Casualty Co. Of Read- 
ing, Pa. vs. Cutshall, Tennessce 
Supreme Court. June 5, 1959. 4 
CCH Life Cases (2d) 332. 

H. R. Coleman, Jr., Fraker, Silvers 
& Coleman, Greeneville, Tenn. for 
plaintiff-in-error. 

John A. Armstrong, Greeneville, 
Tenn. for defendant-in-error. 
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LIFE INSURANCE GOALS 


A POLICYHOLDER’S satisfaction with 
the amount of life insurance he 
owns and his intention to buy 
more in the future depend, not 
only on his income and present in- 
surance coverage, but also on what 
he thinks people like himself ought 
toown. This evidence is given in the 
research report Life Insurance Goals 
published by the Life Insurance 
Agency Management Association. 

The Association suggests that one 
method of raising the goals of insur- 
ance owners might be to let people 
know about the actual level of 
ownership among various segments 
of the public. The LIAMA survey 
indicates that many people misunder- 
stand the amount of life insurance 
held by others. 

A second method for raising goals 
is to help the household heads to un- 
derstand the variety of needs that 
must be covered if they are to pro- 
vide adequate protection for their 
dependents. The survey showed that 
“programing” is associated with the 
setting of high goals for the upper 
income group and that there is some 
relation between “programing” and 
goals for the middle income group. 


AGED PROBLEM 


NEARLY HALF THE income of el- 
derly persons in the U. S. now 
come from private and public in- 
come maintenance programs, Prof. 
Wilbur J. Cohen of The Univer- 
sity of Michigan declared recently. 

Total income of those age 65 and 
over was $25 billion last year, 
Cohen said in testimony prepared 
for the Senate Subcommittee on 
Problems of the Aged and Aging. 
The subcommittee is headed by Sen. 
Pat. McNamara (D., Mich.). 

Cohen said government programs 
provided a total of $10.6 billion to 
the elderly in 1958. This total in- 
cludes $6.7 billion from social secur- 
ity, $1.7 billion from public assis- 
tance, and $2.2 billion from other 
governmental programs, like civil 
service retirement and veterans 
benefits. 

About $1 billion came from pri- 
vate pension plans, with additional 
sums from individual insurance 
contracts. 


For October, 1959 


Taken together, these income 
maintenance plans provided 45% 


-of the aged’s income last year. An 


additional 40 to 45% came from 
employment. 

While private pension plans have 
increased, they provide benefits to 
only a small proportion of those 
now age 65 and over, Cohen con- 
tinued. Total contributions to pen- 
sion plans in 1957 were $4.6 billion, 
of which $3.9 billion was paid by 
employers. There were 1,250,000 
beneficiaries, who received about 
$1.2 billion in all. 

However, only about one-third 
of the nation’s work force—36% 
—is employed in firms with private 
pension plans. 


Low Incomes 


Most of the aged still have low 
incomes. In 1958, three-fifths of all 
people age 65 and over had money 
incomes of less than $1,000. An- 
other fifth had incomes between 
$1,000 and $2,000, while the rest 
had incomes of more than $2,000. 

The proportion of older persons 
in the work force is declining, the 
U-M expert said. In December, 
1958, only about one in every five 
persons age 65 and over were em- 
ployed—about three million out of 
a total of more than fifteen million. 
Only one elderly family in four re- 
ceives any income from employ- 
ment. 

In 1890, he noted, seven out of 
ten men age 65 and over had jobs. 
By 1945, this proportion fell to one 
in two. Today it’s about one in 
three. 

Former director of research and 
statistics for the Social Security 
Administration, Cohen presented 
the following cost estimates for 
various improvements suggested by 
Congress for social security. The 
costs are shown as a per cent of 
payroll, figured on all earnings up 
to $4,800 annually: 


1. To repeal the “retirement test” 
which limits the earned income 
which elderly persons may obtain 
and still receive social security 
would cost 1.00%. 

2. To repeal this same test at age 
70 would cost .15%. 

3. To give a “delayed retirement” 
credit of two per cent for each year 


a person eligible for social security 
did not receive benefits would cost 
28%. 

4. To permit elderly persons to 
earn up to $1500 per year or up to 
$125 per month and still receive 
social security would cost .30%. 
5. To provide a 10 per cent increase 
in benefits with a minimum increase 
of $5 per month would cost .93%. 
6. To provide full benefits at age 
60 for both men and women would 
cost 1.48%. 


7. To provide widows a_ benefit 
equal to 100% of husband’s bene- 
fit (instead of 75%) would cost 
57%. 

8. To provide hospital benefits, 
with a 60-day maximum, for those 
eligible to receive social security 
would cost .67%. 


EDUCATION 


MoRrE THAN FIFTY THOUSAND of the 
men and women employed in the life 
insurance business are currently en- 
rolled in formal life insurance edu- 
cation courses, in addition to the ex- 
tensive company training programs, 
the Institute of Life Insurance esti- 
mates. “As a result of the life com- 
panies’ emphasis on educational pro- 
grams, home office and field agent 
personnel are preparing to provide 
still better service to policyholders,” 
says the Institute. “Additionally, 
greater career opportunities are 
opened to life insurance personnel 
taking courses in such life insurance 
and allied subjects as underwriting, 
actuarial science, sales, law, acceunt- 
ing, personnel management, adminis- 
tration and finance.” 

When a life insurance company 
employee is established in his job, 
he is encouraged to take courses 
which emphasize supervisory and 
management development. Cur- 
rently, nearly 11,000 employees of 
approximately 426 life insurance 
companies and affiliated organiza- 
tions are taking courses prepared by 
the Life Office Management Asso- 
ciation Institute. Aggregate enroll- 
ment in these courses since their 
start in 1933, is more than 47,000, 
providing the life insurance business 
with a large pool of supervisory and 
management potential. 
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Preparing people for successful careers ...in sales and field management 


Whether a “rookie,” experienced producer, supervisor 
or general agent—the Man from Midland Mutual re- 
ceives modern, practical training help. The Company’s 
many-sided program is keyed to developing the know- 
how, skills and confidence which are so vital to suc- 
cessful performance in today’s competitive market. 
Midland Mutual supports the training efforts of the 
general agent with a complete basic course which sup- 
plies a smooth “track to run on” and materials designed 
specifically for effective schooling of the new man. 
Home Office Seminars are another highly important 


training aid—the agents above, for example, are taking 
part in a session on Midland’s exclusive Full Circle of 
Security programming system. 

For field management, too, the Company offers solid 
development aid through “train the trainer” activities 
and LIAMA courses. 

Find out more about how Midland Mutual trains 
people for successful careers. Write Charles E. Sherer, 
CLU, Vice President and Director of Agencies—be 
sure to ask about the FOUNDATION BUILDER pro- 
gram for new general agents. 
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LIFE INSURANCE COMPANY : 


248 East Broad St., Columbus 16, Ohio 


Immediate agency openings in: Miami, rome » St. Petersburg, Jacksonville, Charlotte, N. C., Baltimore, Louisville, Chico 


Knoxville. Opportunities also available in other areas. 
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American Bankers Life: Gene L. 


Home Office and Field 





Acacia Mutual: G. Edward Hacking, 
CLU, has been appointed manager of 
Silver Spring (Md.) branch. 

Acme United: Edward B. Rumer, for- 
merly administrative assistant with Life 
Underwriter Training Council, has been 
appointed agency secretary, and Roy 
Handel named supervisor of field train- 
ing. 

James C. Young and M. C. Wethering- 
ton have been appointed agency super- 
visors for northern Alabama and southern 
Georgia-north Florida, respectively. 


Aetna Life: Louis E. Gibson, CLU, has 
been promoted to general agent at Fort 
Worth succeeding Robert W. Maxwell, 
resigned. 


All American Life: Edward J]. and John 
§. Connolly (brothers) have opened an 
office in Louisville and will serve central 
and western Kentucky as agency builder 
and agency manager, respectively. James 
§, Ellison, formerly brokerage manager for 
Northwest National, has been appointed 
agency builder for Oregon and southern 
Washington. 


Ricci 
has been appointed general agent in 
Pittsburgh. 


American Investment (Tenn.): Frank O. 
Acton, Jr., has been promoted to home 
Office as assistant agency director and is 
Succeeded as Tennessee state supervisor 
Brooks Jones, who, in turn, is re- 
ced as Kentucky state supervisor by 
illiam R. McCowan, formerly a regional 
Mutual Life & 


Supervisor for Illinois 
Cas. 


American National: General agents ap- 
inted at  newly-opened ordinary 
ranches: Abe Attaway, Denver, and Alvin 

Paris, Colorado Springs, Colo.; Harley E. 

Bergener, Logan, Utah; Louis A. Quan, 

San Francisco, and J. D. DeSpain, San 

Jose, Cal.; Alwin L. Smith, Reno, Nev.; 

Albert J. Sussman, Wilmington, Del.; 

Norman Weggerman, Evansville, Ind.; 

Travis Leopard, Davenport, Iowa; and 

Lorrin M. White, Idaho Falls, Idaho. 
Promoted to general agents: J. D. 

Harris, San Francisco #1 succeeding Gif- 

ford J. Hudson, advanced to associate di- 

rector of agencies in western div.; and 

R. L. Harrison, Ft. Smith, Ark., replacing 

Mr. Paris. 


Baltimore Life: William H. Lambert, 
assistant director of general agencies, has 
been named director of field services. 


Bankers Life & Cas.: Charlies M. Lynde 
as been named executive assistant to the 
marketing vice president. Ed Condon has 
been promoted to advertising director and 
Warren Mattix advanced to assistant ad- 
vertising director. Joe Parkin, who was 
ad director, has left to head up the Stam- 
ford (Conn.) firm “Mail Talent,” but will 
retain association with Bankers as market- 
ing consultant. 


For October, 1959 


Bankers Life (lowa): Agency managers 
named: George E. Evans, Dayton, Ohio 
(new); and Richard G. O’Brien, Eau 
Claire, Wis., succeeding Richard L. 
Wamsley, transferred to Sioux Falls, S. D. 

Richard K. Greer and Donald L. Arant 
have been named field supervisors at 
home office. Richard T. Rostvold has 
been appointed group representative in 
Minneapolis. 

The San Angelo (Texas) agency has 
moved to 1507—13th St., Lubbock. 


Bankers National: Howard T. Cohn was 
elected associate actuary and will succeed 
the late Edgar J. Blume as administrative 
officer of the actuarial dept. Seymour 
Rubinstein and Robert H. Wall were 
elected assistant actuaries for group and 
life, respectively. 


Beneficial Standard: William B. Dandy, 
formerly vice president of Protective Se- 
curity Life, has been named assistant con- 
troller. Avrom B. Green was elected an 
assistant vice president and associate gene- 
ral counsel for this company and Bene- 
ficial Fire & Casualty. 


Calhoun Life: W. L. DuBose has been 
promoted to an executive position in 
charge of combination div. for state of 
South Carolina and continues to hold 
position of assistant vice president. 
Promoted to replace him as manager of 
Region 2 (in Columbia) is Edgar L. 
Seymour. 


California Life: Ralph D. Bacon has been 
appointed comptroller. Frederick O. 
Shafer has been named chief underwriter. 


Canada Life: Gordon, Grant & Co., Ltd., 
have been appointed general agents in 
Trinidad with Allan S. Outridge, CLU, 
as life manager. 


Colonial Life (N. J.): Frank E. Wester- 
berg has been appointed director of sales 
promotion and will assume sales promo- 
tional activities formerly handled in 
general agency dept. by Joseph B. 
Treusch, who will continue as director of 
public relations on the staff of president 
Richard B. Evans. Douglas J. Moe has 
been named secretary for the personal 
accident and health dept. 


Conn. General: Frederick A. Exline, 
CLU, has been promoted to manager of 
Columbus (Ohio) branch office succeeding 
his father, Fred M. Exline, retired. Robert 
D. Heins and C. Stephen Babbitt have 
been named managers of New Orleans 
brokerage agency and Erie (Pa.) branch 
office respectively. 

A district office has been opened in 
Schenectady, N. Y., with Russell F. Hall 
as manager. 





ALBERT J. CAPLAN & CO. 


Members. Phila.-Balto Stock Exch. 
Boston & Pitts. Stock Exch. (Assoc.) 


1516 Locust Street, Phila. 2, Pa. 


STOCKS 








Conn. Mutual: Robert J. Muller has been 
appointed brokerage supervisor in Boston 
area by general agent Winslow S. Cobb, 


Jr. 


Employers’ Life: Named managers: Er- 
nest K. Sidlo (formerly assistant manager 
in Cleveland for Equitable Society) for 
Ohio; Carl A. Culver, CLU (assistant 
manager in Detroit for Continental 
Assur.) for Michigan; Norman A. Nestler 
(agency supervisor in Milwaukee for 
Phoenix Mutual) for Wisconsin; John E. 
Bade (associate manager for Common- 
wealth Life) for Kentucky; and Chris- 
topher L. Daly, Jr. (district manager in 
Concord, Cal., for New England Life) for 
northern California. 


Equitable Life (lowa): Promotions at 
home office: F. W. Capper, personnel di- 
rector; H. A. Imus, planning secretary; 
and K. R. Wright, assistant superinten- 
dent of bonds. 


Federal Life Ins.: Harold N. Johnson 
has been appointed assistant agency sec- 
retary with agency dept. 


Franklin Life: General agent appoint- 
ments: Edwin L. Lammi, Hibbing, Minn.; 
Quinten H. Ham, Hutchinson, Kan.; 
Mrs. Wilma L. Jenkins, Alton, Ill.; Law- 
rence Mascarenas, Duluth, Minn.; E. H. 
Walker, Key West, Fla.; and Richard E. 
Shaffer, Morgantown, W. Va. 

J. Frank Strawn has been promoted to 
agency supervisor at Raleigh, N. C. Frank 
H. Janello of Carbondale, Ill., has been 
advanced to area manager and his as- 
sociates, Norman E. Hood and Maurice 
E. Williams, elevated to general agents. 

John B. Copeland, Jr., has been named 
regional sales director at Tulsa, Okla. 


General American: Promotions: E. Lee 
Trinkle, Jr., elected assistant vice presi- 
dent, takes charge of newly-named and 
expanded administrative planning div.; 
Herbert K. Myers, heads new cost analy- 
sis and control dept. within accounting 
div.; James C. McIntyre, assistant actuary 
and manager of actuarial administration; 
Jack M. Hannaford, assistant actuary in 
charge of special actuarial projects; and 
Clell. E. Bain, to newly-created post of 
director of agencies, north central region. 

Irwin R. Zemmon, formerly with Man- 
hattan Life in Detroit, and Harold R. 
Dormada, formerly assistant general 
agent in St. Petersburg for State Mutual 
Life, have been appointed general agents 
at Detroit and St. Petersburg (Fla.), re- 
spectively. 


Government Personnel: Named district 
managers: L. V. Biggs, Jr., Memphis, 
Tenn.; August Dannehl, Havelock, N. C.; 
Harold Fuller South Carolina; Richard 
Glass, Washinton, D. C.; Charles Greiner, 
southern Virginia; H. S. Haines, III, 
Orange County, Cal.; Frank Hanson, 
Sacramento, Cal.; Edward Millett, north- 
ern Maine; Walter Reierson, Tacoma- 
Seattle, Wash.; C. H. Sorrels, Jr., southern 
Miss. and western Ala.; and Lloyd Willett, 
Norfolk, Va. 
(Continued on the next page) 





Field Appointments—Continued 


Great National: Assistant secretary Tru- 
man C. Ragsdale has been placed in 
charge of actuarial dept. 


Great-West: J. A. Sylvester has been 
appointed a supervisor of Indianapolis 
branch. 


Gulf Life: Earl Peters, CLU, has been 
promoted to director of the new field 
training dept. succeeding T. O. Ward, 
and will be aided by assistant directors 
E. R. Fishburne, Jr., and Walter Rosen- 
baum. 

Manager W. A. Levie has been trans- 
ferred from LaGrange to Albany to 
succeed Roy L. Dial, retired. 


HBA Life: Robert L. Crouch, former 
Syracuse (N. Y.) advertising executive, 
has been made advertising and purchasing 
manager. 


Home State: James M. Hamilton has 
been promoted to director of ordinary 
agencies. 


Indianapolis Life: James E. Fusco, for- 
merly associate general agent with Mid- 
land Mutual, has been appointed general 
agent in Columbus, Ohio, with John N. 
Botti, CLU, (formerly with Midland) as 
associate general agent and John F. 
Kavaney as agency supervisor. 


John Hancock: Charles W. Hoover, CLU 
has been appointed general agent in 
South Bend, Ind. District manager John 
P. Ryan has been transferred to Albany 
(N. Y,) succeeding Charles C. Adriance, 
retiring due to ill health, and is replaced 
at New Brunswick (N. J.) by Raymond 
Calvert. 

A new district agency has been opened 
in Tacoma, Wash., with Maurice Bar- 
rackman promoted to manager and 
Harold N. Roberts advanced to assistant 
district manager. 





With a proven sales record, and if living in 
one of the Provident States*, we may have 
just the opportunity you are looking for. 


WHY NOT HAVE?.. 


> Your own general agency 


> Top commissions on personal production 


> Vested renewals 
> Competitive policies 
> Powerful sales brochures 


> Tops in support from Home Office 
> Growth with a growing company 


Write in strict confidence to: 


JOSEPH DICKMAN, Agency Vice President 


PROVIDENT LIFE INSURANCE COMPANY 


BISMARCK, NOR¥H DAKOTA 


DENT 








Half- Billion 


; Line Insurance Company 


CAPITOL AT WOODLANE 
: LITTLE ROCK. ARKANSAS 
CARL S. PULLEY, Vice President and Director of Agencies 








Life & Cas.: Staff managers promoted: 
Salvatore Bellacome to district manager in 
Dallas, and John Hannay to regional sales 
director in Georgia. 

District manager C. W. Searcy has 
moved his headquarters from Brownwood 
to Abilene, Texas. 


Life of Florida: J. Earl Culbreth has 
been appointed to the new position of 
director of industrial dept. and will con. 
tinue his present duties as manager of 
Miami-Key West district. 


Life of North America: John E. Lloyd 
was elected life comptroller, and William 
D. Smith, associate actuary. 


Lincoln National: Delbert Bowles has 
been advanced to assistant superinten- 
dent of agencies. 

Regional group manager James T 
Johnson, Jr., has been transferred from 
Birmingham (Ala.) to Dallas. Dan H. 
Beerman has been named to a supcr- 
visory position in home office agency. 

Appointed to supervisory posts by 
general agents: Bill R. Ramey with Lloyd 
Evans & Associates, Spokane, Wash., 
Bobby G. Gibson with R. E. King Agency 
in Charlotte, N. C.; and John V. Gilmour, 
Jr., Ulrich- “Johnson Agency, Oakland, 
Cal. 


Manhattan Life: Edward J. Leonard has 
been appointed a supervisor by James 
G. Ranni Organization, New York 
general agent. 

General agent appointments: Devan W. 
Read, Jackson, Miss.; and George G. Short, 
CLU, Wichita, Kan. 


Mass. Mutual: Logan J. Massee has been 
appointed planning secretary and Edwin 
L. Luippold named director of electronic 
data processing. 

John E. Gregory has been appointed 
general agent of new agency opened in 
East Orange, N. J. 

Staff supervisors named by general 
agents: Samuel I. Preston, New ~ York 
City (Robert E. Clancy); Oliver (C. 
Dawkins, III, Louisville, Ky. (Alan A 
Anthony); and Melvin D. Corwin, 
Brooklyn, N. Y. (Jacob S. Karp, CLU). 
Richard C. Haverly has been appointed 
district manager in Eau Claire (Wis.) by 
general agent John J. Steger, St. Paul. 


Metropolitan Life: Frank A. Fitton has 
been appointed an officer with the title 
assistant secretary. 


Michigan Life: Markham Corp. of Grand 
Blanc has been appointed Flint area 
agency, and George I. Markham, presi- 
dent, has named George Cover as life 
insurance manager. Mitchell Darling, 
general agent in Flint area for many years, 
will continue in that capacity as an as- 
sociate with Markham Corp. 

R. C. Garrison Associates (27340 South- 
field, Lathrup Village) has been appointed 
as a general agency servicing Oakland, 
Wayne and Macomb counties. 


Midland Mutual: Don H. Chanay has 
been promoted to general agent in north- 
ern Arizona (Phoenix). 


Midwestern United: Ralph D. Clinga 
man has been appointed assistant to the 
president and will assist president Phil J. 
Schwanz in the sales dept. which he also 
heads as agency director. The home office 
section of the agency dept. will be headed 
by Paul E. Griner, assistant agency di- 
rector. 


Best’s Life News 
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Ministers Life: Leo M. Lindberg, for- 
merly an agent with Ohio National, has 
been appointed regional secretary for 
southern California area. 


Mutual Benefit Life: Robert J. Haase, 
formerly an agent with Equitable So- 
ciety, has been named general agent of 
new El Paso (Texas) agency. 

Walter J. Ashley, formerly assistant 
title officer on the legal staff of N. J. 
Realty Title Ins. Co., Newark, has been 
appointed an attorney. 


Notional Fidelity: Frank L. Stephens, Jr., 
has been named director of accident and 
health promotion. 


National Life & Acc.: Dr. William P. 
Coburn has been named assistant medical 
director. 


National Life (V#.): Thomas B. McAuley, 
formerly supervisor of New England 
Life’s Albany agency, has been named 
general agent there. 


New England Life: Promotions: Vincent 
V. R. Booth to associate general counsel, 
John C. Storey to counsel, and John E. 
Kennedy to attorney. Donald F. Ryan 
has been appointed manager and Alvaro 
M. Souza, assistant manager, of the ac- 
counting dept. with Miss Eunice C. 
Peterson as staff accountant. 

E. R. McMillin, Jr., has been named 
co-general agent in Nashville (Tenn.) 
with Thomas G. Harrison succeeding 
George H. Rutenbar, resigned to enter 
ministry. 

Manager Raymond S. Volkman has 
been transferred to Salt Lake City and is 
succeeded at Fresno by Earle L. Patten, 
CLU, previously at Palo Alto. New man- 
agers named: William W. Whitesides, 
CLU, Oakland, Cal.; William L. Roush, 
Albuquerque, N. M.; and Harry Bushkar, 
Roanoke, Va. 

A new district agency has been opened 
at 15900 W. McNichols Road, Detroit, 
with Charles P. Davey as district agent. 


New York Life: Marketing dept. promo- 
tions of former group dept. field person- 
nel: Assistant vice presidents, home 
office: Forrest E. Huffman will work un- 
der vice president Andrew H. Thomson, 
who is in charge of western regions and 
Canadian div.; Fenwick J. Crane, assist- 
ing vice president James D. Dunning, who 
is in charge of eastern regions. Assistant 
regional vice presidents: William F. 
L’Heureux, central Pacific; Robert E. 
Purdy, northeastern; E. Wade Davenport, 
north central; Armor Killingsworth, south 
Pacific; Clifford W. Johnson, west central; 
Alexander M. Logan, south central; 
Donald L. Crouse, southeastern; and 
William J. Harford, middle Atlantic. 

Promotions and_ transfers: District 
group managers William Calligan (Mil- 
waukee) and Dwain Cook (Dallas) to 
Chicago and Atlanta, respectively; George 
H. Bemus (Washington), James A. Pearce 
and John Wolf from home office group 
representatives to district group man- 
agers at Pittsburgh, Milwaukee and Dallas, 
respectively; John E. Dunlavey and Bruce 
Pass from assistants to district group man- 
agers at Washington and Los Angeles, re- 
spectively: Raymond J. Reed from district 
group manager, Allentown, to assistant 
district group manager, Washington; and 
Lloyd §. Ruland, Jr., from home office 
group representative to assistant district 
group manager, Los Angeles. 


For October, 1959 


LIBERTY and FREEDOM 


The Statue of Liberty is an important symbol to 
all Americans because it represents the freedom 
which is the foundation of our way of life. Our 
Company is proud to use it as its trademark. 


Men to remain free must provide security for them- 
selves and their families and most American families 
have found life insurance to be the best way to provide 


this security. 


Liberty National Life Insurance Company is providing 
a large measure of security for many families. Over a 
quarter of a billion dollars is held by the Company 


for the protection of policyowners. 


Perhaps this 


financial strength is one of the reasons why mon: and 
more people each year buy their life insurance 


from Liberty National. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


HOME OFFICE: Birmingham, Alabama 


Frank P. Samford, President 





No. 10 in an enlightening series of 12 Broker-Type 


personalities. 


Dumbfounded Do-Nothing Old Sluggish here would 
be wise to check up on ANICO’s complete line of policies 


competitive policies with competitive commissions. You 
should check with ANICO, too. 


ANICO 
SALES LEADERS 
Family Policy. 
$10,000 minimum special 
$25,000 minimum special. 
Life with Family Income 
to age 65. 
Income Conversion Rider. 
Annuities. 

All forms of A & H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check plan. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy 











Openings everywhere in territory for REPRESENTATIVES, BROKERS, SPECIAL BROKERS. In- 
quiries about these or other openings for those with special qualifications and experienca 
will receive prompt attention and answer. For information address: COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 


GALWESTQN, TEXAS 


OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 





Assistant managers 
home office as management assistants: 
LeRoy A. Bissell, Bridgeport, Conn.; 
John C. Brice, St. Petersburg, Fla.; Paul 
D. Buck, Elmira, N. Y.; Kenneth W. Dea- 
son, Cedar Rapids; Richard C. Flory, 
West Penn., Pittsburgh; Arthur J. 
Gasenica, San Diego; Norman K. Graham, 
Regina, Can.; Robert J. Kapish, Akron; 
Stanley H. Kerestes, Miami; Eugene E. 
Letson, Phoenix; Charles W. Letzgus, 
northern Virginia (Arlington); George J. 
Monusky, Manhattan; Robert C. Pucci, 
Loop, Chicago; V. Dale Seat, Oklahoma 
City; Donald Tierney, Rochester, Minn.; 
and Thomas Tsaggaris, Clifton, N. J. 


being trained at 


North American Life (Ill.): 4. 
Brown has been appointed 
agency superintendent. 


Murray 
regional 


Northwestern Mutual: Harvey C. Clem- 
ent has been appointed general agent at 
Manchester, N. H., succeeding Vaughn 
D. Griffin, retired. 


Northwestern National: Warren H. 
Smith, CLU, and Vernon Kroehle, gene- 
ral agents at Cleveland, have relin- 
quished their duties to devote full-time 
to their personal clientele and are suc- 
ceeded by Warren B. Smith (son of War- 
ren H. Smith), who has been named man- 
ager. 

A. Keith Jernigan has been appointed 
manager of newly-established group re- 
gional office at Wichita. Theodore 
Phillips has been named manager of dis- 
trict agency at St. Joseph, Mo., succeeding 
Truman E. Wilson. 

(Continued on page 98) 





Up to date coverage of the 
new “family plan" policies 


More companies covered 
for the first time 


New policies ... new rates and 
dividends ... here's just a partial 
list a full three months before 


publication date: 


AETNA LIFE (CONN.) — Premiums graded 
a to So size for Par and Non-Par 
plans. ividend scale for 1959. (Com- 
plete mR... 4, ) 

COLONIAL LIFE (N. J.) — Adopts “Graded 
Premium Series” based on poles size. New 
plans introduced. 

DOMINION LIFE (CAN.) — Premiums graded 
by policy size, lower rates for women and 
new Family Policy introduced. 

BQUITABLE (N. ¥.) — Introduces new “Series 
100 Program” featuring the introduction of 
a graded premium system and many other 
changes marking the Equitable’s Centennial 
Year. (Complete revision.) 

BQUITABLE (IOWA) — Graded premium in- 
troduced for Participating plans. Reduced 
rates for women. New dividend scale. Gra- 
dation of premiums for Non-Par plans were 


introduced last year. 

ENEZERAL LIFE OF AMERICA (WA om) 3. 

Introduces the “Executive Policy” (Min. $265,- 

000). Waiver of premium included auto- 

matically through age 65. 

REAT-W2EST CAN. — Premium rates 
graded by size of policy based on policy fee 
ae oe any Increased dividend scale for 1959. 
UARDIAN LIFE (HN. ¥.) — New dividend 
scale for 1959. 

ERSTATE LIFE & ACCIDENT (TENN.) 
— Premiums graded by — size. 

JOHN HANCOCK — Premiums graded by pol- 
icy size. New dividend scale. New policies 
introduced. (Complete revision.) 

WATIONAL LIFE (VT.) — Premiums graded 
by policy size for 1959. New guaranteed cash 
values and lower premiums for women. 
(Complete revision.) 

YORK STATE SAVINGS BANES 
Introduces new policy rates graded by policy 
size; also new Family Plan. 

NWORTHWESTERN AL — Reduced pre- 
mium rates, lower rates for women, acci- 
dental death benefit, increased dividend scale 
for seventh consecutive year, higher divi- 
dends for women among major changes in 
new contracts for 1959. (Complete revision.) 

OHIO NATIONAL — Premiums graded on all 
basic insurance plans. New plans of insur- 
ance introduced. Increased cash values and 
reduced premiums for women 

AL — Premiums graded by policy 
size. Increased dividend scale for 1969. Spe- 
cial dividend scale for women. (Complete 


revision.) 

uD (x. J. — Adenia uuantty 
discount” system for insuran oe pee In- 
troduces “Modified 5-10 Life” (Min. $5, 000. 
(Complete revision.) 

VELERS — New rates introduced on Pol- 
icy Fee basis. Rates for women same as for 
men ry years younger. (Complete revision.) 

— Premiums 
ae by policy size. (Complete revision.) 


1959 - A YEAR OXT 
POLICY, RATE ¢iV 


ALL COMPLETELY COVERED in the NEW 
~ 


1959 COMPEND... (#ea’. 


. » « for COMPANIES WRITING 98° of ALL 
LIFE INSURANCE in FORCE! F 


The NEW 1959 COMPEND—EXTENSIVELY 
REVISED! | 


The ete sa data 
Seale. oo EW EEPIN NGES ES ik tile ‘1959 1959 COMPEND 
MAKE ALL PREVIOUS EDITIONS OBSOLETE! 


MORE NEW COMPANIES covered this year—in line with 
COMPEND’S comprehensive coverage of everything ij 
portant to you! 


NEW data on every page—to keep you completely on " 
every development in premium rates and dividen 


MORE special policies—adding to the most complete Bist 
of these policies available anywhere: 
GRADING OF PREMIUMS ACCORDING TO POLICY SIZE” . . . DIVIDE 
SCALED UPWARD . . . PREFERENTIAL RATES FOR WOMEN iN A NU 
iS...” | “RAMILY. PLANS". INTRODUCED. BY NEAR 


LY 
MANY COMPANIES SHOWING SUBSTANTIAL ADDITIC 
TO THEIR EXHIBITS. 


The 1959 COMPEND will put you at your most effective best 
fact-grounded, unchallengeable sales approaches. It’s yc 


key to successful selling . . . with more data about m 
companies! Here’s why: 


The COMPEND has the facts you need about J stp rates al 
dividend scales . . . gives you an edge as a salesma 


The COMPEND impresses the client with your profession 
standing . . . makes your presentation impressive . . . gi 
it weight. 

The COMPEND builds your sales . . . and keeps them solid! 


The COMPEND helps prove your point in seconds . . . stan 
ready to convince root prospects . . . to clinch a s: 


Yes, for companies writing 98% of all business in force in the U. 
and Canada you have this detailed information: 


Rates, current dividends, and histories Policy analyses 

Cash, paid-up, and extended insurance Rates and values for Juveniles 
values Industrial and annuity premium 

Life Income settlement options Basic Tables for interest and insta! 

Year-end total business figures figures, paid-up cash values, etc. 


PLUS... 


| er gta Sts Sowrenee 


National Serv yy 
All this for less than % the cost of your daily paper! 


Prices: 1 or 2 books—$4.50 ea.; 
3, 4 or 5 books—$4.27 ea. (5% discount); 
6 or more books—$4.05 ea. (10% discount). 


CPUTCEALE cor... 


75 Fulton Street, New. York 38, N.Y. 





OKTENSIVE 
IVIDEND CHANGES 


our CLINCHER for the 
>-MONEY POLICIES 


E NEW 1959 


LEMENT OPTIONS 


All the latest changes in options on every policy issued since 
1900 by the 120 relies companies—more information 
than the policies themselves show! (It is a statistical 
fact that there are more than 700 changes every year.) 


Complete and authoritative settlement options information 
on 98% of all life insurance outstanding in the 
United States and Canada! 


Here—in the only work of its kind in existence—is your mil- 
lion-dollar-round-table potential . . . the facts you 
must have for effective programming. And program- 
pone presen the real windfalls for the truly suc- 
cessful agent. 


With SETTLEMENT OPTIONS you save time and annoy- 
ance. No need for your client’s policies . . . all the 
a a show and more in SETTLEMENT OP- 


ofessiom’ = With SETTLEMENT OPTIONS you have all the current 
++ @ options extended since the policy’s date-of-issue— 
more than appear in the policy itself or in the com- 

solid! panies’ own rate books! 
With SETTLEMENT OPTIONS you put cash values to work 


for you .. . by showing prospects how they'll work 
for them. 


With SETTLEMENT OPTIONS paper work flies out the 
window. You have little or no correspondence with 
companies . . . It’s the easy way to build your in- 
come and keep your clients. 


Prices: 1 or 2 copies—$7.00 ea.; 
3, 4 or 5 copies—$6.65 ea. (5% discount); 
6 or more copies—$6.30 ea. (10% discount). 


se this form 





Direct to FLITCRAFT, INC. 


pceeerSroct Please send copies of FLITCRAFT COMPEND 
copies of SETTLEMENT OPTIONS 


OUP YOUR subscriptions to COURANT 


O | YEAR [ 2 YEARS 
DERS eee NAME (Please Print) 


TITLE 
SAVE COMPAR 


ADDRESS 
CITY ZONE _____ STATE 


























Field Appointments—from page 95 


Occidental Life (Cal.): General agent 
appointments: Charles A. Egan at 
Windsor, Can., is succeeded as assistant 
manager in Toronto by Eugene G. L. 
Rose and as agency secretary for Canada 
by Frank Santangeli; Melvin H. Precht, 
formerly district manager for Equitable, 
at Austin, Minn.; and Joe T. Cullen at 
Springfield, Ohio. 

Thomas R. Martin, Jr., has been named 
manager of Chicago group office and is 
succeeded as regional group manager at 
Sacramento, Cal., by James H. Story, pro- 
moted. Assistant regional group manager 
Frank E. Suran has been transferred from 
Houston to Los Angeles. 

Raymond C. Evans has been assigned to 
home office service office as group service 
representative. 

Dan C.' Derby, Jr., formerly district 
agent with Prudential at Stockton, Cal., 
has been appointed brokerage manager 
there. Arthur L. Beck and Earl P. 
Bossier have been appointed assistant 
brokerage managers at San Diego and 
San Francisco, respectively. 

Group fieldmen promoted: Richard A. 
Hermann to regional group manager, 
Frank O. Kuhl to assistant regional group 
manager, Miami; Benjamin D. Ward to 
regional group manager, Phoenix; James 
A. Lund to head of Jackson, Miss., sub- 
office succeeding Mr. Herman with title 
of assistant regional group manager; 
Gordon F. Simpson to associate regional 
manager, Los Angeles; Donald A. Drews 
to assistant regional manager, Omaha; 
David R. Cook (Denver), Noel D. Highfill 
(Sacramento), and Jerry J. Hurley and 
Raymond R. Caffarelli, Chicago, as group 
sales representatives. 

Appointed sales trainees: Eric C. Stelter, 
Los Angeles; Marvin Nesmith, Jr., Atlanta; 
and Dan Heineman, Phoenix. Richard 
W. Taylor has been named sales repre- 
sentative at Phoenix. 


Occidental Life (N. C.): Carl Peterson, 
Jr., has been named district manager at 
Macon, Ga. 


Old Equity: Executive office appoint- 
ments: Herbert F. Higgs, agency director; 
David M. Siegel, general agency director; 
and Milton Zepkin, assistant agency di- 
rector. 


Pacific Fidelity: Walter H. Shipley, for- 
merly associated with Prudential, has 
been appointed manager, claims and 
policy service. 

Euro F, Eusebi has been named general 
agent for Long Beach (Cal.) area. 


Patriot Life: New general agencies in 
New York: The George E. White, Jr. 
Agency, Albany; Charles Solomon, Inc., 
129 Pierrepont St., Brooklyn; The H-K 
Agency, Inc., New Hyde Park (headed by 
Irving Heller and William Klein); The 
Jacob I. Treff Agency, 149-12 41st Ave., 
Flushing; Samuel Misrok Agency, 2014 
Church Ave., Brooklyn; and Al Bornstein 
Agency, 200 W. 72nd St., New York. 


Philadelphia-United: Joseph J. Gabriel 
has been appointed administrative as- 
sistant on the home office staff. 


Pilot Life: Named agency assistants at 
home office: Jack Aragon, Frank Delancey, 
Jr., Dan Lomax and Charles A. Rice. 


Postal Life Ins.: Charles E. and Anthony 
F. Hodlofski, brothers in partnership as 
Charles E. Hodlofski Agency, Philadel- 
phia, have been appointed general agents 
there. 


Provident Mutual: Charles H. Hays was 
elected an officer with the title of as- 
sistant insurance supervisor. 

General agent Lucien A. Hauslein, CLU, 
has been appointed associate general 
agent and C. Richard Mattis, co-general 
agent, appointed manager of Haverford 
(Pa.) agency. General agent W. Lawrence 
Rotz has been named associate general 
agent and James E. Williams, manager, of 
Decatur (Ill.) office. 

Charles A. Pearson has been appointed 
regional manager of Pittsburgh group 
office. 





CAREER MEN. . . 
BROKERS . . . 


OUR SERVICE FOR YOUR 
CONTINUING PROFIT 


Hundreds of brokers throughout the 
Southwest look to Great American. 

They know our planning is for them—our 
policies alive—our rates competitive. 


A full line: 
Life, accident, sickness, 


hospital, group, credit. 


GREAT AMERICAN Det, 
Great American Reserve Insurance Company 
TRAVIS T. WALLACE, President GLEN WALLACE, CLU, Agency V. P. 


LIFE INSURANCE e SICKNESS and ACCIDENT INCOME PROTECTION 


Prudential: John D. Gibson has been 
named executive director of agencies in 
mid-America home office, Chicago. 

John A. McNulty, CLU, has retired as 
manager of Times Square agency, New 
York City, and is succeeded by his son, 
Joseph P. McNulty, brokerage manager. 


Security-Conn. Life: David J. Robertson 
has been appointed regional superin- 
tendent of agencies for central and north- 
ern Cal., Ore., Wash., Ida. and Nev. 


Security Life & Ace.: Alfred E. Loveland, 
Jr., formerly with Pacific Mutual, has 
been appointed agency manager in Port- 
land, Ore. 


Security Mutual (N. Y.): Maurice W. 
Pomfrey, formerly agency supervisor with 
State Farm, has been appointed general 
agent in Syracuse, N. Y. 

Frederick B. Mitchell, formerly man- 
ager of training for Paul Revere, has been 
made an officer with duties as director 
of training. 


State Farm Life: Dr. Thomas J. Luck, 
director of management education and 
training for American College of Life 
Undrs., has been made executive assistant 
and will work in the area of internal con- 
trol. 

Promotions: Dayle E. Garrett, chief risk 
appraiser in home office, and Richard 
A. Nelson, director of administration in 
Charlottesville, Va., to regional managers 
at Columbia (Mo.) and Newark (Ohio), 
respectively; and William O. Burns to 
associate actuary in home office. 


State Mutual Life: Managers named: W 
Guy Allison, Knoxville, Tenn.; Harry W. 
Somers, White Plains, N. Y.; and James 
L. McKown, Jr., at St. Louis group office 
succeeding Bruce A. Wessel, transferred 
to manager of St. Louis agency. 

Richard §. Colonell, president of As- 
sociate Ins. Agency, has been appointed to 
represent the company and will be in 
charge of the Baltimore agency. Edward J. 
Rutkowski, Jr., has been named _ vice 
president and general manager of Asso- 
ciate Ins. Agency. Colonell will continue 
as president and both agencies will be 
located at 2 E. Redwood St. 


Towers, Perrin, Forester & Crosby: 
Joseph W. Satterthwaite is resident con- 
sultant in charge of new office opened in 
Atlanta. 


Travelers: All changes are for life, acci- 
dent-health dept. Field supervisors pro- 
moted to assistant managers: Webster T. 
Copp, Hartford, Conn.; Ralph O. Osteen, 
Jacksonville, and Ray C. Seitz, Miami, Fia.; 
Otis N. Harten, Jr., Detroit; Wayne E. 
Deswert and Leslie T. Seely, Jr., Newark, 
N. J. Gerold F. Dixon, Jr., Toledo, Ohio; 
Julian A. McKenzie, Columbia, S. C,; 
Samuel R. Meredith, Jr., Richmond, Va.; 
and Eugene Mayer, Tacoma, with head- 
quarters at Seattle. 

Agency service representatives promoted 
to field supervisors: Gordon C. Hurst, 
Birmingham, Ala.; Norman J. Root, 
Denver; William M. Chittenden, Jr., and 
Marvin E. Mossberg, Hartford, Conn.; 
Robert W. Butler, Miami, and Donald J. 
Soper, Tampa, Fla.; James E. Farney, 
Wichita, Kan.; Willard G. Logan, Louis- 
ville, Ky.; Donald A. MacLean, Springfield, 
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Mass.; Jesse W. Prisock and Gene Jf. 
Vollmer, Kansas City; Edward A. Kimball, 
Newark, N. J.; R. Edward Searles, Albany, 
John A. Hazlett, Buffalo, Hugh F. Fraser, 
Hempstead, N. Y.; Gordon B. McCausland, 
Jr. (John St.) New York City; Don K. 
Hill, Charlotte, N. C.; Jack A. Boadway, 
Dayton, O.; Don R. Reynolds, Lubbock, 
Texas; John T. Knight, Norfolk; Charles 
T. Jarrell, Charleston, W. Va.; Thomas 
M. Rust, Milwaukee, Wis.; and Thomas 
P. Williams, Columbia, S. C. 

Agency service representatives ap- 
pointed: Thomas W. Flynn, St. Paul, 
Minn.; Donald M. Johnson and Herbert 
H. Waters, Jackson, Miss.; Roy A. Gil- 
keson, Charleston, W. Va.; Paul L. Wagner 
and William H. Tyler, III, San Francisco; 
A. Thomas Zimmerman and Donald D. 
Beeson, Des Moines, Iowa; Douglas L. 
Dellinger, Charlotte, N. C.; Barry D. 
Hawkins, Cleveland, J. William Savely, 
Jr, Cincinnati, and Gordon F. Eldridge, 
Columbus, Ohio; Richard L. Templeton, 
Norfolk; John E. Settele, Hempstead, N. Y.; 
Raymond Dobbie (Independence Square) 
and Matthew J. Graham, III, (Central 
City), Philadelphia; Gerald W. Fitzpatrick, 
James E. Cheshier, and John B. Victery, 
Jr., Houston; William D. Chumney, Rich- 
mond; Eugene Allbrooks (80 John St.) 
and Thomas B. Perkins (42nd St.), New 
York City; Bobby L. Sibley and Virgil W. 
Billings, Dallas; Doyle D. Champion, 
Lubbock; Warren B. Twietmeyer, Duluth; 
Richard W. DuPont, Kansas City; Robert 
]. Stewart, San Diego; John T. Austin, II, 
and David L. Jenkins, Hartford; Don C. 
Tompkins, Los Angeles; James M. Shepley, 
Springfield, and William F. Sabin, Wor- 
cester, Mass. 

Agency service representatives trans- 
ferred: David R. Lane from Park Ave., 
New York City, to Brooklyn, N. Y.; and 
Patrick E. Wilson from Charlotte to Co- 
lumbia, S. C. 


Union Central: Leon L. Dary, Jr., for- 
merly assistant manager of Taunton 
(Mass.) office of Metropolitan Life, has 
been named district manager of a new 
branch office in Providence covering 
southern Mass, and state of Rhode 
Island. 

Managers named: Seymour Friedman, 
Chicago (new): M. Alvin Sessi, Pittsburgh, 
succeeded at Syracuse by Miles I. Lihn; 
and Nick A. Parrinello, Rockford, Ill. 


Union Mutual: Frederick P. Jannott has 
been appointed general agent in Albany, 
N. Y., succeeding Alvin R. Metcalfe, CLU, 
who is retiring. 


United American (Ga.): James B. Parten 
has been named director of training and 
superintendent of agencies. 

New general agencies: Farrell Agency in 
Jacksonville, Fla., headed by Edward F. 
Farrell; Platt Agency in West Palm Beach 
under leadership of Charles Platt; and 
Busby-Germany Agency at Decatur, Ga., 
under direction of former Bankers Life 
of lowa men William G. Busby and James 
J. Germany. 


United of Omaha: Promoted: John Bur- 
rell, CLU, to administrative assistant in 
agency dept.; Dale Smith, manager and 
Kenneth Larsen, assistant manager, policy 
loan dept. 


United Ins.: Has opened a new agency in 
Milwaukee, Wis. 
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You Can’t Buy This..... 


Money is important, we can’t live without it—but it 
can't buy everything. Try to buy prestige with it. By 
prestige, we mean a good name which is built up 


through years of service to clients. 


Federal Life has built a name through the years 
which is synonomous with POLICY HOLDER SERV- 
ICE. Operating for 60 years, Federal Life has become 
known as a leader in the field of Life, Accident and 


Health Insurance. 














Federal Life is a personal company which takes pride in its dealings with its 
agents and its policyholders. Federal is the type of company which would make any 
man proud to be associated with it. 

If you are interested in becoming part of a progressive company which is 
undertaking a giant new agency expansion program—write: Emery Huff, Agency 
Vice-President for details. 


Q 


FEDERAL LIFE INSURANCE Co. 


6100 N. Cicero Avenue 
Chicago 46, Illinois 





new developments in 





mean a more productive South 


The mushrooming electronics industry 
has found a fertile field for growth in 
the South. Today, over 200 
important electronics plants, with more 
than 90,000 employees, are located in 
this booming area. 


LIFE'Combany 


or GEORGIA 


SERVING THIS FAST-GROWING 


REGION SINCE 1891 





United Life & Ace.: Lawrence C. Patz 
was elected assistant actuary as well as 
an official. 


United Services Life: Robert W. Boyd 
has been appointed agency supervisor. 


United States Life: Stuart L. Russel, 
CLU, formerly with Pacific Mutual, has 
been appointed Pacific region superinten- 
dent ad ‘agencie: 

Edward L. Gooch, CLU, formerly divi- 
sion manager for Prudential, has been 
— general agent for Champaign, 
Ill. 


Valley Forge: Named life brokerage 
supervisors: Carmen LaPorte, central 
Pennsylvania, Earl A. Kelly, CU, Pitts- 
burgh; and Richard G. Meyer, Cincin- 
nati. 


Washington National: Richard M. Lines 
has been appointed general agent in 
Dallas, Texas. 


Woodmen of the World (Neb.): Walier 
J. Ongert has been appointed director of 
consolidated internal services to imple- 
ment a new electronic computing system. 
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zone mail indeed 
results in speed 


The Post Office has divided 106 
cities into postal delivery zones 


to speed mail delivery. Be sure 
to include zone number when 
writing to these cities; be sure 
to include your zone number 
in your return address — after 
the city, before the state. 
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policy changes 


Aetna Life introduced, on September 1, 
a new accident and sickness insurance pro- 
gram, including “senior citizen” hospital- 
ization coverage with a lifetime renewal 
guarantee for persons aged 60 and over. 
An expanded and guaranteed renewable 
for life hospital and surgical plan for 
people under 60 and a non-cancellable 
income protection plan also are part of 
the program. 


American United has adopted a quantity 
discount system of premium rates, with 
reduced rates for females, and has made 
a general reduction in the level of gross 
premiums. 


Associates Life is now offering non-can- 
cellable and guaranteed renewable dis- 
ability policies through its own field force 
and through agents of the merged Dis- 
ability Income Insurance Company. 


California Life has a new line of accident 
and sickness hospitalization and loss of 
time income plans. Although the new 
policies are offered on an individual basis, 
special features are included in franchise 
contracts sold to associations. 


Capitol Life, Denver, Colo., has an- 
nounced modernization of its A and §S 
portfolio, including the addition of several 
new policies. Among these are a major 
medical éxpense policy guaranteed renew- 
able to age 65, and a new hospital and 
surgical policy guaranteed renewable for 
life. Both these new policies may be 
written on either a family or an individual 
basis. 


Fidelity Interstate, Pa., has announced 
changes and innovations in its A and S 
line. The company has a new income pro- 
tection plan. 


Equitable of lowa is withdrawing its 
high early cash value $25,000 minimum 
paid-up at age 95. The company says 
that it agrees with the New York Insur- 
ance Department that minimum deposit 
selling is “undesirable.” 


Great Eastern Life of Providence, R. I. 
has a payor benefit for married women. 


Great-West has a guaranteed insurability 
rider. 


Insurance City Life is offering a school 
child accident insurance policy which al- 
lows parents to choose 24-hour, 365 day 
accident insurance and term life for their 
children, in addition to customary school 
day protection. 


North American of Canada has intro- 
duced new and lower immediate annuity 
rates in both Canada and the United 
States. In the United States the rate for 
$10 of monthly life income on a life an- 
nuity at male age 65 is $1,445 and at 
female age 65 $1,668. Corresponding rates 
for Canada are $1,301 and $1,481. The 
annuities are nonparticipating. 


Postal Life of New York has a group life 
plan specifically designed for membership 
organizations. 


Postal Life, N. Y,, has a guaranteed in- 
surability rider, 


Standard, Ore., is now issuing a guaran- 
teed renewable lifetime hospital policy for 
both individuals and families. 


Western of Montana has a participating 
policy with a quantity discount feature. 


TOTAL ASSETS 


Over $3,000,000,000 of new capital 
funds were put to work in the na- 
tion’s economy during the first half 
of 1959, through the investments 
made by the nation’s life insurance 
companies on behalf of their 112 
million life insurance policyholders, 
the Institute of Life Insurance re- 
ports. These funds represent the 
asset increases of all U. S. life 
companies in the first half of this 
year. 

Total assets on June~ 30 were 
$110,424,000,000, up 6% from a 
year ago. 

Aggregate investment acquisitions 
including reinvestments and “roll- 
over” of government securities, 
were $9,698,000,000 in the first six 
months of 1959. 

The largest block of new invest- 
ments was the securities of U. S. in- 
dustrial corporations, railroads and 
utilities, with half-year purchases 
of $2,899,000,000, up 2% over the 
first six months of last year. About 
three-fourths of these securities 
were industrial and miscellaneous 
bonds, almost one-fifth were public 
utility bonds, and the remainder in- 
cluded railroad bonds and corporate 
stocks. U. S. corporate security 
holdings at mid-year were $45,951,- 
000,000 compared with $44,615, 
000,000 at the start of the year. 

New mortgage financing by the 
life companies accounted for $2,- 
735,000,000 of the half year’s in- 
vestments. This was an increase of 
17% over the first half of 1958. 
Total mortgage holdings at June 
30 were $37,894,000,000. 

State, county and municipal bonds 
of the U. S. represented investments 
during the first six months of 1959 
of $336,000,000, a 37% gain over 
last year’s first half total. 

The acquisition of U. S. Govern- 
ment securities including the “roll- 
over” of short term issues, totaled 
$2,795,000,000, a 35% rise over the 
amount acquired in the same period 
of 1958. The aggregate holdings 
were $7,246,000,000 on June 30. 


Best’s Life News 


Adve: 
to thi: 
at the 
our re 
their « 
Each 

featu 
policy 
the lo 
“hard 
These 
will re 
of rec 
our te 
presti 
and ¢ 
for th 
The fi 
assist 
newst 
and r 
our a 
the H 
addit 
All th 

top-n 
sales 

sell m 


P 
CAI 





yuaran- 
licy for 


ipating 
ure. 


capital 
he na- 
st half 
tments 
urance 
ir 112 
olders, 
ice re- 
nt the 
S. life 
of this 


) were 
rom a 


isitions 

“roll- 
urities, 
irst six 


invest- 
. S. in- 
ds and 
rchases 
ver the 
About 
curities 
laneous 
: public 
ider in- 
rporate 
security 


+5,951,- 


‘stments 
of 1959 
‘in over 


Govern- 
e “roll- 
- totaled 
over the 
e period 
holdings 
e 30. 


ife News 


ADVERTISED 
IN LOCAL 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 

our representatives in 
their own local areas. 
Each advertisement 
features a particular 
policy; thus affording 
the local agent a 

“hard selling” partner. 
These advertisements 

will reach millions 

of readers throughout 
our territory, building 
prestige for the company 
and developing prospects 
for the agent. 

The fine promotional 
assistance rendered by 
newspapers, magazines 
and reprints of 

our ads, furnished by 

the Home Office, are 
additional ammunition. 
All this, coupled with our 
top-notch policies and 
sales aids, will help you 
sell more under 
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Be confident—A Pan-American 
plan will pay your mortgage! 


MORTGAGE REDEMPTION POLICY 


This policy assures mortgage payments in the event of death of 
the head of the family. It is one of Pan-American’s most popu- 
lar plans—because, if the family head lives to complete all 
mortgage payments, the money saved under this plan can be 
converted into several attractive assets. 


MORTGAGE DISABILITY POLICY 


This plan provides a guaranteed income for mortgage payments 
if the family head is totally disabled. It is available at extreme- 
ly low rates, and its many advantages will enable you to face 
the future more confidently. 


Call this office today to be sure your family will always have 
your home. 


General Agent's 
Name and 
Address go here 





Among the top 10% of 
U. S. Life Insurance 
Companies—writing 
more than 90% 

of all life 

insurance, 
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Does the 


marketing revolution 


in life insurance Tt Ree 


Atlant 


threaten the We 


Dexte 
agency system? TS 
AETN/ 


artfo 


It is commonplace to say that the agency system built the Propose: 
life insurance business . . . because it’s true. The agency sys- Bites 
tem means the agent—the hardworking, sincere, dedicated bie 
agent. Not the casual agent who didn’t bother to really learn or Oct 
the ways his product serves people—not the selfish agent who wo-for- 
put his own interests above his client’s or his company’s. The ‘ aap 
man who built the business was the man who sincerely be- ied 
lieved in life insurance as the best answer to the inevitable rom $2 
economic problems of life ... who capitalized on the chang- hares o 
ing economic pattern of our economy and found in each e oa 
change a new challenge and a new opportunity for life in- © wis 
surance to serve the people... who believed his income ate. It 
should be geared to the results he produced with a ceiling 0.35 pe 


imposed only by his own abilities and efforts. ‘0 extr 


This is the man who will continue to build the business. In 
new marketing methods, in the mass selling concept, in the AMERI 
family approach, in appealing “packages,” there is no threat ompe 


for him—there are only growth possibilities. blatiy 


General American Life’s philosophy of management is 
founded on him—and the system which he made possible. hen pr 
This philosophy is reflected in the company’s products, its ctuary, 
methods, and its agency contracts. ctuary. 
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BENEFICIAL STANDARD LIFE Insurance 
Company, Los Angeles, California 


Promotions 
reports on 
. Avrom B. Green, who has been counsel in the home 
companies 






office since 1956, has been promoted to assistant vice- 
president and associate counsel. William B. Dandy, 
who was formerly vice-president of Protective Security 
Life Insurance Company, has been named assistant 
controller. 





ACME UNITED Life Insurance Company BOSTON MUTUAL LIFE Insurance Company 


Atlanta, Georgia Boston, Massachusetts 













ew Agency Vice-President Executive Promotions 


Dexter L. Bush has been named vice-president and Alfred Everud, secretary, has been elected vice- 
lirector of agencies of this company. president and secretary, and Thomas B. Murphy, 
actuary, has been elected vice-president and actuary. 






AETNA LIFE Insurance Company 
artford, Connecticut CALIFORNIA LIFE Insurance Company 


Oakland, California 
Proposed Stock Split and Dividend 
ncreased Cash Dividend New Comptroller 













Directors have called a special stockholders’ meeting Ralph D. Bacon has been appointed comptroller of 
or October to vote upon a proposal to split the stock this company. For the past six years he has been on the 


wo-for-one and to pay a 334% stock dividend. The staff of the San Francisco office of Price Waterhouse 
proposed split and stock dividend will give stockholders & Company. 


‘ight new shares for each three shares how held. If 
hdopted, the plan will increase the company’s capital 


tom $30,000,000 to $40,000,000, comprising 8,000,000 EASTERN LIFE Insurance Company of New 


hares of $5 par value stock. York. N York York 
A cash dividend of $0.90 per share was paid October ap, Pree Seen Rear Fee 


to stockholders of record September 4. This is an Moyes Home Office 
ncrease of $0.30 per share over the previous quarterly 
ate. It is anticipated that a quarterly dividend rate of 
1.35 per share will be paid starting January 1, 1960. 
‘o extra dividend will be paid in January. 













This company has moved its headquarters from 385 
Fourth Avenue to new and larger quarters at 355 Lex- 
ington Avenue, New York 17, New York. 









AMERICAN GENERAL LIFE Insurance EQUITY ANNUITY LIFE Insurance Company 
ompany, Houston, Texas Washington, D. C. 

rxecutive Promotions Johnson Steps Down 
Harley B. Shank, formerly assistant actuary, has 
been promoted to assistant vice-president and associate 


ctuary, and Billy N. Joyner has been named assistant 
ctuary. 


Chief sponsor and chairman of the board George E. 
Johnson has resigned his post as chairman of the board 
so that he may devote full time to another business 
connection. 





















BANKERS NATIONAL LIFE Insurance FEDERAL LIFE Insurance Company 


ompany, Montclair, New Jersey Chicago, Illinois 





tock Dividend i i 

A 74% stock dividend will be paid October 16 to eine, Prematan 
tockholders of record September 25. This increases 
apital from $1,657,562 to $1,781,879. Stock dividends 






T. Loyal Anderson, vice-president and actuary, has 











been elected senior vice-president and actuary of this 
(Continued on the next page) 






bf 5% have been paid for the last three years. 
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FEDERAL LIFE INSURANCE CO.—Continued 


company. Anderson Williamson, formerly assistant 
counsel, has been elected assistant secretary and coun- 
sel, and Raymond R. Blaige, assistant secretary, has 
been elected assistant vice-president. 


THE FIRST PYRAMID LIFE Insurance 
Company, Little Rock, Arkansas 


New Vice-President and Agency Director 


Leon Landon, who has served in various capacities 
for 24 years with life insurance companies in the 
Southwest, has been appointed vice-president and 
agency director of this company. 


FRANKLIN LIFE Insurance Company 
Springfield, Illinois 


New Vice-President 


Charles C. Barrett, who formerly was vice-president 
of Greenebaum Mortgage Company of Chicago, has 
been elected vice-president and manager mortgage 
loans. At the same time, Henry M. Lutz was advanced 
to senior vice-president in charge of investments. 


GREAT AMERICAN RESERVE Insurance 


Company, Dallas, Texas 
Organizes Fire Company 


The Great American of Dallas Fire and Casualty 
Company, Dallas, has been organized with a capitaliza- 
tion of $1,000,000 as a‘wholly owned subsidiary of this 
company. Travis T. Wallace, president, and all other 
officers of the life company will serve in similar capaci- 
ties for the new company. According to Mr. Wallace, 
the fire and casualty company will be considered andj 
operated as a department of the life company in 4 
joint multiline operation. Sales will be through th 
Great American Reserve's life insurance salesmen, wh 
will represent the fire and casualty company exclu 
sively, on a commission basis. 


THE H. B. A. LIFE Insurance Company 


Phoenix, Arizona 


New Vice-President 


William H. Hendrickson, former director of ref 
search and development for United Benefit Life Insur 
ance Company, Omaha, Nebraska, has been name 
vice-president and director of agencies of this company 





INTERCOAST. MUTUAL LIFE Insurance 


Company, Sacramento, California 


-BNew Vice-President 


Frank W. Dedman, formerly general agent for New 
England Mutual Life Insurance Company in Oakland, 
has been appointed a vice-president of this company. 


INVESTORS LIFE Insurance Company of lowa 
Cedar Rapids, lowa 


New Executive Vice-President 


Samuel E. Orebaugh, formerly chief deputy com- 
missioner of the Iowa State Insurance Department, 
has been appointed executive vice-president and man- 
ager of this newly organized company. The company 
is a wholly-owned subsidiary of Life Investors of 
owa, and it has capital and surplus of $1,000,000. The 
home office is in the Merchants National Building. 


MANUFACTURERS LIFE Insurance Company 


Toronto, Canada 


ecutive Appointment 


L. M. Davison, associate secretary since 1955, has 
been appointed secretary of this company. 


ATIONAL ACCIDENT AND HEALTH 
insurance Company of Philadelphia 
Philadelphia, Pennsylvania 


Promoted to Vice-President 


Robert E. Ambrose has been promoted to vice-presi- 


Jent and has assumed executive responsibility for the 
. @ordinary life department. 


- of re 
fe Insur 


ORTHWESTERN NATIONAL LIFE Insurance 


ompany, Minneapolis, Minnesota 


kecutive Changes 


Richard H. Tallman, actuary, and George F. 
D’Leary, auditor, have been elected second vice-presi- 
lent and actuary and second vice-president, planning 
hnd operations research, respectively. Vernon A. 
Halvorson, assistant auditor, has been named auditor 
while Serena B. Olson has been named assistant audi- 
or, 


DCCIDENTAL LIFE Insurance Company of 
orth Carolina, Raleigh, North Carolina 


kxecutive Promotions 


Micou F. Brown, vice-president and agency direc- 


“por, has been promoted to executive vice-president 


(Continued on page 108) 
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Plan your Meeting where there is C. A. (controlled 
attractions). Your delegates will attend and enthuse over a 
sojourn to the finest year around Convention Center featuring 
the best in golf (two 18-hole courses) indoor and outdoor 
swimming, tennis, Skeet and Trap shooting, fine food and 
entertainment, plus world-famous Mineral Waters and Baths. 


All these attractions are part of the French Lick-.. 
Sheraton, and thereby at your control—no outside influences 
to detract from that all-important Meeting. 


Your delegates deserve the best—give it to them. All 
inquiries appreciated and answered promptly. 


Completely air-conditioned 
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INCH LICK 


FRENCH LICK, INDIANA 


For Reservations or Literature 
eS Write to: 
FRENCH LICK HOTEL 
PHONE LD 113 
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THE MID-WEST'S FINEST 
CONVENTION RESORT HOTEL 
WITH ALL CONVENTION FACILITIES 
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a publications 


Life and Health Insurance Handbook 
edited by Dr. Davis W. Gregg, 
president of the American College 
of Life Underwriters. 


In this volume which represents 
more than ten years of planning 
and preparation, more than one- 
hundred leading insurance experts 
contribute to sixty-nine chapters. 
These are divided into six main 
sections: (1) Personal Life Insur- 
ance. (2) Life Insurance for Busi- 
ness Purposes. (3) Programming 
and Estate Planning. (4) Health 
Insurance. (5) Life Underwriting 
and Sales Management and (6) 
The Institution of Life Insurance. 
Nineteen special appendices pro- 
vide examples of insurance contracts, 
forms, riders, legal documents, etc. 
The entire volume is illustrated with 
charts, tables, graphs and diagrams. 
Selected references are provided for 
each chapter. 

The material has never previously 
been published. All chapters are 
written in non-technical language 
that is easy to read and easy to 


BANK LOANS 

ON 

VESTED RENEWALS 

THREE OR FOUR YEAR 
REPAY ME) 


UNDERWRITERS CREDIT 


CORP 


understand. Actual problems and 
situations that currently exist are 
emphasized. The book is designed 
to serve as a working tool for ex- 
ecutives, field underwriters, brokers, 
insurance managers, accountants, 
lawyers, trust officers, educators, 
bankers and all others concerned 
with any aspect of life and health 
insurance. 


1,000 pps; $14.50 per copy. Pub- 
lished by Richard D. Irwin, Inc., 
Homewood, Ill. 


Handbook for the Life Insurance Of- 
fice by Fred A. Lumb, C.L.U. 


The book is aimed specifically at 
the new girl in the life insurance 
office and tells in simple, nontech- 
nical language what the life insur- 
ance business is, how it operates 
and where the girl fits in. Subjects 
covered are: different types of in- 
surance, agency activities, terms and 
business actions of an insurance 
office, public relations, and the per- 
sonal development of the new girl 
in the office. The book is intended 
to save on the time consuming and 
costly process of breaking in the new 
girl. 


48 pps; $2.00 per copy—less in 
quantities. Published by the Rough 
Notes Company, Inc., 1142 N. Mer- 
idian Street, Indianapolis 6, Indiana. 


Motivation Through Campaigns, Con- 
tests, Conventions and Recognition 
by Richard N. Boulton, Senior 
Consultant, Life Insurance Agency 
Management Association. 


This book is designed to help the 
manager with the problems he faces 
in the field of motivation. 


Published by the Life Insurance 
Agency Management Association, 
170 Sigourney St., Hartford 5, 
Connecticut. 


Human Relations in Administration 
by Robert Saltonstall, A.B., M.B.A. 


This is a combination text and 
case book designed to help business 
executives broaden their under- 
standing of the many factors which 
influence human behavior in each 
unique organization of people. 

Attention is focused on the kinds 
of responsible leadership which cul- 
tivate teamwork among individuals 
and groups and result in maximum 
productivity, as well as basic satis- 
factions and growth for the people 
involved. The book includes both 
European and American cases 
taken directly out of real business 
situations. Special care was taken 
to choose cases that did not depend 
for their interpretation primarily on 
the unique traditions or~local cir- 
cumstances in the countries involved. 

The book is divided into parts 
covering such themes as organiza- 
tion framework for effective human 
relations; the urge to produce; un- 
derstanding human problems and 
behavior at work and the develop- 
ment of professional leadership. 


736 pps; $9.50 per copy. Pub- 
lished by the McGraw-Hill Book 
Company, Inc., 330 West 42ni 
Street, New York, N. Y. 


Pre-Induction Text 


This is a selection tool designed 
to assess the prospective agent’ 
ability to study, to take instruction, 
to react to inspiration, to get the 
feel of life insurance selling, to do 
many of the things an agent must do 
every day. It consists of six units, 
titled : This Career of Life Insurance 
Salesmanship, The High Standards 
of Life Insurance Salesmanship, 
How Life Insurance Solves People’s 
Problems, Where Sales Come From; 
How You Learn to Sell, and thé 
Importance of Personal Efficiency 
Questionnaires are included for eacli 
study unit, which will tell the man 
ager things about his man he could 
not possibly learn in any other way 


$2.90 per copy—with lower price 
for quantity orders. Published bj 
Research & Review Service 
America, Inc., 123 W. North Street 
Indianapolis 9, Indiana. 
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OCCIDENTAL LIFE—from page 105 
and agency director, and R. Peyton Woodson, III, 


treasurer, has been promoted to vice-president and 
treasurer of the company. 


OHIO NATIONAL Life Insurance Company 
Cincinnati, Ohio 


Mutualization Completed 
The mutualization program that has been under way 


since 1941 was formally completed at the August 7 
board of directors meeting. 


PEOPLES LIFE Insurance Company 
Washington, D. C. 


Address Change 


This company has moved its principal office to 601 
New Hampshire Ave., N.W., Washington, D. C. 


PROVIDENT MUTUAL LIFE Insurance 
Company, Philadelphia, Pennsylvania 


Executive Changes 


Charles E. West, vice-president and actuary, and 
Leon A. Hamilton, vice-president and general counsel, 


FAVORITE MEETING PLACE 


...forinsurance men from everywhere! 





THE FAMOUS 


ELM Ssxors: 


in beautiful EXCELSIOR SPRINGS, MISSOURI 


A complete resort hotel in a 40-acre park 
setting — 28 miles from Kansas City in the 
green rolling hills of Missouri. 300 rooms 
with bath. Air conditioning, TV available. 


Five beautiful air-conditioned function 
rooms accommodate up to 600 guests. Full 
banquet service. New swimming pool, 
pitch-putt golf, tennis, world-famed min- 
eral waters, baths, riding horses. 





RECENTLY SERVING 


Western & Southern Life Insurance 
State Automobile Casualty Underwriters 
Farmers Insurance Group 
Central Life Assurance 
Liberty Mutual Insurance 
National Life Insurance 


have retired from this company. B. Franklin Blair 
actuary, has been appointed vice-president and actuary 
and Edwin E. Weller, formerly associate counsel, haj 
been advanced to general counsel. 


SOUTHERN LIFE Insurance Company of 
Georgia, Atlanta, Georgia 


Stock Dividend Paid 


A 20% stock dividend was paid September 15 to 
stockholders of record September 4, thus raising out 
standing capital to $747,096. 


SPRINGFIELD LIFE Insurance Company 
Springfield, Massachusetts 


New Company 


The Springfield Fire and Marine Insurance Company 
plans formation of this company. The company will be 
incorporated in Vermont to circumvent a Massachusetts 
law prohibiting a company incorporated in that state 
from writing both participating and non-participating 
policies. Its headquarters, however, will be at Spring 
field, Massachusetts. Monarch Life Insurance Company, 
owned by Springfield Fire and Marine, writes participat 
ing forms of insurance. 


STATE NATIONAL Life Insurance Company 
St. Louis, Missouri 


New President 


Louis A. Robertson, formerly vice-president and gen- 
eral counsel, has been elected president of this company 
succeeding the late Cornelius J. Shea. 


TRANSOUTH LIFE Insurance Company 


Columbia, South Carolina 
Enters A. & H. Field 

This company recently entered the accident and healtlj 
field, and C. P. Brown, Jr., formerly with H.B.A. Life 


Insurance Company, has been appointed director oi 
agencies in charge of A. & H. sales. 


UNION TRUST LIFE Insurance Company 
Duluth, Minnesota 


New Executive Vice-President 


William ei ee | who formerly directed the ad 
U 


vanced undérWriting @ivision for Columbian Nationa 
Life Insurahee ‘Corfipany, has been elected executivé 
vice-president of this company. 


4 





new directors 


erican Investors Corporation (Tenn.}: Allen J. Leffer- 
dink, head of the Colorado Insurance Group; John Brown 
ook, Chicago and New Haven, Conn., industrialist; 
. J. McAnelly, Houston, Texas, banker; and C. H. 
Alberding, Chicago, hotel owner. 
baltimore Life (Md.}: Gavin A. Pitt, vice-president of the 
ohns Hopkins University and the Johns Hopkins Hospital. 
Bankers Fidelity Life (Ga.}: Ed F. Mauldin, chairman of 
he board and president of the Bank of Leighton, Ala- 
pama, 
Equitable Life (lowa): Simpson P. Smith, president and 
general manager of Hubbell Realty Company, Des 
Moines. 
Gulf Life (Fla.): John D. Murchison and Howard R. Sluyter, 
both of the Murchison Brothers financial and investment 
interests of Dallas, Texas, 
Intercoast Mutual Life (Cal.): Frank W. Dedman, vice- 
president. 
Manufacturers Life (Canada): R. E. Dowsett, vice-presi- 
pdent. ‘ 
New York Life (N. Y.): Miss Katharine Elizabeth McBride, 
president of Bryn Mawr College. 
Union Trust Life (Minn.): Glenn L. Humphrey, president of 
Humphrey Chevrolet Company and Metropolitan Cadil- 
‘Bloc of Milwaukee. 
+pUnited Life and Accident (N. H.): Ernest E. Newcombe, 
Sr, secretary-treasurer of Peerless Insurance Company, 


Keene, N. H. 


conventions ahead 


All meetings are annual unless otherwise specified. 


OCTOBER 


National Assn. of Insurance Commissioners, French Lick, Ind. 
Conference of Actuaries in Public Practice, Drake, Chicago. 
e Management Assn., Finance Div., Biltmore, 
N. Y. C. 

American Life Convention, Edgewater Beach Hotel, Chicago. 
Insurance Economics Society of America, Edgewater Beach 
Hotel, Chicago. 

Conference of Mut. Cas. Cos., Sales & Agency Conf., Con- 
rad Hilton, Chicago. 

American Management Assn., Office Management, Roose- 
velt, N. Y. C. 

Canadian Home Office Life Underwriters Assn., seminar, 
King Edward Hotel, Toronto, Ont. 

Assn. of Life Ins. Medical Directors, Statler-Hilton, N. Y. C. 
Middle Atlantic Actuarial Club, 25th anniv., home office 
Equitable Life, Mayflower, Washington, D. C. 

Life Ins. Advertisers Assn., Drake, Chicago. 

Industrial Hygiene Foundation of America, Mellon Institute, 
Pittsburgh. 

Institute of Home Office Underwriters, Statler, St. Louis. 
Actuarial Club of the Pacific States, Huntington-Sheraton, 
Pasadena. 


NOVEMBER 


Illinois State Assn. of Life Underwriters, midyear, Pere 
Marquette, Peoria. 

American Management Assn., Insurance, Drake, Chicago. 
Society of Actuaries, Greenbrier, White Sulphur Springs. 
Life Insurance Agency Management Assn., Queen Elizabeth, 
Montreal. 

Indiana Assn. of Life Underwriters, midyear, Van Orman, 
Ft. Wayne. 

The Insurance Institute of America, Inc., N. Y. C. 


Natl. Assn. of Ins. Commissioners, Regular, Fontainbleau, 
Miami Beach. 





SUCCESSFUL SELLING 


KENNETH W. Perry, C.L.U., vice 
president of the Massachusetts Mu- 
tual Life Insurance Co., outlined 
‘Bthree basic rules of successful selling 
gto the company’s leading field repre- 


sentatives at its recent eastern and_ 


midwestern regional conferences. 

Mr. Perry gave as his first rule, 
“Work while you work and play 
while you play.” He said, “I prom- 
ise you that if your workday is filled 
with those things pertaining to your 
business and not confused with dis- 
tractions, you will feel more at peace 
if§with yourself, your office, and your 
associates and your family, and you 
will have a real appreciation of your 
job and respect for yourself that will 
give you peace of mind.” 


Large Number of Cases 


He also recommended that an 
agent who wants to be successful 
should write a large number of cases; 
ae called attention to the fact that 
iv@among the company’s 100 leaders in 
1958, 30 wrote over 75 cases and 15 


mor October, 1959 


of them wrote over 100. Among the 
second hundred leaders, only 17 
wrote over 75 cases and only eight 
wrote over 100. 


Two Specific Markets 


He suggested two specific markets 
to which the agent could look in or- 
der to increase his number of appli- 
cations, the female market and the 
juvenile market. Latest figures, he 
said, show that one-third of the 
entire working force consists of 
women, and it has been estimated 
that during the next 10 years the 
working force will be increased by 
some 10 million persons of whom 
50% will be women. 

In the juvenile market, he pointed 
out, about 38 million children were 
born in the past 10 years and an 
estimated 42 million more will be 
born during the next 10 years. 
“That means 80 million people will 
be under age 20, a tremendous mar- 
ket by sheer numbers alone.” 

_Mr: Perry’s final recommendation 
was that the agent set himself a 
definite goal every day. “The use of 


special or artificial devices is impor- 
tant and necessary to most of us and 
relatively painless.” 

He pointed out that one of the best 
devices he knows is followed by two 
leading representatives of the Massa- 
chusetts Mutual. “For many years, 
they never quit working for the day 
until they had a 9:30 appointment 
for the next morning. Today it is a 
habit with them—simple but effec- 
tive. Try today for an appointment 
tomorrow, and then try it every day 
until it becomes a habit with you.” 


EXAMINATION BOOKLET 


THE MASSACHUSETTS Association of 
Life Underwriters has completed a 
question and answer booklet de- 
signed primarily to assist new agents 
in preparing for the examinations 
required by the Commonwealth of 
Massachusetts. The booklet was 
completed in close cooperation with 
the insurance department, whose 
future examinations will be based 
upon the material in the publication. 
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Payment of Claims—from page 78 


that my chance of survival is one 
in twenty. 

“This news will surprise you 
since it is less than a year ago that 
your examiner passed me—the 
fourth time in ten years. I am try- 
ing to be hopeful, but there is an 
oppressive solemnity in the thought 
that this may be my last day on 
earth. 


“IT have been putting my house 
in order. It did not require an ex- 
pert accountant. My assets are: 
(1) cash in bank, $341; (2) house- 
hold and personal effects not worth 
selling; (3) life insurance, $30,240. 
Liabilities as follows: (1) mortgage 
on house, $4,500; (2) household 
monthly bills, $195. 


“This is my financial exhibit af- 
ter sixteen years in business. Just 
as things are beginning to come my 
way, I find myself on the brink 
of the unknown. My only comfort 
in this crisis is my life insurance 
and I honestly thank you, Bill, for 
your counsel and persistence. On 
a yearly income never higher than 
$3,800 it has been a strain to carry 
$30,240. Last year out of every 
dollar I earned, sixteen cents went 
for life insurance premiums, but it 
was worth the sacrifice. What else 
would I be leaving behind today? 
If I had banked the amount of the 
premiums, my savings would have 
been less than $4,000, and I doubt 
if I would have saved even that 
much. But now I thank Heaven 
that I took the insurance and kept 
it for it enables me to go into the 
operating room with anxiety only 
for myself and none for Mary and 
Johnnie. 


“If I do not come out alive, the 
funeral expenses may be paid by 
that weekly premium policy of 
$240 which I have carried just for 
that purpose; and the $5,000 policy 
I took when I built my house will 
wipe off the mortgage and interest, 
leaving $25,000 clear. This, even 
at 4%, would yield an income of 
$1,000 which, with no house rent 
to pay, would make Mary and the 
boy fairly comfortable. 

“Life insurance has done for my 
family what I could not do myself. 
My own experience is a conclusive 
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demonstration of its blessed service 
to humanity. 

“It may seem strange for me to 
write you this from my graveside, 
as it were, but I wanted you to 
know of my heartfelt gratitude to 
you and the great cause you repre- 
sent. 

“Yours sincerely, Howard.” 

The insured died two days after 
the letter was written, while under- 
going the operation to which he 
referred. 


BENEFIT PROVISIONS 


BENEFIT PROVISIONS in health in- 
surance policies covering hospital 
and surgical care have been im- 
proved steadily throughout the 
1950’s, the Health Insurance Insti- 
tute reported recently. 

In 1951, a survey of some 101 
insurance companies showed that 
the top daily hospital allowance of- 
fered by 89% of these companies 
averaged $8 or less, the Institute 
said. At that time, only 5% of the 
companies surveyed offered a policy 
paying $10 a day or more. 

Three years later, with the added 
experience which insurance com- 
panies gained with this form of 
health insurance protection, the sit- 
uation had changed. In 1954, a sur- 
vey of 186 insurance companies 
disclosed that 72% offered policies 
with hospital benefits of $15 a day 
or more. Some 11% offered policies 
at $20 a day and 4% offered $25 
daily or more. Only three of the 
companies surveyed that year had a 
maximum daily hospital benefit of 
$8. 
The trend toward more adequate 
daily hospital benefits had contin- 
ued, the Institute found. 

A recent review of 188 insurance 
companies indicated that 93% offer 
maximum daily hospital benefits of 
$15 or more. This same analysis, 
reported the Institute, showed that 
32% of the surveyed companies 
offer $20 a day or more, and 17% 
of the companies offer upwards of 
$25 a day. In addition, at least three 
companies have policies with hos- 
pital benefits of $30 a day or more. 

The maximum duration of stay 
in the hospital also has been ex- 
tended, the Institute stated. 


The 1951 survey of 101 compa. 
nies indicated that 59% of the com. 
panies offered a maximum of 9 
days of hospitalization a year and 
that 12% of the companies offered 
more than 120 days. The 1954 
study of 181 companies disclosed 
51% offered 90 days and 20% of. 
fered 120 days or more. A more 
recent analysis of 188 companies in- 
dicated that about 32% would write 
120 days or more, and that—18% 
would cover up to a year. 

The broadening of benefits in 
available health insurance policies 
also holds true for surgical expense 
coverage, said the Institute. Among 
183 companies surveyed in 1954, 
some 16% offer maximum surgical 
benefits of $300 or more. Currently, 
of 188 companies, 72% offer a sur- 
gical maximum of $300 or more. 


CALIFORNIA BIGGEST 
STATE 


CALIFORNIA Is expected to add more 


than 6,000,000 inhabitants by 19709 
and, with a population exceeding 


20,000,000, will be the most popu- 
lous state, according to statisticians 
of the Metropolitan. Nevada and 
Arizona will lead all states in rate 
of population growth. The total 
population is expected to be over 
208,000,000 by 1970 for the United 
States. 


GRANTS TO COMMITTEE 
ON AGING 


THE MUTUAL Benefit has awarded 
a grant to the National Committee 
on the Aging to produce the first of 
a series of five broad educational 
programs on the problems of aging 
and retirement. Emphasis of the 
first program will be on general 
problems of retirement, with par- 
ticular stress on financial independ- 
ence in later years. 


TRAVEL ACCIDENT POLICY 


THE NATIONWIDE Sheraton Hotel 
chain will offer its credit card facili- 
ties to independent insurance agents 
and brokers for the sale of a com- 
prehensive accident insurance policy 
underwritten by Beneficial Standard. 
In contrast to group policies, the new 
policy is written by independent 
agents on an individual basis. 
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employee, I’d qualify you for Provident Mutual’s small group. coverage.” 
epend- 


As fringe benefits loom larger in the com- erage for groups from 10 to thousands. Regard- 
LIC Y§ petition for employees, the flexibility of Provi- less of group size, most benefits are custom- 

dent Mutual group insurance helps smaller made to precisely fit the employer’s needs. 
=T employers attract and hold better workers. The whole group market is growing lus- 
agents And bigger employers need group plans more tily. Provident Mutual has everything an agent 

than ever. or broker needs to sell Group Insurance. You'll 


1 com- 
oa Provident Mutual offers every major cov- do well to get full details. 
ndara. 


he new 


ae Provident Mutual 


> News Life Insurance Company of Philadelphia 


LAST SIX MONTHS 


EDITORIAL 


Accident & Health Experience 
tie They sma of A 


Figu 
Coming Big Change, The 
Editors’ Corner (monthly) 
Is It or Isn’t It? 
Leading Companies in 1958 
Life a Stocks 
Moving 
Natiowal Quality Award 
Savings are Popular 
Summer Sales Opportunity 
Tax Bite Is Deep 
Twenty-year Net Payments 
Variable Annuities Pass 
t’s the Latest? 
Who Sells Where 


MANAGEMENT & GENERAL 


A Responsibility to Expand—J. Edward Day 

Auditors and Automation—Charles E. Grody . 

Aviation Underwriting—Frank H. David 

Are We Losing © ur Perspective ?—Frederic W. Ecker . 
Challenge to Management—W. Sheffield Owen 
Challenge to Leadership—Carrol M. — a 
Changing Economy, The—Orson H. Har 

Communications in the Next Decade—C. Gi. Nash 

eee gy yd Challenge, The—E. D. Dwyer ; 
Debit Agent’s Market, The—Thomas M. Bruce, Jr. 
Disability Income Insurance—Howard Q. Skowbo 
Doctor and Insurance, The—Col. hag J. Rushton 
Effective Letters—Robert 8S. Mas 

Financing Hospital & Medical Care—J. F. Follmann, Jr. 
Future Net Costs—T. 8S. Burne 

Hi ~~y of The Income Tax ‘he of 1959— 


McCarth 
How Taflation Has Hurt Me—Jay B. Horrocks 

Insurance Company Pay Plans—Daniel P. Cavanaugh 

Legal Spotlight—Ralph D. Churchill (monthly) 

Measures for Management—James P. Moore, Jr. 

Medical Progress and La aig ge pagan C. Dunlop .... 
Menace of Inflation—Martin 2. Roone 

Mental Ln agg * peeeognee— Nhe D. Porterfield, M.D. 

New Era—A. Eldon Stevenson, Jr. .......000ecceeeeseccecveed Apr. = 
New Ideas to rit New Patterns—Walter 0. Ee Aug. 
Orientation Programs—William H. Eastman July 33 
Our New Building—M. F. Auden 

Payment of Claims—Lawrence B. Gilman 

Potential of Annuities—George E. Johnson 

Visiting Nurse Service—J. F. Follmann, Jr. 

Why Major Medical Expense Insurance ?—Charles E. Ray ... 


OFFICE METHODS 
Around od 0 lige Executive Committees Effective? 
v 
Around the Gaiee —ddnnngument Decisions, Part I— 


Guy Fergason 


— = J ~~~ alana ape thd Decisions, Part II— 


Around the € Office The Value of Personal Contacts— 
Guy Fergason 


COMPANY 


Around the Office— Putting 9 ga Across—Guy Fergason 
Better Letters, Easy As A, B, 

Bookkeeping Solution—Joseph 1. Hosey 

Booklets (monthly) 

Circularization of pane B. King 

Data Processing Personnel—A. " Regenburg, IASA 
Document and Audit ControlW- R. Still, 1.A4.8.A. 
Electronic Processing—J. P. Taheny 

Forces That Feed Automation—Ralph C. Graves 
Function of Automation, The—Gilbert L. Kerr 
Modern Aids to Office Efficiency (monthly) 

New Proposal System—E£dwin P. Gunn 

Office Equipment Directory (monthly) 

Paper Work Control—Benjamin P. Smith 

Purchase vs. Rental—Walter A. Edgren—I.A.8.A. 
Sandwiches for a Computer—Herbert T. Cherry 
Solving the Disbursement Problem 

White House Offi 


SALES & SALES MANAGEMENT 


>, Poon & Answers—American College 
Fundamentals of Life Insurance and Annuities .. 
Part I (Cont.) 
Part Ba = HER Life, A. & S., Group Ins., & 
ID isles «anos ccebadempeibich Gide awe > Cub ae Coan July = Aug. 33 
Part Il1I—Law, Trusts, & Taxation Sept. 29. 3 
Don’t Sell Selling Short—Raymond C. Johnson, C.L.U 
Dual Licensing of Agents—Robert A. Rennie 
Evaluating Public Relations—John Pag K. Abbott 
Expense Control—Edward F. O0’Too 
Expense Control, Part T1—Kdward +4 O’Toole . 
Full-Time Job, A—Milton Ellis 
Great A-V Controversy—Robert E. a, . 
Home Office Training—D. E. Lommen, C.L.U 
In The Groove—George W. Jackson 
Life Insurance in the Affluent Society— 
Ernest E. Cragg, CLU 
Minimum Deposits & Term Insurance—Richard E£. Pille . 
New Saleman, The—Thomas M. Bruce, Jr. 
Revival of Faith, A—Stanley R. Wayne 
Risk Selection Practices—Paul K. Frazer 
Sales Philosophy—J. D. Anderson 
Should My Son Enter the Insurance Business ?— 
Charles Anchell, A. Jack Nussbaum, Gerhard Krueger, 
Paul R. Green 
Where Are We Going?—S. 8. Huebner 
Why Not Go All The Way?—Chester Elson 


-May 3 
J 


MISCELLANEOUS 


Association Notes 

Company Developments 
Company Sales Records 
Conventions Ahead 

Home Office and Field Appointments 
Insurance Stock Quotations 
Life Sales Index 

Monthly Life Sales 

New irectors 

New Publications 
Obituaries 

Policy Changes 

Reports on Companies 
Sales by States 


REPORTS (From May 1959) 


Acme United Life, Atlanta 
(New Agency Vice-president) ..Oct. 103 
Aetna Life, Hartford 
(Griffith Retires) Aug. 99 
(Increased Cash ee Oct. "103 
(Proposed Stock Split & 
Dividend) Oct. 103 
Aid Association for Lutherans, Appleton 
(Dividend Action Correction) ...Sept. 119 
American General Life, 
(Executive Promotion) 
American Income Life, Indianapolis 
(Executive Promotion) Aug. 99 
American Investment, Nashville 
(New Executive Vice-president) . 
(New Actuary) 
American Investors. Life, Houston 
(Acquisition Proposed) 
American Liberty Life, Jackson 
(New Vice-President and Sec’y) .June 115 
American Security Life, Fort Wayne 
(New President) May 121 
American United Life, Indianapolis 
(New Vice-president) July 103 


Appalachian National Life, Knoxville, Tenn. 
(New Company) June 115 


Houston 


-July 103 


112 


Associates Life, Indianapolis 
New Executive Vice-president) ..July 103 
nLite) With Disability Income 

ves Home Office) 

Atlantle Southern, San Juan 
(Dividends to Stockholders) 


Aug. 99 
--July 103 


Bankers National Life, Montclair 
(Stock Dividend) 
Beneficial Standard, Los Ange!es 
(Stock Dividend) 
( Promotions) 
Boston Mutual Life, Boston 
(Executive Promotion ) ‘t. 103 
California Life, Oakland 
(New Comptroller) 
Carolina Life, Columbia 
(New President) 
Central Natl. Life Ins. Co. of Omaha, Omaha 
(New Assistant to the President).Aug. 99 
Chesapeake Life, Baltimore 
(Capital Increased) 
City Natl. Life Ins. Co., 
(Acquisition Proposed) 


Oct. 103 


Oct. 103 


June 115 


Houston 
sichasees vale oe 


(Stock Dividend 
(New ——_ President Agency 


Director) 
Colonial Tike, East Orange 
(Executive bars ay 
(To Write & H.) 
Columbian ‘Matus. Binghamton 


Coastal States us Atlanta 


(New Vice- -president) 
Columbian Natl. Life Ins. Co., Boston 
(New Directors) 
(New Treasurer) 
Commonwealth Life, Louisville 
(Stock Dividend Proposed) 
a Assurance Co., Chicago 
(Stock Dividend) 
pcm oy Life & Accident, Boise 
ornbelt Life, Freeport 
“ane Capital) 

(New Vice-president) y 
Cosmopolitan Life Insurance Co., Memphis 
(New _ President) a 

Cotton States Life & Health, Atlanta 
(New President) .... 

Disability Income Life, Indianapolis 
(Merges With Associates Life) ...July 158 


Best’s Life News 





. Sept: Ti 


July % 
. Oct, 18 


..Aug. 99 
.. Sept. 119 


...July 103 
.. Sept. 119 


..Sept. 119 
ZO 

.»-May 121 
se 


Life News 


Rastern Life, New York 
(New President) ......... oeeeeesduly 104 
(Moves ae Office) 0 

Equitable Life Assurance, New York 
(100th Anniversary) ........ «++--duly 104 

Equitable Life Insurance, Des Moines 
(New President 

Rquity Annuity e, “Washington 
(Johnson Steps Down) 


Bquity General Life Ins. Co., Boulder 

(New —— June hand 
Estate Life 

(New President 4 


Farmers and Traders bn Ins. Co., sto oa 
(New Secretary-Treasurer) 99 
Federal Life & Reuaity, Battle Creek 
(Director of gavertising) 
Federal Life, Chicago 
(Executive Chane) 
(Executive Promotions) 
Fidelity National Life, Philadelphia 
(New Title 4F Ma 
First Colony Life, Lynchburg 
(New President) 


First Pyramid Life, Little Rock 
(New Vice-President & Agency ‘ 
e 


Director) 

Franklin Life, Springfield 
Increased Stock Dividend) dune 115 
New Vice-President) Oct. 104 

General American Life Ins. Co., St. Louis 
(Executive Promotions) 

Georgia International Life Ins. Co., Atlanta 
(Stock Over-subscribed ‘Sep . 119 

Bom Employees Life, Washin oe 

ease in Authorized Capital) . 
(Stock Dividend) 

Great erican Reserve, Dallas 
(Executive Changes) 

(Organizes Fire .) 

Great Southern Life Ins. Co., Houston 
(Executive Promotions) 

(Associate Board) 

Great Southwest Life, Dallas 

(New Vice-President-Agency 
Director) . 
Great-West Life, Winnipeg 
(New Home Office 

Guaranty Savings Life Ins. Co., Mont 
(Merged with _ aa Life) oa 

Gulf Life, Jacksonville 

(Stock ‘Interest Acquired) 

i. B. A. Life, Phoenix 
(New Vice- -president ) Oct. 

Home Life of America, Philadelphia 

(New President) 
Idaho Mutual Benefit, Boise 
(Company Reinsured) 

Independent Life, Baltimore 
(Control Purchased) 

lenromesic Life, Dallas 

w Ti 


omery 
y 122 


July 108 
July 108 
ay 122 
Intercoast Mutual Life, oie 

(New Vice-president) ct. 105 

International Opportunity Life Ins. Co., 

Denver 

Sept. 119 
Sept. 119 


(New Com y) 
i winte ife ‘ns. Co., Houston 
Aganes Direct tor) 
Fle fe, Atlanta 
7% erge with Kennesaw 


June 115 
Investors Life, Cedar Rapids 
(New Executive Vice- president) -Oct. 105 


Jefferson Natl. Life Ins. Co., jntinnsee 
ug. 


tates) Sept. 119 


Kentucky. Central Life & Acc., Anchorage 
id for Stock) y 108 
(Control Passes to Kin 
Kennesaw Life & PrP sg Marietta 
(Merges with Investors Life) ....June 115 
(Merger Proposed) Sept. 119 
liberty Natitonal Life, Birmingham 
(Stock Dividend) Ma 
(Executive Changes) 


For October, 1959 


Life one Cas, Ins. Co. of Tenn., Nashville 
{Mert a? Decision Upheld) —_ <. 
ew 


Secretary 
hay ag ge Gains Control) 
a. 
(New Vice- hE. t) 
Loyal American Life, Mobile 
(Control Changes) 


Maine Fidelity Life, Portland 
(Capital Reduced 


Manufacturers Life, Toronto 

(Executive Appointment) ct. 1 
a Mut. Life Ins. Co., Springfield 

(Execu » June 116 
Metropolitan Life be New York 

Appointments) Sept. 120 

Mercury Life, St. Louis 

(New President) July 108 
Mid-South Life, Montgomery 

(Mer, with Guaranty Savin ie -May 122 
Monarch Life Insurance, Sprin 

(New Sales Directors) 

(New Investment Vice-president) . July 10 
Mutual Life Assurance, 

(New President) July 
Mutual Life of New York, New York 

(Executive Changes) M 

(New President) 


National Accident and Health, Phila. 
(Promoted to Vice President) ...Oct. 105 

Natl. Fidelity Life Ins. Co., Kansas City 
ary Ris President and Director od 


es) Au 
Nations! Oia Line =. Co., Little Bock 
(50% Stock Dividend) 
(New ipuautive Vice-President) . 
Nationwide Corporation, Columbus 
(Stock Dividends) ............... June 116 
New York Life, N. Y. 
(New Vice-presidents) ..... cence vied 109 
y 109 


. 101 


y 109 
“Sept. 120 


North American Accident, er 
(New Secretary) 

North American Equitable, seoaceoae 
( — Control of Independent 


North American rn ee Co., 
(Executive Appointment) 

Northwestern National, Minnea 
(Executive Changes) 


Occidental Life, Los Angeles 
(New Vice-President) Sept. 120 
Occidental of North Carolina, Raleigh 
(Executive Promotions) Oct. 105 
Ohio National Life, Cincinnati 
(Mutualization Complet ted) 
Oil Industries Life Ins. Co., Houston 
(New Vice-President) Sept. 120 
Old American Ins. Co., Kansas City 
(Address Chan ) Sept. 120 


Old Equity Life, 
New Agency Vi — President) . -- June 116 
(Reinsures tdene Mut. Benefit)..July 108 


Old West Life 
Pacific Mutual Life Ins. Co., Los Angeles 
(Executive C 
(Mutualization Completed) 
Palmetto State Life, Columbia 
Pan-American Life, New Orlea 
(Customer-Insurance Plan) 
Patriot Life, New York 
(New Superintendent of 
Agencies) Moy 8 
The Penn Mutual Life Ins. Co., Philadelphia 
(New Executive Vice President) Aug. 101 
Peoples Rog 3 Washingt 
f yo Increase¢ 
Address Change 
Piedmont Life Ins. 
(New Vice Preside nt) 
Pierce one rase am North Hollywood 
(Correction) 
Pilgrim Nationai, Chicago 
(Converts to Legal Reserve Co.) ..J a 109 
be American, Og orth 
(Executive Promoti 
Pioneer Life & Casualty, 
(Converts Preferred St 





i oeeee duly 100 


Provident Lg 8 Bismarc 
Dividends to Stockholders) June 116 
Provident Mutual, Phila. 
. Oct. 108 


ER) ccccccccce i 4 
eng ag Promotions) 
“7. City Life _ ten Co., Philedeiphis 
ty Incr. in Authorized 


Capital 
Reliance Life & Accident, Dalla: 
(Formerly Insur-O-Medic Life) 
(Merger Pro ) 
Republic National, Dallas 
(Executive Promotions) 
Richmond Life, Richmond 
(Stock Dividend) 
Savings Bank Life Ins. Fund of Conn., 
Hartford 
(Officers Elected) 
board 


..-May 122 
Sept. 119 


Aug. 101 


(New Vice- President t) 
Security = Life, Memphis 


(New Treas 
Security Benefit t Tite, To) - 
(Executive Promotions 
Sentinel oe. Hl P. 
(New President) Ju 
South Coast Life Ins. Co., Houston 
(Executive Changes) 
Southern Life of 
(Stock Dividend Paid) 


(Stock Dividend) y 1 
(New peienas womens) oebne 
Chairma: Sept. 122 


(New 
Shenandoals Li 


rent 


ly 110 





~t 
—* Ins. Co., Portland 
w Vice Presi dent) 
State ‘Mutual Ins. Co., Rome 
(Executive Promotion) 
sue ‘National Life, St. Louis 
(New President) 
Suret ROE Life, Salt Lake city 
% Stock Dividend) ..........July 110 
Teachers Ins. & Annuity Assn. Amer., N. Y. 
(Moves Headquarters) ..... erenen May 124 
Texas Life, Waco 
(New President 
Transouth Life, 
(Enters A. & H. Field) 
The Travelers Ins. Cos., Hartford 
(L. A. Branch Office)” 
Union Contaet Life Ins. oe Gincinnett 
(Executive Appointmen Aug. 102 
— Mutual Life, Portiaad 
(Non-can Fund) . 125 
Union Protective Assurance Co., iieen is 
(Title Changed it. 123 


) 
es = ~i. ve Life Ins. Co., bicinphi 


(New _T 
Union Trust Life, Duluth 
(New Executive | bgt eo -Oct. 108 


United American L 
(New Vice- ts 
United Life, Jacksonville 
(Stock Purchased by Western & 
Southern) 
(New Vice Presidents) 
United Services fife, |. 
(Proposed Capital Inc 
(Cash Dividend) 
(Capital Increase Approved) . 


Vanguard Life, Phila. 
(Name Changed 
West Coast Life, San Francisco 
(New Vice- Presiden mt) 
Western & Southern, ba nati 
(Purchases Stock of United Life) .June 117 
June 117 


July 110 


June 118 
-June 118 


) 
Wisconsin National, Oshkosh 
(Capital Increase Approved) ... 





4 LIST OF ADVERTISERS } 


All-Steel Equipment Co., Inec., Aurora, II. 
American National, Galveston, Texas 
American Writing Paper Co., Holyoke, Mass. 
Atlantie Life, Richmond, Va. 


Bankers Life, Des Moines, Iowa 

tankers Union Life, Denver, Colo. 

Best Industries, Inc., Miami, Fla. 
Borchardt & Co., Alvin, Detroit, Mich. 
Boston Mutual Life, Boston, Mass. 

Bowles, Andrews & Towne, Inec., Richmond, 
Briscoe & Associates, J. Huell, Chicago, IIL. 


Campbell, Donald F., Chicago, Il. 

Caplan & Co., Albert J., Philadelphia, 

Central Standard Life, Chicago, II. 

Colburn Associates, Inc., John, Wilmette, Ill. .................-. 
Connecticut General Life, Hartford, Conn. 

Connecticut Mutual Life, Hartford, Conn. 

Continental Assurance, Chicago, Ill. 

Crown Life, Toronto, Canada 


Dawson & Son, Inc., Miles M., Springdale, Conn. 


Elms Hotel, Exce'sior Springs, 
Equitable Life Assurance, New 
Equitable Life Insurance, Des Moines, Iowa 


Federal Life, Chicago, Ill. 
First Boston Corp., New 
Franklin Life, Springfield, 
French Lick-Sheraton Hotel, French Lick, Ind. ................ 


Gabriel & Co., A. G., Detroit, Mich. 

General American Life, St. Louis, Mo. 

Goodfarb, Lenard E., Philadelphia, Pa. 

Gorey Co., Walter (., San Francisco, Calif. 
Gov't. Personnel Mutual Life, San Antonio, Texas 
Great American Reserve, Dallas, Texas 
Great-West Life, Winnipeg, Canada 

Groves, W. E., New Orleans, La. 


Haight, Davis & Haight, Inc., Indianapolis, Ind. 

POG COON, THONG BNO, SM bineitlig:dnivideces aicccesececeesceures 
Heritage Mfg. Co., Fort Worth, Texas 

Higgins & Co., E. P., Philadelphia, Pa. 

Holland Mortgage & Investment Corp., Houston, Texas 


Knights Life, Pittsburgh, Pa. 


Liberty National Life, Birmingham, Ala. 
Life and Casualty, Nashville, Tenn. 

Life of Georgia, Atlanta, Ga. 

Lincoln Liberty Life, Lineoln, Neb. 
Lincoln National Life, Fort Wayne, Ind. 


Manufacturers Life, Toronto, Canada 

Massachusetts Casualty Co., Boston, Mass. 

Massachusetts Indemnity & Life, Boston, Mass. ............... 
Metropolitan Life, New York, N. Y. 


Midland Mutual Life, Columbus, Ohio 
Millers Falls Paper Co., Millers Falls, Mass. 


National Cash Register Co., Dayton, Ohio 
National Fidelity Life, Kansas City, Mo. .............ceceeeeees 
National Life, Montpelier, Vt. 

National Life & Accident, Nashville, Tenn. 
National Old Line, Little Rock, Ark. 

National Travelers Life, Des Moines, Iowa 
Nelson and Warren, St. Louis, Mo. 

New England Life, Boston, Mass. 

North American Life, Chicago, 

North American Philips Co., Inec., Hicksville, N. 
North American Reassurance, New York, N. Y. 
Northwestern National Life, Minneapolis, Minn. 
Nyhart Co., Ine., Howard E., Dallas, Texas 


Occidental Life, Los Angeles, Calif. 
Ohio National Life, Cincinnati, Ohio 
Ohio State Life, Columbus, Ohio 


Pan-American Life, New Orleans, La. ...............-0- ‘ 
Park Shelton Hotel, Detroit, Mich. .................... P 
’arsons Paper Co., Holyoke, Mass. 

Paul Revere Life, Worcester, Mass. 

Peirce Dictation Systems, Chicago, Ill. 

Pick Hotels Corp., Chicago, Il. 

Pioneer American Insurance Co., Fort Worth, Texas 
Provident Life & Accident, Chattanooga, Tenn. 
Provident Life, Bismarck, N. D. 

Provident Mutual Life, Philadelphia, 


Republic National Life, Dallas, Texas 
Reserve Life, Dallas, Texas 
Royal Typewriter Co., Port Chester, N. 


Security Benefit Life, Topeka, Kansas 
Shenendoah Life, Roanoke, Va. 
Solomon & Co., Irwin, New York, 
Southland Life, Dallas, Texas 

State Life, Indianapolis, Ind. 

State Mutual Life, Worcester, 

Sun Life, Montreal, Canada 


Tegtmeyer & Co., Wm. H., Chicago, 
Tiffany & Co., Carl A., Chicago, Il. 
Travelers Insurance, Hartford, Conn. 
Tressel & Associates, Harry S., Chicago, Ill. 


Underwriters Credit & Guaranty Corp., San Francisco, Calif 
Union Labor Life, New York, N. Y. 
United Services Life, Washington, D. 


Western & Southern Life, Cincinnati, Ohio 

Weston Co., Byron, Dalton, Mass. 
Whiting-Plover Paper Co., Stevens Point, Wis. 
Wolfe, Corcoran & Linder, New York, N. Y. 
Woodward and Fondiller, Inc., New York, N. 
Woodward, Ryan, Sharp & Davis, New York, N. Y. 





“The above discriminating list of clients recognize that an advertisement in BEST'S INSURANCE NEWS is a mark of 
distinction as only those insurance companies which receive our recommendation are permitted to advertise in its columns." 
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Field committee plays key role in top-level planning 


To paraphrase an old saying—“Everyone talks about 
the field’s point of view, but no one does anything 
about it.” 

At the Midland Mutual, something is done about it. 
Twice a year, company management meets with the 
Executive Committee of the General Agents Associa- 
tion for consultation on programs, problems and plan- 
ing. These are “shirt-sleeve” sessions at which field 
thinking on major matters is thoroughly reviewed. 


Serving Personal Security Needs Since 1906 


. . 
+ . 
*teeeeee® 


The Executive Committee provides an articulate 
. a direct means 


“« 


voice” for the entire agency force . 
of communication with Company officers, It’s “busi- 
ness democracy” in action, working for the benefit of all. 

If this philosophy of operation appeals to you, get in 
touch with Charles E. Sherer, C.L.U., Vice President, 
Director of Agencies. Midland Mutual offers many op- 
portunities for qualified men under its exclusive FOUN- 
DATION BUILDER program for new general agents. 


©. MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


248 East Broad St., Columbus 16. Ohio 


Immediate agency openings in: Miami, Tampa, St. Petersburg, Jacksonville, Charlotte, N. C., Baltimore, Louisville, Chicago, 
Des Moines, Memphis, Knoxville. Opportunities also available in other areas. 











LIFE INSURANCE STOCKS 


AMONG THE MOST attractive 
investments in today’s market, in our 
opinion, are twelve life insurance com- 
pany stocks which are discussed in our 
latest report. It’s free. Just write or 


phone: 


LIFE STOCK DEPT. 


WM. H. TEGTMEYER & CO. 


Investment Securities 


39 SOUTH LASALLE STREET 
CHICAGO 3, ILLINOIS 


TELEPHONE TELETYPE 
FInancial 6-7400 CG 625 


























WALTER C. GOREY COMPANY 


Russ Building San Francisco 4 


Teletype SF 1011—1012 
YUkon 6-2332 


Specialists 


CALIFORNIA WESTERN STATES 
LIFE 


WEST COAST LIFE 


Report available upon request 


ALL LIFE STOCKS 
BOUGHT SOLD QUOTED 


Wire System 


John C. Legg & Company 
Baltimore and New York City 
Troster Singer & Co. 
New York City 








life stock index 





195 

180 

165 

150 

135 

120 

105 

90 

5 

60 

45 

30 

15 

: 41 42 43 44 45 46 47 48 49 50 5I 52 53 54 55 % 58 

End of 1955 1956 1957 1952 1959 
January ........ 134.7 158.5 147.4 = 144, 191.5 
February ....... 137.1 161.7 142.7 142.3 186.3 
_ 3 aegeen 137.4 «= 168.1 142.5 142.5184 
 gietenapen 142.1 149.6 148.2 142.3 188.7 
. ee 148.0 148.7 156.9 146.7 183.4 
‘SNe ogee 172.4 153.4 154.5 147.8 180.3 
“Spee . 181.2 160.2 162.3 159.2 198.0 
August ........ I718 1505 1535 160° 1984 
September 166.2 136.2 149.7 163.0 «187.0 
October ....... 162.4 142.6 134.7 170.7 
November ...... 166.6 140.5 138.9 187.8 
December ...... 163.1 140.9 134.2 191.0 


The Life Stock Index contains the stocks of 30 life insurance com- 
panies, and the base period 1941-1943 is equal to 10. 


insurance stocks 
Over-the-counter Market 


Furnished through the courtesy of The First Boston Corporation 


1959 Range Bid Price 


Life Companies High Low 9/30/59 
Aetna Life .... - — spa ities  a 2i1 247 
American National Life . ‘ eigavcuanues 125% 83,4 Wa. 
Bankers National Life (M) . aD PO 21% 23/2 


Business Men's Assurance eceuce: ee 39/4 403, 


California-Western States Life (G) ................. 122 100 113 
Commonwealth Life (Louisville) (A) ..... neg ae 16 20% 
Connecticut General Life ..... - coca, 312 340 
Continental Assurance (A) . Spee Co 176 135 146 
Franklin Life .. : iewucmawe 85'/2 673/, 7%, 
Government Employees Life =: Linda's Opa, aa 53'/2 67 
Gulf Life .... : Laecaa cheer wbenoanios 30!/, 21% 2 
Jefferson Standard Life .. ake a a. 81'/ 72 
Kansas City Life : .. 1660 1440 1440 
Liberty National Life (A). an aSccte 38 60 
Life & Casualty sacra 20'/4 20% 
Life Insurance Company of Virginia (C) . 60 48'/. 49'/, 
Lincoln National Life nae er 192 220 
Massachusetts Indemnity & Life : se cpeees 58'/, 39 40 
Monumental Life : ie 58 58 
National Life & Accident ote a 105 110 
North American Life etal (D) . ea < ae 15!/2 15%4 
Philadelphia Life (E) i 58 62 
Republic National Life RET HAS. ea 63 69 
Southland Life (B) eee 8! 
CBI o.cisek \c'eseseesscancs kvitoee Se 136 143 
Travelers .... vans es : ... 10, 80 85 
United States Life ...... ; gee divans ae 38%, 39 
West Coast Life ........ 46 3 42'/, 


(A) Adjusted for 25% stock dividend. 
(B) Adjusted for 33!/;% stock dividend. 
(C) Adjusted for 4% stock dividend. 
(D) Adjusted for 5% stock dividend. 
(E) Adjusted for 20% stock dividend. 
(G) Adjusted for 10% stock dividend. 
(1) Adjusted for 100% stock dividend. 
(M) Adjusted for 7!/2% stock dividend. 





Best’s Insurance News—Life Edition 


75 Fulton Street, New York 38, N. Y. Second-Class Postage at Rensselaer, N. 
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Postmaster: Please send change-of-address notices to: Best's Insurance News—Life Edition, Best Building, 75 Fulton St., New York 38, New York. 
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4 sales-making letters that feature your name. MONY pays 
half their cost, handles all the details...and you get all the replies! 
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How to protect a champagne future 
on a beer income 


Know a man who thinks he can not yet afford the amount or 
kind of insurance he needs—and wants? Cheer him up! 
We've a tried and tested answer to his problem. 
Occidental’s 5 year Convertible and Renewable Term... 
Convertible to anniversary nearest age 65, to any one of a 
wide variety of ‘permanent’? plans—when he can afford it. 
Renewable up to age 64 if he prefers. 

Either—without further evidence of insurability. 

It’s his choice, when he wants to make it. 

And in the meantime if he qualifies—total disability 
benefits after only a 4-month waiting period—to increase 
his peace of mind. 

He can also add Income Protection, Family Plan, 

Mortgage Protection, Additional Term, and Family Income 
by rider—and later carry them over in the 

policy to which he converts. 

All in all—a sound and practical plan for men whose 


incomes don’t yet match their ambitions. 


O C C I D E NTAL LI FE Insurance Company of California 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Home Office: Los Angeles/ W. B. Stannard, Vice President 


We pay Lifetime Renewals...they last as long as you do! 


6 Best’s Life News 











